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A current John Hancock advertisement which indicates how the spirit of American inde- 
pendence is fostered and strengthened by Life Insurance. So that these benefits may be shared by r 
all, the John Hancock offers life insurance in all its forms: life, endowment and term policies, i 
juvenile insurance, retirement income policies, annuity contracts, and all plans of group coverage. ee 
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Judd C. Benson, New Vice President, 
Had Long Service on Top Committees 


Among the distinguishing features of 


Iudd C. Benson's long service with the 
National Association of Life Underwrit- 
ers has been his chairmanship for two 
vears of the important committee on 
Feder law and legislation at a time 
when vital interests of the life insurance 
business were involved in such legisla- 
tion. \ trustee since 1944, Mr. Benson, 
who general manager of the home 


ofice agency of Union Central Life at 
Cincinnati, was secretary of NALU last 
year. Currently he is also chairman of 
the committee on Social Security. 

In 1942 Mr. Benson was chairman of 
the nominations committee and the fol- 





lowing year he headed the convention 
program committee. He is a former 
president of the Cincinnati General 


Agents and Managers Association and 
was president of the Ohio State Asso- 
ciation of Life Underwriters for two 
terms. He has always been active in the 
local Cincinnati Association serving last 
year as vice president and director. 

During the recent war Mr. Benson 
was Ohio War Bond chairman and was 
also associate administrator for the 
Treasury Department’s war savings staff 
in the payroll division. 





J. D. Moynahan Secretary 





JOHN D. MOYNAHAN 


Secretary of National Association of 
Life Underwriters for the coming year 
will be John D. Moynahan, manager of 
the west suburban office of Metropoli- 
tan Life at Chicago. 

Mr. Moynahan was elected to the 
board of trustees in 1945. Member of 
various committees of the National As- 
sociation, including functions, activities 
and by-laws, he has been chairman of 
the committee on local association ad- 
ministration and this past year was 
chairman of the program committee for 
the current St. Louis convention. 

Active for many years in the Chicago 
Life Underwriters Association, Mr. Moy- 
nahan, who holds the Chartered Life 
Underwriter designation, has also been 
active in the American Society of CLU. 

St. Louis, Sept. 15—James A McLain, 
president, Guardian Life, is addressing 
St. Louis Sales Executives Club this 
week. 


James Moon Studio 


JUDD C. BENSON 





Ask Management Research 
By Co.-Agency Committee 


St. Louis, Sept. 15—Report of the 
committee on research projects was 
adopted. The committee consists of 
Charles W. Campbell, Osborne Bethea 
and Harry Wood. The report recom- 
mended that an advisory committee on 
agency management training be estab- 
lished, the committee to be made up 
of not less than three or more than 
six home office agency officials selected 
by the Agency Management Association 
and an equal number of agency mana- 
gers or general agents representing the 
National Association’s general agents 
and managers committee. Special studies 
are recommended for expansion of 
agency management schools also for 
management clinics to be conducted by 
local management associations. Research 
projects in cooperation with the Agency 
Management Association are rec- 
ommended. 


Women’s QMRT Officers 


St. Louis, Sept. 15—Emma McCon- 
nell, Chattanooga, Volunteer State Life, 
is new chairman of the Women’s Quar- 
ter Million Dollar Round Table. She is 
with the home office agency. The early 
part of her life was spent in Indiana 
and Kentucky, and before entering in- 
surance she was in the display adver- 
tising department of the Chattanooga 
Times. Helen Pendergast, Baton Rouge, 
Mutual Life, was elected vice chairman. 


Women’s Banquet Speakers 
St. Louis, Sept. 15—Emma_ Easley, 
California-Western States Life, was 
toastmaster at the women’s banquet 
tonight. Eunice Bush, chairman. of 
women’s division, NALU, was at head 
table. Other speakers before the Wom- 
en’s Quarter Million Dollar Club were 
Hermine R. Kuhn, Manhattan Life; 
Irene Monford, Union Central; Edna 
A. Webb, Equitable Life, St. Louis; 
Rae C. Levy, John Hancock, and Lil- 
lian Joseph, Home Life. Miss Easley 
is retiring chairman of the Women’s 
QMDRT. President O. J. Lacy of Cali- 


also 


fornia-Western States Life and a num- 
ber of 
dinner. 


other executives attended the 








Clifford H. Orr, New President, 
Started as Agent While in College 


Election of Clifford H. Orr, general 
agent for National Life of Vermont at 
Philadelphia, as president of National 
Association of Life Underwriters, puts 
at the head of the organization a man 
who not only has devoted his entire ca- 
reer to a wide variety of life insurance 
activity but one who has initiated some 
important the business, 
the most recent being the Life Under- 
writer Training Course. 
Wharton 
Commerce, 


movements in 


School of Fi- 
University of 
1924, Mr. Orr 
insurance while in 


Graduate of 
nance and 
Pennsylvania, class of 
started 
college, his first year’s production, nine 
months of which was during the college 
year, $226,000. As an 
agent he was among the top ten pro- 
ducers of his company. In 1937 he was 
for National 


selling life 


amounting to 


appointed general agent 
Life in Philadelphia. 

In the Philadelphia Life Underwriters 
\ssociation he has held practically all 
offices including the presidency in 1937. 
In 1944 he was recipient of the “Presi- 
dent’s Cup” awarded by the Philadel- 
phia Association to that one who has 
over the years made the most outstand- 
ing contribution to the institution of life 
He is 


insurance. the author of two 


books on life insurance, “The Trial of 
lohn Q. Agent” and “John Q. Agent, 
Esq.” 

In the national field he served two 


terms as a trustee of the National As- 
sociation being first elected at Chicago 
in 1942. He has successively held the 
offices of secretary, vice president and 
now president. During the war he was 
national sales director for the NALU 
War Savings Committee and headed its 
famous flying squadron. He has like- 
wise headed the Underwriter Education 
and Training Committee for four suc- 
cessive years and it was under his 
chairmanship that the Life Underwriter 





Harry Gardiner Treasurer 


Harry Gardiner, general agent for 
John Hancock Mutual Life, at 225 
Broadway, New York, head for many 
years of one of the largest agencies in 


the country, was elected treasurer of 
the National Association at the St. 
Louis convention this week, succeed- 


ing the late Walter E. Barton who died 
suddenly on Monday while at the con- 
vention. 

Mr. Gardiner started with John Han- 
cock as an office boy in the East in 
1894, rising in positions and responsibili- 
ties until he was made general agent in 
Kansas City. In 1921 he was appointed 
general agent of the important New 
York City Ordinary agency which in 
the intervening years has become one 
of the great agencies of the company 
and the country. 


NALU Meeting 


(Continued from Page 1) 
Tenn.; W. Ray Moss, Connecticut Mu- 
tual, Louisville; Simon N. D. Weissman, 


Equitable Society, Boston, and Ray T. 


Wright, Provident Mutual, Lawrence, 
Kans. From the floor Newell C. Day, 
Equitable of Iowa general agent at 


Davenport, was nominated. 





Bachrach 


CLIFFORD H. ORR 
Training Council was born. In that or- 
ganization he served as its first chair- 
man. 

He has been a CLU since 1930, has 
been president of the Philadelphia CLU 
Chapter and following a term as na- 
tional director, was elected in 1945 to 
the presidency of the American Society 
of Chartered Life Underwriters. Within 
his own company, he served two terms 
as president of the General Agents’ As- 
sociation and it was under his leadership 
that an agent’s pension plan and com- 
plete Group insurance coverages were 
adopted. 

For relaxation, he owns and lives on 
a farm at Downingtown, Pennsylvania, 
where with his wife and two children he 
enjoys the comforts of rural living. His 
stock consists of a few prize head plus 
more that are not so finely bred; the 
latter however plus the gardens provide 
quantities of meat, vegetables and dairy 
products for the family. 


Parkinson Sharply Answers 
Bank Criticism at Meeting 


St. Louis, Sept. 14—-Banking criticism 
of life insurance companies’ operations 
in Government bond markets as being 
a contributory factor in monetary infla- 
tion was sharply answered today by 
Thomas I. Parkinson, president of 
Equitable Society of New York, in ad- 
dressing a joint luncheon of St. Louis 
Chamber of Commerce and NALU at 
Hotel Statler. 

Mr. Parkinson said that if life com- 
panies have sold bonds that the Gov- 
ernment said they were free to dispose 
of in the open market at the time the 


original purchases were made, any in- 
flation that resulted came from the fact 
that banks bought the securities and 


later used them to increase their Fed- 
eral Reserve money credit five to one. 
Charging that the Federal Reserve 
system had abdicated its powers to con- 
trol inflation to the Treasury Depart- 
ment, Mr. Parkinson said that the time 
had come to change this situation and 
put an end to the system under which 
Federal Reserve purchases of bonds 
from banks and the Government’s gold 
purchases are being used to create new 
money in the ratio of five to one. 
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What a hit! That homer wins the game for the Elm Street Giants— 


and makes Tommy the hero of the hour. 


Tommy's "'safe at home" in another sense, too. Another kind 
of hero—less spectacular, perhaps, but a man whose job is of 
heroic proportions—helped Tommy's father assure him of three 
important legacies: his mother's full time care during his for- 
mative years; the family home that Tommy and his mother love; 


and a chance for Tommy to go to college. 


Who is this man? You know him as well as his millions of other friends do. 


He’s the Prudential Representative. 





THE PRUDENTIAL INSURANCE COMPANY 
OF AMERICA 


A MUTUAL LIFE INSURANCE COMPANY 
4 HOME OFFICE NEWARK, NEW JERSEY 
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Round Table Hour 





Hayes Has Three Prospecting Sources 


Sadler Hayes, Penn Mutual, New 
York, discussed prospecting during the 
Round Table Hour at the National As- 
sociation convention at St. Louis this 
ig his sources were old policy- 


week sayil 
leads and centers of 


holders, referred 
influence. 


Old Policyholders 


“This is a problem with which all of 
us who have been in the business for 
any length of time are faced,” said Mr. 
Hayes. “I know that it is hard to keep 
in touch with clients but isn’t it our 
responsibility to our clients to do so? 
I find that about 40% of my business last 
year came from this source so even if 
we eliminate the service aspect anit de 


it only for selfish reasons, it is good 
husiness. Each year I send out 500 
attractive desk calendars; each month, 


I send out 500 mailing pieces which my 
company supplies and each year I send 
out a birthday card to every client. This 
i; old-fashioned, I know, but it. still 
works. At least, it keeps my name and 
telephone number readily accessible to 
mv client. Every two years I make 
4 diligent effort to review my old client’s 
estate with him and bring it up to date. 
This certainly should be our must 
lucrative source of business if we have 
built prestige. 
Referred Leads 


“We flounder a lot in getting re- 
ferred leads. Years of experience have 
taught that you do not want to ask 
any and everybody for referred leads. 
You do want to ask a leading citizen, 
a successful business man, a man who 
has respect and influence in his com- 
munity. When I am talking to such a 
man I get one name by saying, “Mr. 
Client, I want you to tell me about one 
person whom you know favorably and 
who needs the service my office has to 
offer.’ Here I get one name and one 
name only. It has to be a good name; 
it has to be one who respects my 
client's judgment. I want only one name 
because, if we obtain several names from 


each client, we certainly could not call 
on all these people. So I try to eliminate 
and get only favorable leads. I endeavor 
to make certain that I call on this favor- 
able lead within a few days after obtain- 
ing his name. If I place him in my file, 
he loses his glamor. 

“Immediately after my interview, I 
report back to my source, express my 
thanks and tell him the result of the 
interview. Isn’t it true that if this inter- 
view was successful, it acts as an in- 
spiration to the source? The source 
right away thinks, ‘Gosh, I directed 
Hayes to a customer; I also helped my 
friend with his financial problems. 
Shouldn’t I direct him to another man?’ 
Then we have a center of influence. The 
chances are his interest in us is spon- 
taneous and will last for years to come. 

“It has been my observation over 
the years that the underwriter who uses 
wedding announcements, newspaper clip- 
pings, job changes, telephone book lists, 
club lists, without qualifying every per- 
son he is to call on through some fav- 
orable source, is doing it the hard way. 
He is not building prestige for the in- 
dustry or for himself, but on the other 
hand, if he gets a name from one of 
these sources and gets a third party to 
qualify such a name and gets a prestige 
introduction, he goes to see this man 
under favorable conditions. I call these 
cold calls “The abused system of pros- 
pecting” because every other agent is 
using it. 

Centers of Influence 


“In endeavoring to build a_ business 
I have tried to place myself in the same 
position as a lawyer building a law 
practice, hardware merchant building a 
business, a general insurance man build- 
ing a business, viz., base my business 
on service and good-will. If I am going 
to build a life insurance business, it is 
up to me to become an active part of 
my community, to become well known 
in my community and to contribute to 
this community of my time and effort. 
I found that 50% of new business came 
from this source.” 


McFarlane’s Approach Methods 


How he handles approach to new pros- 
Frank L. Mc- 
Farlane, Northwestern Mutual, Cleve- 
land, before the Round Table Hour at 
the St, 


pects was discussed by 


Louis convention this week. 

“After I get my 
I divide them into three categories,” he 
said. “There is the referred prospect 
where I have permission to use the ref- 
there is the 
in a company where I have been doing 
business but I do not have permission to 
name, so I use the 


new prospect names, 


erence’s name; individual 


use a reference’s 
names of about five or ten men in that 
company; and then there is the name of 
an individual on whom I can get no 
lead on whatsoever, so I have to make 
acold canvass. 

“Before I go out to call on any one 
of these new prospects I always send out 
an individually typed letter. The reason 
| do that is because down through the 
years it has proven very effective for me 
to get a good letter in there that has in 
it as much prestige-building ability as 
possible. I also try to convey in this let- 
ter that I work in a professional man- 
ner. I find that when I go to see these 
people, quite frequently they will say, 
‘T received a letter from you a few days 
igo’; and every now and then they 
break down and compliment me on the 
letter. 

“When I get into this new prospect’s 


office, I have three standardized ap- 
proaches that I use, depending on which 
of these three letters I send to him. 
My approach leads into one presenti ition, 
which I submit to at least 80% of the 
people I call on. I am a client builder. 
Since I am building my business on this 
basis, I use the program selling method. 
When I call on a single fellow who is 
young, I tell him very frankly that if 
he travels the same path that millions 
of us have traveled, one of these days 
he will have some real responsibilities. 
If he is smart he will give considera- 
tion as to how he can work life insur- 
ance and annuities into his financial pro- 
gram now so that he can buy it on a 
much lower cost basis than will be the 
case when these responsibilities catch up 
with him. 

“To the married man I assume he al- 
ready has some life insurance, and I say 
to him: ‘I would be pleased to review 
the insurance you already have pur- 
chased and prepare for you a report 
which will enable you to determine 
whether the insurance you now own is 
more than you need, just the amount you 
need, or whether you are short. In the 
event you are short, based on your 
actual requirements, not any whims or 
fancies of mine, I will tell you what 
is the best form of insurance for you 
to buy the next time you are in the 
market.’ 


“In going through that process, I get 





out the record book that I carry of 


my own personal life insurance, and 
show him on one side the benefits that 
will accrue to my family if I don’t live 
this thing out and on the other side 
I show him the benefits that I will re- 
ceive if I live to retirement age. 

“In order to demonstrate to him the 
kind of report I bring back, I carry 
around with me a sample. I got the idea 
of this report from ‘Lou’ Behr of Chi- 
cago. My report is considerably smaller 
than Lou’s. He came in with a pros- 
pectus that went all over the top of a 
man’s desk. My entire report is an eight 
and a half by eleven inch page. In one 
column I indicate the benefits that the 
prospect’s present insurance can be made 
to produce; in the column adjacent to it 
I put down the solution he asked for. 
Obviously, if the left-hand column is 
lower than the right, he needs more 
insurance. I say to this prospective new 
client after he sees this, ‘Would a report 
of that kind be of any interest and 
value to you? 


“You will note that, up to this point, 
I have said absolutely nothing about the 
man buying any life insurance. I find that 
the big majority of them will say, ‘Yes, 
I think it would be.” Assuming some 
good life underwriter hasn’t been in a 
few weeks ahead of me and done the 
same thing. If he says to me, ‘That looks 
like it would be something that would 
be of interest to me.’ Then I get out my 
form on which I take down what he feels 
must be provided in his insurance pro- 
gram in order to make it work. I go 
over this form very carefully with him, 
having him outline the amount of in- 
come, the date when he wants to be 
prepared to retire, and so forth.” 


829 in Round Table 
For 1948; 103 Gain 


FIVE WOMEN AGENTS INCLUDED 





Paul H. Dunnavan, Chairman of MDRT, 
Gives Statistics of Largest 
Membership 





Membership of the Million Dollar 
Round Table of the National Association 
of Life Underwriters this year reached 
an all time high mark of 829, an in- 
crease of 103 members over the 1947 
total, Paul H. Dunnavan, CLU, chair- 
man of the 1948 Round Table, announced 
in releasing its membership lists. at the 
NALU’s convention at St. Louis. 

Citing the tremendous growth of the 
Round Table in twenty-two years, Mr. 
Dunnavan, who is general agent, Canada 
Life in Minneapolis, gave the breakdown 
of its 1948 membership of 829 as fol- 
lows: Qualifying Members, 410; Life 
Members, 117; Life and Qualifying Mem- 
bers, 302. 

Five women who produced a minimum 
of one million dollars of life insurance 
during the past year are included in the 
1948 membership. 

A member of the Million Dollar Round 
Table today is literally “one man in 
250,” Chairman Dunnavan said in com- 
menting on the comparative difficulty 
of attaining membership. He pointed out 
that less than one-half of 1% of full 
time men agents and only 9/100ths of 1% 
of women agents in the United States 
qualified for 1948 membership. Figures 
were based in part on estimates of In- 


(Continued on Page 12) 


How Ching Places Extra Policies 


Placing extra policies in connection 
with a sale was discussed by Quan Lun 
Ching, CLU, special agent, Prudential at 
Honolulu, at the Round Table Hour at 
the St. Louis convention this week. 

“There are two general rules which 
have guided me in sending for and plac- 
ing these extra policies.” he said. 

“First, I send for an extra every time 
I discover a need for it. Most of us do 
not order out extras because we are not 
aware that the needs are there. In order 
to keep me aware of the prospect’s needs 
at all times, I once wrote down on a 
piece of paper twelve reasons or occa- 
sions why I should order out extras. I 
have this piece of paper under the glass 
of my desk all the time to remind me 
when I am completing an application to 
order out the extra. Now after a few 
years of practice, I don’t need to refer 
to the paper any more, for this business 
of sending out extras is a habit with me. 

“Second, when delivering the policies, 
assume that your prospect is going to 
take the whole works. Plan your sales 
talk to include the extras. Paint your 
picture of what the full amount of insur- 
ance will do for him, pointing out his 
particular needs. By way of contrast 
paint another picture of what will hap- 
pen if he takes only the smaller amount. 
lf you use this procedure you will find 
that it is harder for the prospect to 
tell you why he shouldn’t take the extras 
than for you to tell him why he should 
take them. 

“Many times a client will agree with 
you that he needs the whole program 
and should accept all the extras but he 
will hedge by telling you this is not the 
right time for the extras and he prefers 
to wait until a better time later on. 

“When a prospect gives me this ex- 
cuse, I fire my double barrel shotgun, 
firing with both barrels at the same time. 
If it doesn’t get results I return the 
extras and go and look for someone 
else. It goes something like this: 

“Mr. Prospect, I have been in this 
business for eighteen years. During this 





period I have interviewed thousands of 
persons just like you. These people, I 
have divided into two classes. 

‘In one class were those people who 
wished to wait. They felt it was not the 
right time to buy. In eighteen years let 
us see what has happened to them. Some 
of them are — here anymore. Their 
widows have wished they hadn’t waited 
until the right time to buy. Some of 
them are now sick. Even if th 1ey wish to 
buy now I can’t give it to them at any 
price. Some of them are 5, 10, 15, 18 
years older and they complain about the 
higher price now. The rest of them are 
still waiting, waiting for the right time 
to buy. 

“‘On the other hand, the people in the 
other class were those who were willing 
to take a chance, realizing that life is a 
gamble. These people are willing to take 
the whole program of insurance with the 
assurance that should future conditions 
change, their program can also be 
changed. During the eighteen years I 
have been in business let us see what has 
happened to some of them. Some of 
them are not here now. But what a dif- 
ference. Their widows continue to live 
as before and are grateful their husbands 
didn’t wait for the right time to buy. 
Some are sick but these are also grate- 
ful; grateful because due to the waiver 
of premium disability in their policies 


they don’t have to pay us any more 
money and they still have their insur- 
ance. Some had to drop their insurance. 


These people are also ha ppy because 
they received a paid-up equity of their 
insurance. It was better to start a pro- 
gram and alter it later on than to not 
have started any program at all. The rest 
of the people are still keeping up their 
insurance and are happy because they 
are building up large cash reserves for 
themselves. 


“‘Now, Mr. Prospect, there is no bet- 
ter time to start this program than the 
present. Won’t you write me a check 
for the premium ?’ 


“I have cited all these cases and exam- 
ples to show you how you can increase 
your production from 25 to 50% by plac- 
ing extra policies on the people you have 
sold.” 
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President Baumann Reports on 


Reviewing the activities of the past 
association year and its accomplishments 
which have been considerable, Retiring 
President Jul B. Baumann made the 
jollowing report to the National Asso- 
ciation at the St. Louis convention this 
week. 

Opportunity for Self-Improvement 


The Life Underwriter Training Coun- 
cil, the formation of which was pro- 
posed by Vice President Clifford HH. 
Orr, started its field operations during 
this association year with five pilot 
classes in the New York area and will 
extend them over the eastern half of 
the United States with probably fifty 
or more classes this fall. It. offers a 
program of intermediate training for 
which we long have felt a need. I am 
sure it will have the full support of 
our membership and that its work will 
benefit us, Our companies and the in- 
suring public. 

Our Committee on Underwriter Edu- 
cation and Training, headed by Chair- 
man Edward L. Reiley, has sought to 
provide other avenues of opportunity 
for our members through its encourage- 
ment of and assistance to the marketing 
institutes of Purdue and SMU, summer 
short courses and CLU study classes. 
We must continue to give all these and 
the CLU movement, which this associa- 
tion started, our full and enthusiastic 
support. es 
Informal education and training such 
as is provided through monthly meet- 
ings of associations and through sales 
congresses, seminars, etc., is one means 
of providing opportunity for self-im- 
provement to which we must give con- 


tinued and increasing attention. Our 
committee on associations, under the 
leadership this last year of Trustee 


Herbert R. Hill, undertakes through its 
excellent state conference program to 
aid local and state leaders to prepare 
and administer this phase of association 
activity. No association should fail to 
have its officers attend one of these 
conferences. Every local officer owes it 
to the members of his association to 
give close and continuous attention to 
the excellent material in the Handbook 
on Local Association Administration. 

It has become increasingly evident 
that our member associations need both 
advice and assistance in the matter of 
preparing their monthly programs. State 
speakers’ bureaus created by a number 
of our state associations have rendered 
valuable aid. When we met in Boston 
a year ago, we concluded that still fur- 
ther attention should be given the mat- 
ter and it is with some pride that I 
remind you that during this year we 
have been at work on plans for estab- 
lishing a speakers’ bureau at national 
headquarters. This work has been under 
the able chairmanship of Isaac S. 
Kibrick. 

No discussion of 
self-improvement would be complete 
without enthusiastic mention of Life 
Association News, edited and managed 
by the able Wilfrid E. Jones, our direc- 
tor of publications. The sales ideas, 
information and inspiration contained in 
its issues are worth far more than any 
member pays in total dues to his local, 
state and National Association. Impor- 
tant to the News and to our other pub- 
lication and publicity work is our com- 
mittee on publications, ably headed this 
past year by Trustee Hugh S. Bell. 
One other activity, while not an op- 
portunity for self-improvement, is defi- 
ntely a recognition of it, is the Na- 
tonal Quality Award. Started in 1945, 
when 1,279 qualified, the number in- 
treased to 3,376 in 1946, to 4,965 last 
year and, under the enthusiastic leader- 
ship of Trustee Richard E. Imig and his 
committee, reached a total of 7,082 this 


opportunities for 





Year’s Notable Accomplishments 


year. This joint undertaking on the part 
of NALU and the Life Insurance Agency 
Management Association is one we must 
continue to promote. I confidently ex- 
pect the number of qualifiers to reach 
10,000 in 1949, 


Increased Prestige and Public 
Acceptance 


Efforts to increase appreciation by 
the public of the importance of the life 
underwriter and his work have received 
careful attention during the year. We 
believe that the already high prestige 
of the life insurance agent further will 
be increased through adherence by com- 
panies and field management to NALU’s 
Guiding Principles in Agency Manage- 
ment and through the adoption of ade- 
quate qualification and license laws in 
all the states. I commend Trustee 
Simon D. Weissman, chairman of our 
committee on field practices, and Trus- 
tee W. Ray Moss, chairman of our 
committee on state law and legislation, 
for their good work in these two areas 
this year. 

All our efforts to maintain and en- 
hance the professional concept of life 
underwriting must be augmented by 
proper education of the public as to 
what life insurance is and does. We 
enthusiastically applaud the Institute of 
Life Insurance for its good work and 
commend Chairman Steacy E. Webster 
and the members of our committee on 
public information for the good job they 
have done on their own and in coopera- 
tion with the Institute during the year. 
The public’s judgment regarding the life 
underwriter and life insurance can be 
no better than its information concern- 


ing them. We have made progress in 
this area; we must continue and even 
expand our efforts. 

Preservation of the Agency System 

It has been evident to all our members 
that an objective with a high priority 
this year has been that of exerting our 
full efforts to preserving the American 
Agency System through opposition to 
non-agent sales, further Government 
entry into our business and careful in- 
quiry into all forms of mass distribution 
of life insurance to the end that we 
may encourage only those which appear 
to be in the long-time best interest of 
the insuring public, I heartily praise our 
members in New Jersey and Rhode 
Island for their successful opposition to 
the establishment of savings bank life 
insurance in those states. We must 
continue to oppose this scheme when- 
ever and wherever it is proposed. 

Colonel John D. Marsh, chairman of 
our committee on veterans affairs, and 
the members of his committee deserve 
our sincere thanks for their continuing 
efforts to win support for the proposal 
to fix a terminal date for the issuance 
of national service life insurance to new 
entrants and to substitute therefor a 
plan of gratuitous insurance. We earn- 
estly hope that this proposal will be 
presented to and favorably acted upon 
by the next Congress. Our members 
should be ready to lend it all possible 
support when it is presented. 

One other action taken by our Boston 
convention and which it seems appro- 
priate to mention in this connection was 
the addition of a committee of agents 
to the other committees named in our 
by-laws. Trustee John P. Costello, an 
outstanding personal producer, has been 
the head of this committee this past 
year and has served well the interests 
of the agents, the agency system and 
this association by continuing to urge 
action upon matters of vital interest to 
fieldmen. 

To Philip B. Hobbs, chairman of our 
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committee on mass selling, and the 
members of his committee go our sin- 
cere thanks for the research and edu- 
cational work they have done on this 
subject during the year. That committee, 
your officers and your committee on 
state law and legislation have made 
your thoughts with respect to the mat- 
ter known to companies, company or- 
ganizations and Insurance Commission- 
ers throughout the land. We believe 
some progress has been made and we 
hope that more will be made through 
the enactment of equitable group legis- 
lation in the several states in 1949. 

Opposition to Discriminatory Federal 

Laws and Regulations 

We continued our efforts this year to 
secure the elimination from Federal 
laws and regulations of certain provi- 
sions discriminatory toward life insur- 
ance and its owners. Our committee on 
Federal law and legislation, headed by 
Secretary Judd C. Benson, convincingly 
presented reasons for the elimination of 
the premium payment test from Section 
8llg of the Internal Revenue Code, 
adoption of a basis of taxation for an- 
nuity income more realistic than the 
present 3% rule, and clarification and 
modification of certain pension trust 
laws and regulations. All our members 
were delighted to see the first two of 
these aims included in a bill (H. R. 6712) 
which passed the House just prior to 
its adjournment in June. All of our 
members are grateful to Chairman Ben- 
son and his associates and the number 
of leaders in our state and local asso- 
ciations who aided the committee in its 
work. It is hoped that H. R. 6712 will 
be reintroduced in the early days of 
the new Congress and will receive favor- 
able action from both House and Senate. 

G. Gilson Terriberry, chairman of our 
subcommittee on pension trust law and 
legislation, and Judd C. Benson, who 
also served as chairman of the subcom- 
mittee on social security, were continu- 
ously active during the year. I earnestly 
urge you to study carefully the report 
of the committee on Federal law and 
legislation. The reports of these two 
subcommittees are parts of it. 

Though we regretted to lose Edward 
J. Schmuck as our general counsel, we 
have been delighted with the work of 
James B. Hallett, who became our attor- 
ney upon Mr. Schmuck’s resignation. 
The Economic Welfare of the Agent 

The addition of a full-time actuary to 
our headquarters staff puts us in posi- 
tion to expand our studies of agents’ 
compensation and other matters relating 
to the economic welfare of the agent. 
We were fortunate in securing the 
services of Gordon D. McKinney, a 
Fellow of the Actuarial Society of 
America and of the American Institute 
of Actuaries. The determination of 
trends and establishment of broad basic 
principles in agents’ compensation, the 
inclusion of commission agents under 
the old age and survivors provisions of 
the Social Security Act and clarification 
of the income tax liability of a commis- 
sion agent at the time company con- 
tributions to his pension plan vest in 
him, continue to be major objectives in 
the interests of our members. We com- 
mend H. Cochran Fisher, chairman of 
our committee on compensation, for his 
close attention to the work of that 
committee this year. In order that 
liaison might be maintained with our 
subcommittee on social security, of 
which Judd C. Benson is the chairman, 
Mr. Fisher was named a member of 
that subcommittee. 

Initially not wholly legislative, once 
the policy with respect to social secur- 
ity and that having to do with the tax 
liability under pension have been deter- 
mined, it is the duty of our committee 
on Federal law and legislation and the 
subcommittee on social security to ex- 
ert every effort to attain the desired 
goals through appropriate legislation or 
regulation. Judd Benson and his asso- 
ciates on the committee and subcom- 
mittee have devoted an untold amount 
of time and attention to the attainment 


(Continued on Page 24) 
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NEW “AMERICAN FAMILY” SERIES 


TO 


CONTINUE ADVERTISING CAMPAIGN! 








A dramatic new series of ad- 
vertisements will be released this 
month by the Institute for the 
life insurance companies and their 
agents. 


It will be a vivid, pictorial treat- 
ment of actual American families. 
It will show how these families 
are meeting today’s problems and 
how life insurance is helping them 
reach their goals. 


Through it, readers will come 
to appreciate more than ever the 
important place in American living 
held by life insurance and by life 
insurance agents! 





Follow this campaign! Because 
these messages will help American 
families and because these 
messages showthat ‘““Whathappens 
to this country depends on what 
happens to its homes’’. . . it is an 
important campaign for all of us. 
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AN AMERICAN FAMILY CLOSE-UP!... 


This interesting, informative advertisement 
is one of the new series to start soon in 
375 important newspapers and in farm 
publications. Based on personal interview 
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management .. . points up the importance 
of the life insurance agent’s role in helping 
families meet problems and make dreams 
come true! 
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Postwar problems 
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The Ladk family of Harivturg, P95 Navy veteran Dick, 28; his wile, Ruth, 27. 
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Life Insurance business 
at peak of public approval! 


The cooperative advertising program of the life in- 
surance companies and their agents has been a proved 
factor in winning impressive gains for the life in- 
surance business and its agents over the past two 
years. Surveys show: 


—The life insurance business stands today at its highest 
peak of public acceptance. 


—It leads 7 other public service industries. 
—With its gain in acceptance, regard for the agent increased 
notably. 

The details of these significant successes are con- 
tained in a booklet especially prepared for life in- 
surance companies and their agents. If you’d like 
to see what has been achieved . . . like to see a 
preview of the 1948-1949 advertising campaign .. . 
read ‘‘Success Story” yourself! To get it, ask your 
home office for a copy. 
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Alexander E. Patterson Dies at 


Alexander E. Patterson, 61, president, 
Mutual Life of New York, and former 
president of National Association of 


Life Underwriters, died in General Hos- 
pital, East Orange, N. J., on Friday 
night of last week. He had gone to 
visit a relative, a patient in the hos- 
pital; became ill following a stroke, and 
was put to bed as a patient. His own 


personal physician, who is on the staff 
of Roosevelt Hospital of which Mr. Pat- 
was a trustee, was called and 
came to East Orange. Mr. Patterson’s 
condition became worse and he died at 
10 o'clock. 

Accompanying Mr. Patterson to the 
hospital was his wife. They had left 
their apartment on East Fifty-seventh 
Street, New York, and were stopping at 
the hospital while en route to their 
house in Bucks County, Pennsylvania. 
Their son, Alexander E., Jr., arrived at 
the hospital before Mr. ‘Patterson died. 


terson 


At the time of the death three vice 
presidents of the Mutual Life—Lewis 
W. Dawson, general counsel; Roger 


Hull, head of agencies, and Leigh Cruess, 
in charge of actuarial and home office 
underwriting—were en route to New 
York after having been at field conven- 
tions, the last one in Chicago. The news 
was a great shock to them as Mr. Pat- 
terson had been in fine spirits and in 
apparent good health while addressing 
the Chicago meeting and also that had 
been the impression conveyed earlier 
this month when Mr. Patterson attended 
the company’s Top Club meetings there. 
He had gone to Mackinac Island with 
Thomas J. Watson, Jr., vice president, 
International Business Machines Corp., 
recently elected a trustee of Mutual. 
The Mutual Life president was principal 
speaker at both conventions. His ad- 
dress, a long one, discussed company’s 
operations and told of the plans for the 
Mutual will build 


new home office the 

on upper Broadway. He did not seem 
exhausted on either occasion after fin- 
ishing his address. From Chicago he 
returned to New York and was in his 
office on Friday. He had taken great 


pride in the new building project, which 
will be a 25-story structure. 

One of the hardest working of the 
life insurance chief executives Mr. Pat- 
terson frequently remained at his desk 
until after 6 o’clock. About a year ago 
he spent some weeks in Roosevelt Hos- 
pital and had been advised to slow up, 
but even when there accepted a post 
entailing a lot more work—chairmanship 
of a Red Cross blood bank campaign 
for Greater New York. He had also 
given considerable attention to insur- 
ance of veterans. He was chairman of 
the joint committee on National Serv- 
ice Life Insurance. As a former Army 
officer he knew the psychology of the 
men who had been in the armed forces 


and was greatly distressed that so 
many of them had lapsed NSLI. Ef- 
forts of the joint scommittee, coupled 
with the work of fnstitute of Life In- 
surance, National Association of Life 
Underwriters and other insurance or- 
ganizations, were credited with bring- 
ing about a marked improvement in 


this lapse rate. At one point it had 
sunk to a point where more than 80% 


President of Mutual Life of New York Served as 


Head of NALU; Was Principal Speaker 


At Recent Company Conventions 


of all veterans being discharged had 
dropped the government insurance 

Early in 1946 Mr. Patterson was 
named chairman of a committee on 
policyholder relations, newly-created by 
the Institute of Life Insurance to ferret 
out policyholder grievances against life 
insurance companies. Questionnaires 
were completed by 258 life companies 
throughout the country and were de- 
signed to lead to improvements in 
company practices that would either 
eliminate public dissatisfaction or offer 
an explanation that could be better un- 
derstood by the public on those matters 
which the companies could not change 
to fit public preference. 


Was Agency Minded 


Mr. Patterson was one of the most 


Davis, who became vice president in 
charge of production of Penn Mutual 
after holding a similar position with the 
Equitable Society; John A. Stevenson, 
president, Penn Mutual, long one of 
his closest associates and _ personal 
friends; and Lewis W. Douglas, chair- 
man of Mutual Life, and now Ambassa- 
dor at Court of St. James. 


How He Entered Insurance 


Born in Washington, D. C., Mr. Pat- 
terson was brought up in Bl oomington, 
Ill., where his father was president of 


an electric street railway company. Alec 
Patterson’s grandfather, a great ad- 
mirer of both Thomas A. Edison and 


George Westinghouse, whose inventions 
had made possible the electrically driven 
street car, has been given credit for 





Tributes to Alexander E. Patterson 


John A. Stevenson, president, Penn 


Mutual Life: 


The death of Alexander E. 
removes from the institution of life in- 


Patterson 


surance one of its most colorful figures. 
No person was ever better equipped by 
background and experience to take over 
the administrative responsibilities of a 


great life insurance company. A superb 


executive, the story of his life is the 
story of a distinguished life insurance 
career. 

From his earliest days he associated 
himself with the leaders of advanced 
thought in our business. At the start 


he served with that unmatched person- 
Edward A. Woods. Later on his 
activities were closely tied in with those 
of his devoted chief, Frank H. Davis. 
As an underwriter his work represented 
all we mean when we talk about the 
highest professional plane. His name 
will always stand out as one of the best 
general agents our business has ever 
produced. 

The Penn Mutual had the benefit of 
his vast knowledge and his boundless 
energy when he was vice president in 
charge of its agency affairs. Many of 
the outstanding field men in Penn Mu- 
tual had their initial training under his 
direction. Appropriately, he could use 
Walt Whitman’s lines: “I do not give 


ality, 


lectures or a little When I give 
I give myself.” 

Whenever there were movements for 
the betterment of life insurance Pat 
could be counted on to put his shoulder 
to the wheel. An indefatigable worker 
he directed his efforts to countless un- 
dertakings, not only in his chosen field 
but in the cause of humanity. Aside 
from the ‘act that, too soon, our busi- 
ness is deprived of a creative thinker 
and a inan of progressive action, all of 
us who knew Pat will feel deeply the 
loss of a stimulating associate, a thrill- 
ing companion, a charming and delight- 
ful friend. The life insurance structure 
has been strengthened by his concrete 
contribution. Obviously, a great leader 


charity. 


will take over his responsibilities, but 
none will take his place. 
Leroy A. Lincoln, president, 
Metropolitan Life: 
Every last person connected with life 


insurance would consider it a privi'es e to 








testify to the great co ntribut‘ons which 
\lec Patterson made to the institution 
of life insurance through his activit‘es 
the field and home office management. | 
can add nothing to what will be said on 
this score, 

On the personal side, I think no one 


in the business has been more near and 

dear to me since he came to New York 

with the Mutual. We had recently be 
(Continued on Page 15) 





agency minded of the top insurance 
company administrators. Experiences in 
his early days in insurance production 


in Pittsburgh were never forgotten by 
him. He kept in close touch with the 
field; had an unerring faculty of de- 
tecting sales talent; Sisal helped a 
constant stream of young men. A keen 
sense of humor, a realist, a great judge 
of people, he was of constant assistance 
in moulding of careers. 
Four men had exerted a 
fluence in shaping his own career. 
were the late Edward A. Woods, 
eral agent of Equitable Society, Pitts- 
burgh, where Mr. Patterson made his 
insurance the late Frank H. 


great in- 
They 
gen- 


Start; 


the popular use of electri- 


leve'oping u 
transportation in 


‘ally motivated the 
change-over from horsecar travel. Later, 
Alec’s father moved to Grand Rapids 
and Kalamazoo where he developed the 
interurban line connecting those cities. 
One of young Patterson's first jobs was 
as a timekeeper in Lansing for the in- 


terurban line, being ten dollars 
a month. 

Alec Patterson went to Pittsburgh in 
1908 after his father died. He had 
intended going with the Westinghouse 
Electric Co., but entered life insurance 
after his brother had bought a policy 
from an agent and suggested Alec en- 


ter this field. The agent introduced Pat- 


wages 





A. E. PATTERSON 
terson to Woods and he became an 
agent in the Woods organization, also 


prospects for other 
iter, he became assistant to 
William M. Duff, then Woods superin 
tendent of agents and now a genera 
agent. He attended University of Pitts- 
burgh and became member of Sigma 
Alpha Epsilon fraternity. 


In First World War 


] fall of 1915-16 when war in 
Enrope had been raging for months and 
it intad to be a world conflagration 
he helped organize rh Mili- 
tary Training Association which re- 
sulted in his being one of 119 men sent 


helping to develop 
agents. L: 


] 
1 








the Pittsbu 















from Pittsburgh to the first officers 
training camp at Plattsburg, N. Y 
There, General Leonard Wood was or- 
anizing the first officers’ reserve corps. 
Mr. Patterson’s commission, the sixty- 
seventh issued, was signed by President 
Wilson and G al Wood. Starting as 
1 se 1ant Patterson attended 
the fi -amp at Fort Niagara, 
near ' later S luated 
from the Field Artillery School of Fire 
at Fort Sill, Okla. He moved overseas 
as a major. 

After discha m the Army Pat- 
terson rejoin Woods agency as 
assistant to A. Woods, an out- 
standing agency genius and leading 

ent of Equitable an apt 
student of Woods’ leas 

Equitable General Agent; Then Vice 

President, Penn 
The late Frank H. Davis, who be- 


} 


came vice president in charge of Equi- 
table agencies, had been much impressed 
by Patterson’s personality and the Equi- 





table decided to transfer Patterson to 
New York for the purpose of starting 
an agency at scratch. When pe left 
Pittsburgh he carried with a gold 
watch from Woods on wh was an 
inscription characterizing his qualities 
as “able, industrious, zealous and sin- 
gularly efficient.” Patterson remained 
(Continued on Page 15) 
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Walter E. Barton Dies 
Suddenly at St. Louis 


WHILE ATTENDING CONVENTION 





President of C. B. Knight Agency, Inc., 
New York, Had Presented Final 
Report as Treasurer 

St. Louis, Sept. 13—Walter E. Barton 
of New York, treasurer of the N National 
Association of Life Underwriters, sud- 
denly collapsed and died of a_heart 
attack in his room at Hotel Jefferson 
today shortly after he had presented 
his final report to the association’s 
board of trustees. He had previously 
announced he would not seek reelection. 
He was 62 years old. 


Walter E. Barton was president of 


the C. B. Knight Agency, Inc. New 
York, general agents in Greater New 


York for Union Central: Life of which 
he was made a director in 1935 follow- 
ing the death of Charles B. Knight in 
1934 who was also a director. Mr. Bar- 
ton was a former president of Life 
Underwriters Association of New York 
City and was active in National Asso- 
ciation affairs for many years. He was 
elected treasurer of the national organi- 
zation in 1940. 


Born at New Paris, Ohio, Mr. Barton 
went into railroading after finishing 
school, first joining Rock Island and 
later the Pennsylvania Railroad at 
Pittsburgh. While at Pittsburgh he met 
Charles B. Knight, then manager for 
The Prudential there, finally joining 
the agency. When Mr. Knight trans- 
ferred to Philadelphia for Prudential, 
Mr. Barton went with him and also 
followed to New York when Mr. Knight 
took the general agency for Union 
Central Life for a large territory in the 





Membership 50,690 June 30; 
New York Leads With 2,474 


National Association reached a new 
high in membership this year with 50,- 
690 as of June 30 when the membership 
committee, of which Charles E. Cleeton 
is chairman, made up its report pre- 
sented at the convention at St. Louis 
this week. New York City led all local 
associations with a membership of 2,474, 
Chicago being in second place with 2,115. 
Pittsburgh was third with 1,189 and Los 
Angeles -fourth at 1,101 beating out Bos- 
ton at 875 and Femme 08 with 871. 

The Charles Jerome Edwards Trophy, 
presented e¢ ich year to the local associa- 
tion showing the largest increase in 
membership on the basis of one-half of 
the percentage of increase and one-half 
of the numerical increase, is awarded 
this year to the Palm Beach County 
Life Underwriters Association. The five 
leading associations on the basis on 
which the trophy is awarded are: 


Palm Beach County, Fla..... 100.5 
Knoxville, Tenn. ......00+.: 97.5 
ES oe | er ee 75.4 
dallahassee,. Fla. <i 5.5.56. 74.6 
san Francisco, Calif. ........ 73.6 


The Philadelphia Award, presented 
each year to the state association show- 
ing the largest increase in membership 
on the basis of one-half of the per- 
centage of incredse and one-half of the 
numerical increase, is awarded this year 
to the Tennessee Association. 





Committee of Agents Urges 
Company Groups Be Formed 


.The committee of agents of the Na- 
tional Association of which John P. 
gg is chairman, in its report to 
the National Council urged that the as- 
sociation endorse the creation of or- 
ganizations of agents within each com- 


pany where they do not already exist, 
such groups to be entirely free from any 
participation by the 
tion. 


National Associa- 


BARTON 


WALTER E. 


Greater New York area with headquar- 
ters at 225 Broadway. He did field and 
supervisory work and served as assis- 
tant manager for many years. Mean- 
while he had married Mr. Knight’s 
daughter, Marion Knight, and when the 
agency was incorporated in 1931 he was 
elected vice president of the agency 
company. He was elected president after 
Mr. Knight’s death in 1934, 
Funeral services were held 
morning at Community Church, Doug- 
laston, L. I, where Mr. Knight lived 
at 127 Beverly Road. The office of the 
agency was closed on that day. Surviv- 
ing are his widow, Mrs. Marion Knight 
Barton; two sons, Charles M. and Ben- 
nett Barton; a brother, Herbert Barton, 


Thursday 


and one gr randson. 








Edwin W. Craig Sees All Contacts as 
Tied to Public Approval of Business 


Every day there are several million 
sales or service contacts with the pub- 
lic that are opportunities to build good- 
will and public approval for life insur- 
ance, Edwin W. Craig, president of Na- 
tional Life & Accident, Nashville, told 
the National Association convention at 
St. Louis this week. Citing some of 
the things that companies are doing to 
improve public relations, he told of a 
simplification of forms and procedures, 
waiving requirement of notarizing cer- 
tain forms, training in simplified cor- 
respondence, and education of both 
home office and field personnel. 

“The same principles apply to the in- 





Want Committee to Confer 
With Cos. on Compensation 


St. Louis, Sept. 14—The compensation 
committee of the National Association, 
after defeating a strongly worded reso- 
lution from Detroit setting forth in 
exact terms important demands upon 
the companies in the way of compen- 
sation minimums, etc., put through a 
substitute that called upon the presi- 
dent and board of trustees of the asso- 
ciation to name a committee of seven, 
including the chairmen of the compen- 
sation and agency committees and at 
least four agents, that would invite the 
American Life Convention, Life Insur- 
ance Agency Management Association 
and Life Insurance Association of 
America to appoint committees to con- 
fer with the NAL U group on the ques- 
tion of agents’ compensation and _ all 
other related matters. 








furnish data for quotation. 


563 Broad St. 





SERVICE AT YOUR DOOR 


HOW WE HELP YOU SECURE INSURANCE UNDER 
THE NEW JERSEY DISABILITY ACT 


1. We provide easy-to-use survey sheets which enable your clients to 
2. We furnish concise and definite proposals of cost which make it 
easy to walk out with the order. 


3. We help you in designing plans which will meet (or exceed, 
desired) requirements of the law. 


4. We pay all claims within 24 hours after receipt of proof. 


5. We pay maximum commissions to brokers. 


WRITE OR TELEPHONE. OUR REPRESENTATIVE 
WILL CALL FOR A PERSONAL DISCUSSION. 


C. J. SIMONS & COMPANY 


- General Agents 
Continental Assurance Company 


Chicago 
MArket 2-2890 


LIFE INSURANCE — GROUP — DISABILITY 


Newark 2, N. J. 














dividual agent that apply to the com- 
pany,” said: Mr. Craig. “First, if you 
would contribute your efforts to a con- 
scious program for better public rela- 
tions, you will want to accept the basic 
philosophy that everything you do must 
be done in public interest. From there 
on it is largely a matter of good citi- 
zenship; constructive community _ liy- 
ing; helpful, friendly association with 
those about you. If you just guide your 
thoughts and your words and your 
actions on all occasions in line with 
these simple truths, then you will as- 
suredly be doing more and more of the 
things the public wants and likes, and 
fewer of the things the public does not 
like. You will be walking exponents of 
better public relations.” 


Some Things Agent Can Do 
To illustrate some of the opportuni- 
ties the agent has to improve public 
relations Mr. Craig suggested that he 
make certain that every policyholder to 
home he has given an estimate of fu- 
ture dividends has either destroyed the 
estimate or brought it up to date be- 
cause it could be a source of long-time 

misunderstanding and even ill-will. 


He also suggested a review session 
with policyholders to make certain they 
know what kind of policy they have es- 
pecially policies other than whole life. 
One of the frequent sources of com- 
plaint is that they though they had a 

(Continued on Page 28) 


Urges Agents Recognition 
As Employes Under OASI 


The committee on 
the National Association of which H. 
Cochran Fisher is chairman, in its re- 
port to the National Council at St. Louis 
this week had this to say about bring- 
ing agents under Social Security: 

“The resolution adopted at Louisville, 
in our opinion, sets forth the most feas- 
ible method of bringing agents under 
OASI, namely, 
panies recognize them as employes. This 
committee hopes 
complished 


compensation of 


that of having the com- 


that this may be ac- 
without the 
waiting for levislation. 


necessity of 
It pledges to the 
committee on Sociel Security all pos- 
sible assistance in its efforts to secure 
OASI coverage for commission agents. 
“Recognition of agents as employes 
would make possible the attainment of 
another of our objectives. According to 
our records, more than eighty com- 
panies now have pension plans for their 
agents. If these agents are employes, 
such plans can be qualified under Sec- 
tion 165 of the Internal Revenue Code 
and such agents will not be liable, in the 
year of retirement, for Federal Income 
Tax on company contributions to their 
pensions. Since the provisions of Sec- 
tion 165 apply only to plans set up for 
employes, they definitely do not apply 
to plans set up for “independent con- 
tractors.” The pension plans of some 
companies would not result in the above 
mentioned tax liability of the agent be- 
cause there is never any vesting of 
company contributions. Therefore, it 
appears that commission agents who 
desire ‘independent contractors’ status 
must accept a pension plan with such 
restrictions as to their activities that 
the Treasury will agree that there is 
no actual vesting, or they must be pre- 
pared to pay the tax on company con- 
tributions when such contributions vest 
in them. This committee pledges to the 
committee on Social Security its full 
assistance in solving this problem.” 





\ 

















September 17, 1948 


THE EASTERN UNDERWRITER—LIFE UNDERWRITERS CONVENTION 





Page 11 








A, Jack Nussbaum’s Sales Ideas 


In an address on “Ideas Create Sales” 

at the sales seminar ot the National 
Association of Life Underwriters in St. 
Louis this week, A. Jack Nussbaum, 
Massachusetts Mutual, Milwaukee, said 
that the public has confidence in the 
institution of life insurance. They know 
and appreciate its economic value,” he 
continued. “They are waiting for you to 
talk to them about it. There is no 
substitute for life insurance. It is your 
duty to yourself, your family and your 
company to do the outstanding job you 
are capable to doing. Then, and only 
then, may you be proud of your achieve- 
ments. Then, end only then, may you 
consider yourself a successful life un- 
derwriter.” ; 

Mr. Nussbaum recommended the fol- 
lowing as being necessary for a success- 
ful career in life underwriting : 

“Sell vourself and re-sell yourself that 
you are in the finest business that exists. 
If you do this, you will have the required 
enthusiasm to go out and do a real job. 

“Know your business. By that I don’t 
mean the Ordinary life policy, or the 
-payment life policy, or your company 
practices, Or your company rates. That 
isn’t what sells life insurance, I mean, 


know your business. Your business is 
understanding life and life’s situations. 
Your business is uncovering the life 
problems that exist all around you which 
can fully be solved through the medium 
of life insurance. Your business is un- 
derstanding your clients. Earn their con- 
fidence through a sympathetic under- 
standing of their aims, hopes and desires, 
and help them attain their goal through 
life insurance. 

“Keep abreast of the times—study and 
more study will enable you to have more 
confidence in your own ability. 

“There is no substitution for effort. 
I am not interested in how many calls 
or how many interviews you make, In 
my opinion, the thing that does count 
is how many intelligent calls, how many 
intelligent interviews do you make? 
Those are the ones that pay off. 

“Consistent and sincere enthusiasm. 
It is not the fellow who gets all ex- 
cited about an idea to do a big job for a 
month or two, but rather the fellow who 
is constantly doing a real job all the 
time, who can retain that enthusiasm, 
and, if his enthusiasm is sincere, he is 
bound to create the right impression. 

“If you know your business, under- 


L. L. Mackey Recommends 


Business Insurance Sales 


“Many life underwriters are today 
still selling life insurance as protection 
for only one death, ie. the ‘Family 
Death,” Lantz L. Mackey, CLU, Home 
Life of New York, Detroit, said at the 
sales seminar of the National Associ- 
ation of Life Underwriters this week in 
St. Louis. “They fail to recognize,” he 
continued, “that when a man dies, more 
than one death occurs—a family death 
usually, a social death always, and in 





stand life and life situations, have con- 
fidence in your own ability, and have sin- 
cere enthusiasm, salesmanship will take 
care of itself.” 

As to what is the most important 
phase of the sale, Mr. Nussbaum said 
that in his experience he found that con- 
fidence in the underwriter, confidence 
that is earned and deserving will do 
more than anything else to create a 
willingness-to-cooperate attitude between 
the client and the underwriter. From 
then on, he remarked, it is merely the 
question of clearly and simply presenting 
your ideas in such a manner that your 
prospect has no alternative but to accept 
those ideas. 


many instances, a business death. It is 
the latter death with which we are now 
concerned. I wish to emphasize the con- 
sequences of the ‘Business Death,’ with- 
out in any manner minimizing family 
protection. As life insurance advisors, 
as buyers of life insurance for your 
clients, as sales people, it is your moral 
obligation—it is your duty to inform 
your prospect of all of his insurance 
needs. Your prospect, your client, has 
a right to expect and to demand such 
service from you. Should you, because 
of a lack of knowledge, betray this 
trust, you will lose a client and a friend, 
and justly so. 

“I like to think of my business as a 
service profession, and I am confident 
that you should like Mr. and Mrs. 
America to look upon you as profes- 
sional men. Whether they will, depends 
entirely upon us. It is time that we 
look upon each other as professional 
men and women, and act toward each 
other accordingly. If you agree, lack of 
knowledge and understanding of business 
life insurance can be no excuse for you, 
if a client dies, a family and business 
death, and you were guilty of furnish- 
ing only family protection. Many of your 
fellow underwriters do understand busi- 
ness life insurance, and will assist you 
on your cases and will coritinue to do 
so until you can stand alone.” 
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General Agent 


NATIONAL LIFE of VERMONT 
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744 BROAD STREET, NEWARK 2, N. J. 
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CHARLES W. CAMPBELL, C.L.U. 


Manager, Newark Agency 


PRUDENTIAL INSURANCE CO. OF AMERICA 
Home Office: Newark, N. J. 


Prudential’s No. 1 Ordinary Agency in pro- 
duction for 1946, 1947 and again in 1948. 
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B. C. THURMAN. C.L.U. 


General Agent 


MUTUAL BENEFIT 
LIFE INSURANCE COMPANY 


Newark, N. J. 
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JOSEPH W. FOX 


General Agent 


Berkshire Life Insurance Company 
of Pittsfield, Mass. 
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The Life Insurance Offices here represented, all leading agencies in New Jersey, extend 
greetings and congratulations to the National Association of Life Underwriters for its 
outstanding accomplishments this year—and for the fine leadership which has charac- 
terized the NALU throughout its long career. 


Jersey City 6, N. J. 


New York 
Rector 2-4540 
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Gale F. Johnston Sees Bright Future; 
Sets High Challenges for Producers 


In spite of a troubled international 
situation and domestic problems the fu- 
ture of this country offers unlimited 
opportunities which are a challenge to 
the men and women in life insurance, 
in the opinion of Gale F. Johnston, 
president of Mercantile-Commerce Bank 
& Trust, St. Louis, former second vice 
president of Metropolitan Life, who 
was speaker at a general session of the 
National Association 
Louis this week. Mr. Johnston set high 
goals for the life insurance producer of 
number of 


convention in St. 


with a 
Americans on the 


today and closed 
challenges: To sell 
idea of insurance coverage amounting 
to four years of personal income rather 
than the traditional one year; to meet 
the tests of a modern professional life 


underwriter; to counsel soundly his 


policyowners on financial programs and 
keep them adjusted to changing condi- 
tions, and above all to emphasize thrift 
and building larger reserves for the fu- 
ture; to build good public relations for 
himself, his company and his industry; 
to guide the thinking of his policyown- 
ers and fellow citizens on important 
problems of the day; to be a leading 
citizen of his community. ; 
Reviewing some of the problems of 
today Mr. Johnston said: “Tax collect- 
ing has become our biggest business. 
For the year ending June 31, 1947, a to- 
tal of $50 billion in taxes was collected 
by more than 155,000 tax levying au- 
thorities in this country, including Fed- 
eral, state, county, school district and 
other types of units. This tax total 
is nearly 25% of the total income ot 
our national economy for that year.” 


Life Insurance Contribution to National 
Development 


“Life insurance continues to play an 
increasingly important part in our na- 
tional economy,” said Mr. Johnston. 
“One of its most significant contribu- 
tions is in teaching our citizens to be 
thrifty and save—to look ahead and pro- 
vide for the future. More than 75 
million people in this country, or more 


than 52% of the population hold life 
policies. Since many of these policies 
have more than one beneficiary, the 


benefits of this saving are extended to 
much more than one-half of the popu- 
lation. 

“Life insurance policyowners are the 
best savers. Survey after survey shows 
that life policyowners hang on to their 
life insurance until all other resources 
are exhausted. The life insurance in- 
dustry is performing a patriotic service 
to our country when it produces savers 
like these. This job of producing savers 
is not complete. It never will be. It 
is a continuing responsibility. Year 
after year, the more than 200,000 life 
underwriters in this country have the 
responsibility of teaching and encourag- 
ing this habit of thrift. 

“Another contribution of life insur- 
ance is that the buying of life insurance 
is one of the best anti-inflation meas- 
ures that has been suggested thus far. 
It takes the money out of the consumer 
market and channels it to the capital 
goods market so that productive ca- 
pacity may be increased. 

“Life insurance in force at the pres- 
ent time is approximately 200 billion 
dollars. This is a substantial reserve 
for our citizens to have. It may, in fact, 
represent the difference between a 
minor recession and a major depression. 
The 200 billion dollars of insurance in 
force averages $2,666 per policyowner. 


This protection is only a few dollars 
($136) more than the average (median) 


annual income of $2,530 of families and 
individuals in this country in 1947. 
Hence, this in-force gives protection to 
beneficiaries of these insureds of only 
slightly more than a year’s average in- 
come, 


Insurance Better Buy Today 


“Disposable income of this nation, 
which is personal income less direct 
taxes, was running at an annual rate of 
187.3 billion dollars in the second quar- 
ter of this year. The 200 billion dollars 
of in-force represents, therefore, slightly 
more (one year and four weeks) than 
one year’s coverage of this total dis- 
posable income. I believe that the aver- 
age policy owner should have life in- 
surance holdings of at least four times 
his average annual income. Is it not 
reasonable that he should leave at least 
four years of protection to his bene- 
ficiaries? If this were set as a goal 
for the industry, on the basis of the 
average annual personal income of 
$2,530, it would mean a total of in-force 
for the nation’s seventy-five million 
policyowners of 759 billion dollars. 

“Life insurance is a better buy today 
than it was in 1940. Let us take a 
straight life policy issued at age 35 and 
paid up at age 85. Between 1940 and 
1947 the premium per $1,000 increased 
only 9% while the average yearly cost 
for the twenty-year period from date 
of issue decreased 41%4%. 

“Now, for comparison, let us take the 
average factory wage earner. The Bu- 
reau of Labor Statistics of the United 
States Department of Labor tells us 
that his average weekly earnings went 
up from $25.20 in 1940 to $49.23 in 1947. 
That is a jump of 95%. In 1940 it took 
the average factory wage earner more 
than a week (1.006 weeks) to pay for 
this $1,000 policy. But, in 1947, only 
slightly more than one-half a week (0.56 
weeks). 

“This is a saving to him of 44% of 
his time. It means that in 1947 he has 
44% more of the time he spent for in- 
surance in 1940 for spending on other 
things in 1947. Or, with the same time 
spent in 1947 he could purchase nearly 
twice as much insurance as in 1940, ex- 
cept, of course, for the seven years’ dif- 
ference in his age. He gets a better 
policy than in 1940 for the policy today 
which includes an automatic waiver and 
carries a higher table of cash values.” 


Noncancellable and 
guaranteed renewable 
sickness and 
accident 

protection 





All forms of 
participating 
life insurance 


LOYAL Protective LiFe INSURANCE COMPANY 


BOSTON 15, MASSACHUSETTS 
JOHN M. POWELL, President 


Debit Responsibilities 
Outlined by Edward Brown 


Edward Brown, agent for Metropoli- 
tan Life at west suburban Illinois dis- 
trict, Berwyn, in a talk on “How Big Is 
a Debit?”, at the national sales seminar 
at the convention of the National Asso- 
ciation of Life Underwriters this week 
at St. Louis, said that there are cer- 
tain responsibilities that attach to the 
operation of an Industrial debit, but 
there are also certain opportunities 
which result that are nowhere else avail- 
able. “We live close to our people,” he 
said, “We have if we make use of the 
facilities that are ours, the opportunity 
to learn at first hand the family’s prob- 
lems, their progress, and their ambi- 
tions. Our work is not easy because we 
have the obligation to render prompt 
and efficient collection service and all 
the bookkeeping attendant upon the 
handling of substantial amounts of 
money daily. Our work is pleasant and 
profitable because we make friends in 
the course of our regular visits to the 
hurdreds of families that make up our 
debit. They are not only customers but 
potential future clients who are already 
sold on life insurance—and on our com- 
peny. 

“As life underwriters, with or without 
a debit,’ Mr. Brown remarked, “we are 
fortunate to be associated in a profes- 
sion where the service we can render 
to the American public is only limited 
by our genuine sincerity, and our knowl- 
edge of the business.” 
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RETIREMENT INCOME ENDOWMENT AT 65 
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$10,000 (or cash value if greater) insurance 
$100.00 Guaranteed Monthly Income at 65 (10 Yrs. Certain) 
$27.68 Additional Income from Accumulated Dividends* 


End of Year Guaranteed Cash Value *Acc. Dividends 
5 $ 1,631.50 $ 234.00 
10 , 3,746.30 654.00 
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30 15,870.00 4,394.00 
A BRIEF SUMMARY: 
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829 in Round Table 


(Continued from Page 5) 


stitute of Life Insurance that there were 
178,500 full time U. S. agents selling life 
insurance on January 1, 1948 The 
statistics are as follows: 


Number Produce 

Agents a Million 
PO xk cor uae 173,200 683 
WVOMION A. cca'ocb-oeed ss 5,300 5 


Of the 829 members this year, 796 
are from the United States and thirty- 
three from two U. S. territories and 
five foreign countries. Geographical dis- 
tribution is as follows: 


United States (Mainland) ...... 796 
Toi ESS Seo TOD lan eae Tc Cay 1 
PADMA Vcactntak cceeante ets 7 
Philippine Islands. . ..2400%.%4 1 
AN AGRe rarecite doa ae hea an 20 
SOU AERICS. 8 i iedieic deec ed 1 
Cevlon, Tia ass. scence ee nce 1 
MODEZUEI Siac 6 can conpeonn cakes 2 


Paul F. Clark, now president of John 
Hancock Mutual Life, was the first chair- 
man of the Million Dollar Round Table 
in 1922. Many of its past chairmen and 
Round Table members attended the 
NALU convention this week, a regular 
feature of which is the annual Million 
Dollar Round Table Hour at the Friday 
session. At the conclusion of the NALU 
convention, more than 400 members of 
the Million Dollar Round Table are ex- 
pected to attend the group’s own an- 
nual convention at French Lick Springs 
Hotel, French Lick, Indiana, September 
18-22. 


The purposes for which the MDRT was 
orginally founded are as follows: (1) 
To support the principles of legal re- 
serve life insurance and to acquaint the 
public with its advantages: (2) to dis- 
tribute accurate and complete informa- 
tion among the public, legal reserve life 
insurance companies and life underwrit- 
ers; and (3) to maintain and improve 
the professional standards and prestige 
of life underwriters and to promote the 
Code of Ethics of the National Asso- 
ciation of Life Underwriters, which Code 
1s part of the Million Dollar Round 
Table Constitution and By-Laws. 


In recent years, the original purposes 
of the organization have been expanded 
so that its annual conventions are ac- 
tually five-day seminars at which ad- 
vanced studies in life underwriting, tax- 
ation, estate planning, employe benefit 
plans, etc., are discussed not only by 
members of the group, but also by ex- 
perts from the fields of law, finance, 
economics, sociology and public rela- 
tions, 


The principal subject for discussion at 
the French Lick convention will be the 
effect of the 1948 Revenue Act on life 
insurance and estate taxation. This sub- 
ject will be discussed by two nationally 
prominent tax attorneys. 
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Women’s Quarter Million Round Table 
Study of Successful Women Producers 


A committee of the Women’s Quarter 
Million Dollar Round Table, headed by 
Helen Ann Pendergast as chairman, 
made a study during the past year to 
secure an accurate picture of the suc- 
cessful woman producer and her busi- 
ness, using those qualifying for mem- 
bership in the 1947-48 Quarter Million 
Dollar Round Table 
219, the committee used 100 of those 
answering a questionnaire. The commit- 
tee made a long report on the findings 
at the National Association convention 
in St, Louis this week of which the 
following are the conclusions: 

Conclusions 

Fixed conclusions, based on the find- 
ings of a study of this type, are difficult 
and risky. However, it may be safe to 
assume that the study reveals sufficient 
evidence of certain characteristics of this 
group of successful underwriters to draw 


some general conclusions. They may 
prove to have some value in general ap- 
plication 


Mature women between the ages of 35 
to 55 dominate in the ranks of successful 
women underwriters, regardless of the 
number of years in the business. A 
few younger women show ability, and 
many carry on successfully after age 55. 

Few women enter the life insurance 
business before 30 and after 50. Almost 
an equal number are attracted to the 
business between the ages of 30-35, 35- 
40, and 40-45, with a sharp decrease after 
45, 

Over half of today’s successful women 
underwriters have been in the business 
less than 10 years, yet produce sub- 
stantial amounts of business and enjoy 
sizable incomes if this group should 
prove to be a fair measure. 

Women tend to stay in the business 
10, 20 and even 30 or more years though 
no evidence is available in this study 
on those who leave the ranks. 

A very high percentage of women re- 
main with the same company with which 
they are first associated. 

Successful women in the business are 
almost equally divided into single, mar- 
ried, and widowed, with divorced women 
making a sizable group. Marital status 
seems to make no difference in success. 
_A variety of occupational backgrounds 
is found among these women. Occupa- 
tions which required influencing and 
guiding people, such as teaching, have 
given the largest number to the group. 
Knowledge of family and financial prob- 
lems and general business training have 
helped no doubt many women to success, 

Size of city carries not too much 
weight since there are successful women 
in small and metroplitan areas alike, 
but the larger cities have produced a 
larger number of successful under- 
writers, based on production and income, 
than the smaller. However about as 
many are in cities under 250,000 as 
above, and in proportion to population 
the record of this group is outstanding. 
Most Have Dependents 

More women with dependents have en- 

tered the business than those without. 
Considering the trend in age zt entrance 
this is not surprising, since after 30 
dependents have been acquired, and the 
single girl and others without depend- 
ents are naturally in the minority in 
any group. 
_ More women are enjoying the freedom 
Irom responsibilities of others now than 
indicated upon entrance into the busi- 
ness. 

Most women maintain a home for self, 
or home for self and others, carrying 
responsibilities in some measure like any 
other home-maker, together with a busi- 
ness career. 

Few avail themselves of the services 
of secretarial help adequate for the of- 
fice work, paper-work, and service at- 
tached to the business, the majority 
having no help or only part-time secre- 
tary, 

Most women underwriters give full 


time to production and do not choose 
or have not had the opportunity to 
move to administrative and supervisory 
responsibilities in life insurance. 

A high percentage are keeping abreast 
of the times, gaining knowledge of their 
profession, and _ following in-service 
training plans in the study of company 
courses, CLU, etc. 

Women are generally active in the 
civic affairs of their communities. They 
participate in professional and religious 
activities, and are only moderately en- 
gaged in social activities. With home 
and business demands this is under- 
standable. 

They are not very active as speakers 
on life insurance and related topics, and 
are not very prolific in writing and pub- 
lishing, though there are a number of 
notable exceptions in both. 

Women do not work 52 weeks per year 
as a group, though there are a few ex- 
ceptions. On the average they lose 12 
weeks from production for vacations, 
conventions, ill health, and period of 
inactivity for one reason or another, 

large majority of women _ under- 
writers are wholly dependent upon life 
underwriting for their incomes; only 
about one-fourth not dependent upon 
this source. 
What They Earn 

Women earn sizable incomes in life 
insurance compared to most other fields 
of endeavor, with almost three-fourths 
of this group in the $5,000-$15,000 income 
group. Compared to general average in- 
comes of women, and many men, they 
are in the “upper brackets.” 

Women are involved in home duties, 
social and civic activities, family cares 
and activities related to living a normal 
full life, to the extent that these actu- 


ally encroach upon their time for pro- 
duction of business. Office detail and 
service take time that is valuable and 
this is aggravated by lack of adequate 
help. 

Women who are successful in this 
business know the answers to success 
whether they apply the rules to them- 
selves or not. In a chorus, they voice 
these guides: Hard and _ Consistent 
Work, Knowledge, Enthusiasm, and 
Love of the Business, Service, Prospect- 
ing, Liking People, Determination, Self- 
Improvement, and Sincerity and Hon- 
esty. No text-book or training course 
could more correctly analyze the fac- 
tors in success than these women who 
have earned it in the business. 

Characteristics of Women’s Business 

There is a wide range in amount of 
production in this group of women un- 
derwriters, as is found in any other 
group. A large percentage show top 
rank as company and national averages 
go, with an average of over $350,000 per 
underwriter in this group. Almost half 
produced more than required for qualifi- 
cation in the QMDRT. 

In terms of volume, the women tend 
to write almost three times as much 
business on men as on women, with 
4/5 of them writing more than half of 
their business on men, and only 1/5 writ- 
ing more than half of their business on 
women. Few fell into a classification of 
“specialists” on men, or on women. 

In terms of lives, with an average of 
75 lives, it would appear that women 
write a substantial number each year. 
There is wide range from 295 to 22. The 
largest producers were about equally di- 
vided between “just about average,” “ex- 
tremely far above average,” and “well 
below average” in number of lives. The 
lowest producers tended to write fewer 
than average number of lives. 

The type of business written and aver- 
age size policy affected production vol- 
ume more than number of lives. 

About half the women write high 
average size cases with average for 
all cases ranging from $5,480 to $13,173; 
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the other half, ranging from $5,480 down 
to $1,715. 

Women average much smaller policies 
on women than on men—about half the 
amount—but it can be concluded that 
pretty generally those who write low 
average policies on men, do so on 
women; and vice versa, though there are 
some exceptions in each group. 

Women who were distinguished by 
high average size policies for men and 
women tend to write fewer lives. Slightly 
more men than women, have higher total 
production in spite of few lives, and 
specialize in family income, business in- 
surance, and retirement income. 

Women who were distinguished by low 
average policies show just the reverse 
of the above. 

Women specialize or write more cases 
on men in the 26-35 age group, and in 
the 16-25 age group on women. Their 
second largest field on men is from age 
36-45, followed by 16-25, whereas with 
women, second was 26-35 followed by 
36-45. The bulk of all business in terms 
of number of cases, is on males from 
16-45 and females in the same age 
groups. Women write substantial amounts 
of Juvenile insurance. 

Women write the largest number of 
cases on men in the occupational groups 
called “Business and Managerial,” then 
“Professional” then “Skilled.” With 
women it is “Professional” “Clerical and 
Sales” and “Housewives,” with “Busi- 
ness and Managerial” following closely 
after. It is quite obvious that the selec- 
tion of clients is from rather high qual- 
ity occupational or professional groups. 

Regardless of volume of production it 
is concluded that women underwriters 
tend to draw clients from about the same 
occupational groups. 

Women write more cases on men in 
the $2,500-$5,000 income group than on 
any other, with “less than $2,500” fol- 
lowing next, and $5,000-$7,500, third. 
They are not reaching the higher income 
groups according to the evidence in any 
appreciable way. 

The woman market gives the under- 
writer the largest number of cases in 
the “less than $2,500” income group, 
with $2,500-$5,000 following and the in- 
creasing income groups in that order. 
Volume would give a slightly different 
picture to this question however. But it 
is safe to conclude that few underwriters 
are reaching women with incomes over 
$7,500. Of the total number of cases 80% 
written by women underwriters come 
from income groups of $7,500 or less. 

Women write (1) Family Income, (2) 
Retirement, and (3) Clearance Funds 
on men, and (1) Retirement, (2) Clear- 
ance Funds and (3) Education for 
women clients. Family Income is 
stressed with men, and practically half 
of all business on women is for Retire- 
ment purposes. The fields of underwrit- 
ing for business purposes, tax and es- 
tate protection, mortgage protection are 
scarcely touched by this group in a 
study of number of cases, though some 
women showed substantial volume in at 
least business insurance. 

In terms of volume these women write 
in order of amount: (1) Retirement In- 
come. (2) Family Income. (3) Business 
Insurance, as based on the underwriters’ 
estimates of volume. 

Women write according to number of 
cases most business on males in the 
Previous Client group, then (2) Referred 
Leads, and (3) Cold Canvas; but with 
women clients Referred Leads comes 
first, (2) Previous Clients, and (3) Cold 
Canvas. Relatives, friends and others 
of both sexes supply a small amount of 
business. In the over-all picture Previ- 
ous Clients, both men and women, take 
first place, with Referred Leads and Cold 
Canvas, second and third. 


General Conclusion 


One hundred women underwriters, hu- 
man as they are, stand out as individu- 
als—differing widely in personal and 
business characteristics. The composite 
picture of these successful women, how- 
ever, reveals a pattern, intricate in de- 
sign but clearly traced, that may serve 
to guide others to success, 
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STAN’S BEEN A CHARTER MEMBER of the Lick-the- 
Platter-Clean Club for the past twenty-five years. 

The fact is that Stan devotes so much time to re- 
lieving other folks of their worries that he has no 
time to worry about himself. A fellow who spends 
his days like that—who’s fortified with the knowl- 
edge that his job benefits not only himself, but his 
entire community naturally has more zest for living 
...and the hearty appetite that goes with it. 

Just this past year, for instance, Stan saw three 
elderly couples retire to the dignity of independent 
old age —on the Equitable Society Retirement Plans 





uisten ro “THIS IS YOUR FBI” 


... official crime-prevention broadcasts from 
the files of the Federal Bureau of Investiga- 
tion...another public-service contribution 
sponsored in his community by The Equit- 
able Society Representative. 


EVERY FRIDAY NIGHT + ABC Network 











FROM THE DIARY OF AN EQUITABLE REPRESENTATIVE—One of a series of advertisements illustrating 
how a life insurance agent serves his community by selling life insurance. 





























Where did Stan Sheffield Get that ‘Five Course” Appetite? 


he sold them years ago. Today, after a quarter of a 
century as an Equitable representative, he’s reaping 
a rich harvest of gratitude from hundreds of policy 
holders and beneficiaries. 

Yes, Stan Sheffield’s work as an Equitable Society 
representative is more than just a “job” —it’s a good 
way of life. He enjoys his meals because he knows 
that he is doing his bit to make the world a better 
place to live in. He takes a deep satisfaction in his 
work...in the respect that is his as a member of a 
highly regarded profession and as a representative 
of an institution like The Equitable Society. 


THE EQUITABLE 
LIFE ASSURANCE 


SOCIETY 
OF THE UNITED STATES 


THOMAS 1. PARKINSON, President+-393 Seventh Avenue, New York I, N.Y. 
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Asst. Mgr. Campbell Agency 


ALBERT 


MEHRBACH, JR. 


Appointment of Albert Mehrbach, Jr., 
as assistant manager of the Newark 


agency of The Prudential has been 
announced by Charles W. Campbell, 
manager. Mr. Mehrbach will be 


CLU; 
in charge of the brokerage department 
of the agency replacing Saul S. Vort, 
whose appointment effective October 1 
as manager of a new Prudential Agency 
at Jamaica, L. I. was recently announced. 
From 1927 to 1937 Mr. Mehrbach was 
connected with the actuarial department 
of The Prudential home office. In 1937 
he was transferred to the brokerage de- 
partment of the down town agency of 
Prudential in New York where he served 
until 1944. In May 1944 he returned to 
Newark and became manager of the 
life insurance department of Fiest & 
Fiest, which operates a large real estate 
and general insurance agency. 

On January 15, 1947 Mr. Mehrbach 
became associated with the Newark 
agency as a full time special agent. 

time he has made such an 





Since that 
outstanding record that he was selected 
as assistant manager in charge of brok- 
erage for the agency. 


H. H. Humphrey Agcy. Meets 


The H. Horton Humphrey Agency, 
Aetna Life, Newark, held its annual 
meeting last week at the Maplewood 
Country Club, Maplewood, N. J. It was 
an all-day affair with morning and after- 
noon sessions. The morning was devoted 
to estate planning and the afternoon t 
business insurance. 


Among those present from the home 

ofice and participating in the program 
were R, B. Coolidge, vice president: 
John Luther, field supervisor, and R. P. 
Fuchs, J. A. Euler, and C. W. Eagle, 
agency assistants. David P. Faxon, the 
leading producer of the Aetna and a 
member of the H Horton Humphrey 
\gency, also participated in the pro- 
gram, 


Oliver Thurman, Jr., Made 
F. S. Fern Agency Supervisor 


Fred S. Fern, Summit, N. J., general 
agent, National Life of Vermont, an- 
nounces the appointment of Oliver 
Thurman, Jr., CLU, as supervisor of the 
company’s Newark agency. To accept 
the post Mr. Thurman has resigned as 
administrative assistant of the Air Re- 
duction Research Laboratories, located 
at Murray Hill, New Jersey. Mr. Thur- 
man has had insurance supervisory and 
educational field experience in Pitts- 
burgh, Jersey City and Newark. He is 
the son of Oliver Thurman, former vice 
president, Mutual Benefit Life. 





A. E. Patterson Dead 


(Continued from Page 9) 

here until March 31, 1925. In its third 
year the agency paid for $6,000,000. He 
was then sent to Chicago to take charge 
of an agency which had been run by 
Wilmer Hammond who had moved to 
the Coast to be general agent of Aetna 
Life. Patterson had as associate mana- 
ger, Harry T. Wright, a consistent mil- 
lion dollar writer who became president 
of NALU. They became life long 
friends. Under Patterson the Chicago 
agency paid for $17,000,000 in 1927. 

In 1928 Mr. Patterson joined the Penn 
Mutual as a general agent in Chicago. 
On January 1, 1937, he became vice 
president in charge of agency affairs. 
His association with John A. Stevenson 
began when the latter, after being a uni- 
versity professor, came to Pittsburgh to 
run the insurance school of Carnegie 
Institute, a school which had been or- 
ganized by Edward A. Woods. The 
friendship between Stevenson and Pat- 
terson became a warm one, continuing 
to the time of the latter’s death. Pat- 
terson became one of the leading agency 
officers in the country. His general 
agency appointments were unusually 
successful. 

Joins Mutual Life 

When Lewis W. Douglas came to Mu- 
tual Life after being principal and vice 
chancellor of McGill University he was 
looking for a vice president to take 
charge of all insurance operations of 
Mutual Life and in July, 1941, the post 
was given to Mr. Patterson. In January, 
1942, he was named executive vice presi- 
dent, a month later being elected a 
trustee. When President Truman named 
Mr. Douglas as Ambassador to Great 
Britain in February, 1947, Mr. Douglas 
resigned presidency, retaining however, 
the Mutual Life’s chairmanship, without 
salary. Mr. Patterson was then elected 
president. 

in directing the Mutual Life’s admin- 
istration Mr. Patterson won the good 
opinion of trustees, home office execu- 
and policyholders. Under the 
Douglas-Patterson regime the com- 
pany’s home office operations were re- 
nized, numerous changes in per- 
sonnel were made and a number of 
younger men were placed in high execu- 
tive positions. The financial position of 
the company was also strengthened. In 
the seven years from January 1, 1941, 
» December 31, 1947, the company’s sur- 


tives 








p-us increased from $27,700,000 to $132,- 
700,060. 
NALU President 
eee : : : 
Mr. Patterson first became interested 


in National Association of Life Under- 
writers when he joined the Pittsburgh 


association. In 1931 he organized the 
first meeting of the general agents and 
managers section of NALU. He was 
elected a trustee of the association and 
for four years was vice president. In 
1936 he was elected president. He was 
chairman of the old Association of Life 
Insurance Agency Officers in 1939-40. 
While in Chicago he was president of 
its life underwriters association for a 
term. 

Mr. Patterson was a trustee of Roose- 
velt Hospital and was chairman of the 
advisory committee of American Red 
Cross in formulation of plans for free 
blood donor service in the five boroughs 
of Greater New York. He was a na- 
tional trustee of the Sigma Alpha Ep- 
silon fraternity. He belonged to the 
Links and River clubs, New York City, 
and the Chicago Club. 

Surviving are Mrs. Patterson who was 
the former Eleanor Morgan, a graduate 
of Vassar and whom he met when she 
was doing psychological work for the 
Woods agency in Pittsburgh; and two 
children, Alexander Evans, Jr., 24, and 


Portia, 17. Alexander Evans, Jr., was 
graduated from Lawrenceville School 
and was studying political science at 


Princeton University when he entered 
the war where he saw two years’ serv- 
ice as a-second lieutenant fighter pilot. 
He returned to Princeton after the war; 
was graduated, and is now with the 
Chemical Bank & Trust Co., New York. 
Portia was on a visit to Honolulu when 
news of her father’s death was re- 


ceived. She returned to New York by 
air. 
The Funeral 
The funeral was held at St. James 
P. E. Church, Madison Avenue and 


Seventy-first Street, New York. There 
were thirty honorary pallbearers. 

John A. Stevenson, president, Penn 
Mutual Life, was chairman of the dele- 
gation appointed to represent jointly the 
Life Insurance Association of America 
and American Life Convention. Others in 
the delegation were the presidents of 
all New York City domiciled insurance 
companies: Eastern Life, Louis Lipsky; 
Equitable Society, T. I. Parkinson; 
Guardian Life, James A McLain; Home 


Life, James A. Fulton; Metropolitan, 
Leroy A. Lincoln; New York Life, 
Devereux Josephs; United States Lite, 


Richard Rhodebeck; Union Labor Life, 
Matthew Woll; North American Re., we 
Howard Oden. From New York Insu:- 
ance Department were Superintendent 
Robert E. Dineen, Deputy Superinten- 
dent Al Bohlinger and chief examiner 
of life insurance Julius Sachman. The 





established company. 


profit bonus. Address: 


41 Maiden Lane 


LIFE INSURANCE MANAGER 
WANTED FOR NEW YORK CITY 
GENERAL AGENCY 


This is an opportunity that does not occur often for a life underwriter 
with managerial experience to step into the position of manager of 


an old and prosperous life agency representing a very fine and well 


Write fully about your background and experience: We are not in- 
terested in group or industrial experience. To the right man who can 


measure up to our requirements we will pay a substantial salary plus 


Box No. 182!, The Eastern Underwriter 


New York City 7 


























EMPIRE LIFE & ACCIDENT 
INSURANCE COMPANY 


Legal Reserve Company 


Home Office—Empire Life Building 


Indi 17. Indi 
Pr 9, 
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ORDINARY LIFE 
INDUSTRIAL LIFE 
STANDARD COMMERCIAL 
WEEKLY HEALTH AND 
ACCIDENT POLICIES 
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40 Years of Satisfactory Service 
to our Policyholders. 


——_o@——_ 


Millions Paid to Policyholders 
and Beneficiaries 


JAMES M. DRAKE, President 




















New York General Agents Round Table 
attended the funeral. 

Senior officers of Mutual Life were 
ushers. A number of executives of 
LIAA also attended. 


Honorary Pallbearers 


The honorary pallbearers were these: 






Julian S. Myrick, second vice president, 
Mutual Life. 
Louis W. vice president and gen- 


ut ] 2 
ounseél i ual 


M. Fraser, president, Connecticut 





A. Li 





Metropolitan 


coin, pr 





John A. Stevenson, president, Penn Mutual 
Life 

George L. Harrison, chairman, New York 
Life. 

Paul } 






t, John Hancock. 

nt, Lincoln National. 
president, Institute of 
former vice president, 
Associated Hos- 


ing trustees of the Mutual Life: 

. Davis, Roswell Magill, John Sloan, 
Stevens, Gilbert Scribner, Leo Wol- 
1 i Garrard Winston in 






place of G. G. 


arers were Harry Cad- 
Jacob Shoul, Marvin 
T. Wright, George Buffington, 
j Kenneth W. Conrey, Fred 
: r Jackson, George Roberts, Henry 
F. Tenney and Clarence Axman. 

Rector for St. James Church in charge 
of the funeral service was Dr. Arthur 
Lee Kinsolving 





Patterson Tributes 
(Continued from Page 9) 
come farm neighbors in Pennsylvania 
and we and our families were almost in- 
separable when there. 
Besides splendid talents as an execu- 
tive and leader of his great company 








Alec was one of the most charming and 
interesting pals whom one could desire. 
I shall miss him beyond all measure. 
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"7b others Se Us 


Bard Burns’ oft quoted rebuke to pride and 
vanity lies very close to our heart. The de- 
sire to “see ourselves as others see us” is one 
we are actually doing something about. We 
make periodic opinion surveys among the 
general public, our employees, our policy- 
holders, and among the agents of competing 
companies to find out what they really think 
of us. 

These surveys are conducted by outside 
research organizations. No one interviewed 
is quoted by name. The questions asked in a 
survey of competing company agents, for 


example, cover such subjects as our man- 
agement and financial policies, advertising, 
news releases and annual report . . . our 
service to policyholders . . . our agents, our 
selling methods, and our sales advantages 
and handicaps. 

The answers we receive to these pertinent 
questions have always been enlightening. 
They have been of great benefit to us be- 
cause they point out ways and means to 
improve our service to our policyholders, 
and to increase our usefulness to the thou- 


sands of communities we serve. 


Our 2ud Century of Serwice 


THE MUTUAL LIFE 


INSURANCE COMPANY of NEW YORK 


pmyt 
34 Nassau Street, New York 5, N.Y. Puowred, | Proome Alexander E. Patterson, President 





— 
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Sales Ideas Presented at Women’s 
Quarter Million Round Table 


The Women’s Quarter Million Dol- 
lar Round Table of the National Associ- 
, , Life Underwriters met this 
week St. Louis, at which time the 
following speakers offered some excel- 
lent sales ideas: Edna A. Webb, Equi- 


ation ol 











table Life of Iowa, St, Louis, “Pros- 
pecting”’; Irene P. Monfort, Union Cen- 
tral Life, Cincinnati, “Presenting the 
Idea”; Hermine R. Kuhn, Manhattan 
Life, New York, “The Approach”; Rae 
C. Levy, John Hancock, Dallas, “The 


Close”; Lillian L. Joseph, Home Life, 
New York, “Servicing.” 
Prospecting by Edna Webb 

Prospecting is a vital concomitant of 
the selling process, Edna Webb _ re- 
marked. “It is the cornerstone of the 
entire sales structure. It is the first 
and basic step upon which all subsequent 
steps on the path to the close depend.” 
About discovering new prospects Miss 
Webb said that if you keep searching 
you will find prospects. “The logical 
prospect is always a friend or an ac- 
quaintance,” she continued. “The larger 
this circle the larger the qualified pros- 
pect list can grow. It is apparent there- 
fore, that we must develop and continu- 
ally add to this circle of friends and 
acquaintances. There is no better way 
than being interested in others. 

“I! do not deliberately enlarge my cir- 
cle of acquaintances in order to capital- 
ize, but rather keep active in many cir- 
cles, such as club, church, civic and 
community enterprises, always on the 
lookout for a service I may sincerely 
perform. I try to know people and be 
favorably known by people. These ac- 
tivities provide a wealth of names, and 
information that can later be translated 
into ‘life insurance needs.’ 

“No single method of prospecting is 
outstandingly successful for me. I con- 
stantly pursue and utilize all avenues. I 
am always sensitive to life insurance 
needs for the reason that I am sensitive 
to life and its ever-changing problems. 
Prospecting to me is a matter of habit 
correlated with a definitely planned pro- 
gram for the day.” 


Irene P. Monfort on Presenting the Idea 

The power of ideas is clearly illus- 
trated in the life insurance business, 
where the greatest things we have to 
sell are ideas, Miss Monfort remarked. 
“The words with which we clothe our 
ideas are not nearly so important as 
the ideas themselves,” she said. “All the 
talk in the world won't sell an intelligent 
prospect if the idea behind doesn’t ap- 
peal to him, The idea must be carefully 
and considerably thought out—and we, 
ourselves, must be completely convinced 
that it is sound and acceptable—and 
suited to the prospect. 

“Tdeas in life insurance selling may 
cover a wide range. It may be a simple 
savings plan designed to help a young 
girl or boy build a reserve fund for a 
special purpose. It may be an elaborate 
{¢x program, constructed for the purpose 
ot conserving an estate. If we are wise, 
though, an idea we choose should be 
easy tor us to present; an idea selected 
specifically for a particular prospect 


Whose requirements are pretty well 
known to us, and whom we can see 
under the most favorable conditions.” 


Hermine R. Kuhn Discusses 
the Approach 
_ Miss Kuhn pointed out that in life 
insurance circles today there seems to 
be a state of mind which is assuming 
that the selling of life insurance is tend- 
ing toward increased resistance; in brief, 
that it is going to get more difficult, “We 
life insurance producers are not trained 
to view an objective in terms of its be- 
ing easy or hard to reach,” she said. 
“We know that we sell a service which 
is rewarding to the purchaser of insur- 
ance. We know that if we do enough 
successful selling, we not only benefit 
these purchasers of insurance, but do 


very well by ourselves. The problem is 
as simple as that. The work may be 
difficult, demanding such effortful per- 
sistence, but the problem is simple.” 

In life insurance, Miss Kuhn remarked, 
opportunity ever beckons, but it has to 
be grasped. “No one expects, or ever 
expected, or ever will expect, strangers 
to look you up, seek you out, and say 
they want to buy some life insurance,” 
she continued. “The job is the other 
way around. We have to seek the 
strangers out. 

“Don’t let us ever believe that selling 
life insurance is going to be more diffi- 
cult. I don’t say that it ever will be 
less easy. But anyone with the most 
superficial knowledge of general condi- 
tions and particularly life insurance’s ap- 
plication to the tax situation of recent 
development—anyone with that informa- 
tion at hand—and we all have it—would 
see there is a wide road open for intel- 
ligent, aggressive, cooperative selling. 

“The road is not for strollers. It is 
not for order takers. But the traveler 
who is prepared, who makes a point of 
preparing himself to guide a prospect 
he can convince needs him—that trav- 
eler, that life insurance underwriter can 
travel high, wide and handsome.” 

Concluding Miss Kuhn said that the 
selling of life insurance will never be 
a responsibility for persons who like to 
take it easy. It always was and will 
continue to be a work of satisfaction 
and reward to persons who know the 
value of what they offer and train them- 
selves to convince the prospect. The 
days ahead are open with rich possi- 
bilities, not because life insurance has 
changed—it never changes—but because 
conditions of living have brought about 
changes which make it a more useful 
tool than ever. All that is demanded 
of us is that we use the tools and be 
on the ball. 


“The Close” by Rae C. Levy 
Discussing the close, Rae C. Levy said 
that after the prospect has been found, 


been approached, presented with the idea 
and his objections met, you are ready 
to capitalize on these and close the 
sale. “Without this close,” she said, 
“all that has gone before is lost not only 
for ourselves but first and foremost for 
our prospect, and we must win our client. 

“With a reasonable amount of knowl- 
edge and prestige as our background, 
and feeling as we do that ours is a noble 
calling, we have confidence, and approach 
the close with a quiet earnestness and 
sincerity. We are presenting our pros- 
pect with a plan that is for his bene- 
fit; it is going to provide either for his 
family or for himself in the years to 
come. At this point, we let the prospect 
take the lead and let him feel he is 
buying and not being sold. In letting 
him take the lead, however, we must at 
all times be master of the situation and 
be prepared to take over and in all sin- 
cerity show the advantages of protection 
and guaranteed investment. We must be 
prepared, if necessary, to switch our 
prospect’s way of thinking to other 
channels. On a moment’s notice we 
must be prepared to change our own 
ideas and plans.” 

Miss Levy said that each case is indi- 
vidual and each salesman does things 
just a little differently, but the object 
is the same: by being yourself, by being 
sympathetic and by being a friend, the 
close is accomplished. 

Lillian L. Joseph on Servicing 

Discussing the methods leading to 
good servicing, Lillian L. Joseph said 
that the first step must be for proper 
training. “It is absolutely necessary that 
a life insurance underwriter retain an 
open mind to the flow of new ideas and 
problems,” she said. “Organized reading 
and attending a class of systemized study 
makes for a better and more thorough 
understanding of the intricacies of our 
profession. With this essential and basic 
training, we should also employ human 
understanding and courage. We must 
know and understand our fellow beings 
and be sufficiently courageous to carry 
through all our undertakings. We 
must have the capacity to analyze situ- 
ations and make friends at every avail- 
able opportunity. 

“We must be persevering in our ef- 
forts. We must remember that the work 
we are doing is important, not alone for 
ourselves, but for the client as well. 
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Three “lines” 
“catches” for Provident Producers 


. All modern forms 
of Guaranteed Rate Ordinary from birth to 
age 65. Substandard, Salary Savings, 
Annuities, and Non-Cancellable Disability 
combined with wide choice of Life plans. 


A. and H. INSURANCE®*. . Every form.of 
Accident and Sickness coverage — including 
Franchise plans for five or more employees. 
Non-Cancellable Disability policies. Month- 
ly Premium plans. Special Risk coverages. 


. Issued on 
Individual, Family Group (ages 3 months 
to 80 years) and Franchise plans. 
Room and Board, Miscellaneous Hospital EP 

Extras, Surgeon’s Fees and Medical Care. (2 


* All written on Group Plans (minimum of 25 employees) 
and on special forms designed for Railroad Employees. 
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Solve this problem as you would have 
him solve your own, were he to have the 
benefit of your knowledge. 

“To successfully prospect or service 
you must have faith. You must have 
faith in yourself, in your business, in 
your company, and in your fellow men. 
Lack of success is due only to the lack 
of thought control and the inability of 
selecting your thoughts. Remember, you 
have now equally effective substance for 
peace of mind. You get inspiration from 
achievement, and lack of faith is destruc- 
tive imagination. 

“Be sincere—never pretend you are 
what you are not. Think in terms of 
more courtesy. The public is looking 
for it. Build your programs with a little 
originality. Always sell yourself before 
you sell your product. Leadership is 
important. Contribute to your commu- 
nity so you can dedicate yourself to 
this great business. Have a profound in- 
terest in human beings, human nature, 
thoughts and behavior of people. By 
your own performance, you will change 
the character of life insurance from a 
commodity to a service. You must ac- 
cept the challenge and the opportunities 
which lie before you. Maintain a zest 
for life and be enthusiastic. Look for 
kindness and you will find it. If neces- 
sary, remake yourself into a friendly 
person, and you will be surprised how 
it will affect your business. Living in 
a friendly fashion is one of the foun- 
dations of success.” 


Julian S. Myrick Reports 
3,249 Have CLU Designation 


In the twenty-one years since the 
founding of the American College of 
Life Underwriters 3,249 candidates have 
completed the entire series of 
examinations, Julian S. Myrick, chair- 
man of the board of trustees of Ameri- 
can College and second vice president 
of Mutual Life of New York, told the 
session of the American College Hour 
at the National Association convention 
in St. Louis this week. These together 
with candidates who have completed 
parts of the examinations or have been 
approved by the registeration board total 
12,240. Last year there were 243 study 
groups with an enrollment of 5,046 
located in 135 cities and representing 
thirty-eight states and District of Colum- 
bia. All together 25,000 life insurance 
people have benefited from CLU study. 

Mr. Myrick said that one of the high 
accomplishments of the year was the 
purchase of a new home in Philadelphia 
which will house all the activities of the 
American College, the American Society 
of CLU and the CLU journal. Credit 
for this accomplishment was given to the 
committee, Joseph H. Reese, chairman, 
Sewell W. Hodge and Dr. John A. 
Stevenson, president of Penn Mutual 
Life. The house will have a Edward A. 
Woods Room, dedicated to the memory 
of the first president of the College. 





Cora Dulaney Presents 


Ideas on Programming 


In a discussion on “Selling Your Pro- 
grams” at the national sales seminar at 
the convention of the National Associa- 
tion of Life Underwriters this week in 
St. Louis, Cora Dulaney, CLU, Great 
National Life, Dallas, emphasized the 
important points in setting up an insur- 
ance program. “I want mine to give my 
prospect a clear picture of what this 
policy will do for him and his family,” 
she said. “I want to hold his attention 
through the eye as well as through the 
ar; I want to meet his objections be- 
fore he asks me; I want to show the 
flexibility of life insurance versus any 
other investment; I want him to under- 
stand the long range down through the 
years; I want him to feel, with pride, 
that this was prepared for him person- 
ally; and I want to watch his reactions 
and then re-cap and re-emphasize the 
most interesting points so as to drive 
for action and a close. I want his de- 
cision after not more than two inter- 
views.” 
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Joins Massachusetts Mutual 


Massachusetts Mutual Life appointed 
Darwin S. Liggett as central regional 
Group manager, with headquarters at 
Detroit. He life insurance 
career as a home office Group represen- 
Aetna 1937. 
the past eleven years he has served that 


began _ his 


tative for Life in During 
located in 
Charleston, 


company in Group offices 
Indianapolis, Milwaukee, 
Cleveland and Cincinnati. 

In 1943 he entered the United States 
Navy and attained the rank of lieuten- 
ant, j.g. He was engaged for some time 
as fighter director officer aboard the 
jeep carrier, U.S.S. Manila Bay, which 
aided in providing air support for the 
invasion of Leyte and Okinawa and the 
surrender ceremonies in Ominato Bay, 
and the second naval battle of the Phil- 
ippines. He was awarded a Navy Unit 
Commendation. 

In 1937, Mr. Liggett received his B.S. 
degree in business administration from 
University of Nebraska. He is a member 
of Sigma Nu Fraternity, the University 
of Nebraska Alumni Organization, and 
Cincinnati Life Underwriters Associa- 
tion. 


Eugene J. McGivney Dies 


Eugene J. McGivney, vice president 
and general counsel, Pan-American Life, 
died recently in Gulfport, Miss. A native 
of New Orleans, Mr. McGivney was one 
of the founders of the company. He 
was graduated from Louisiana State Uni- 
versity as a member of the first law 
class. While a very young man he was 
appointed assistant secretary of state 
and Insurance Commissioner for the 
State of Louisiana. For fourteen years 
he conducted the affairs of his office. He 
served as vice president of the Insur- 
ance Commissioners Association and at 
his death was serving as Louisiana vice 
president of the legal section of Ameri- 
can Life Convention. 


WITH PRUDENTIAL 25 YEARS 

David J. King, manager of The Pru- 
dential’s New York district office No. 
15, is celebrating his twenty-fifth anni- 
versary with the company this month. 
He has spent his entire insurance career 
in New York offices, having joined the 
company as an agent in the company’s 
district office No. 10 in 1923. He was 
named manager of the New York dis- 
trict No. 14 in 1931, and assumed his 
present position in 1935. 


TELEPHONE NUMBER CHANGES 
Because of the many changes in tele- 
phone exchanges and listings, insurance 
interests in Greater New York and 
Brooklyn are being asked by The Week- 
y Underwriter, 116 John Street, New 
York 7, publishers of The Telephone 
lickler, to advise them at once of any 
changes in their telephone number. 


THEODORE KOPPMANN DEAD 

Theodore Koppmann, 62, retired de- 
partmental manager of the New Eng- 
land Mutual and a home office associate 
tor 42 years, died recently at his home 
in Sunset, Me., following a brief illness. 
He joined the company in 1904 and 
after service in various positions was 
appointed manager of the premium col- 
lection department in 1939, Following 
his retirement two years ago, he moved 
to Maine from his former home town 
of Dedham, Mass. 

Mr. Koppmann is a Past Exalted 
Ruler of the Elks and a member of 
Masonic bodies. He is survived by his 
wife. 


JOINS ALC 

The Presbyterian Ministers Fund of 
Philadelphia has joined the American 
Life Convention. It operates in Penn- 
sylvania, Massachusetts, Missouri and 
Georgia and on December 31, 1947, had 
life insurance in force of $87,063,000, all 
Ordinary. Its total assets then were 
$45,000,000, 


CLU Classes 


The School of Insurance of the In- 
surance Society of New York and the 
New York Chapter of the Society of 
CLU are cooperating to offer classes in 
preparation for Part E of the CLU ex- 
aminations, Dean Arthur C. Goerlich 
has announced. 

Dr. Edwin H. White, assistant gen- 
eral agent of the New York office of the 
Aetna Life, will conduct the classes. 
Two-hour sessions will be held once a 
week for a period of thirty weeks—the 
exact time and place of the opening 
class to be announced soon. 


McEachern Life of Georgia 
Chairman; Dobbs, President 


J. N. McEachern was named chairman 


and R. Howard Dobbs, Jr., elected 
president of Life Insurance Company 
of Georgia. Mr. Dobbs, treasurer of 


company since 1933, succeeds Mr. Mc- 
Eachern, president of Life of Georgia 
for more than twenty years. I. 
Sheffield, Jr., continues as executive vice 
president. 

The board action followed resignation 
as chairman of Mrs. Lula D, McEachern, 
who is retiring from active participa- 
tion in business, civic and church affairs. 


——— 


HAWAII ASS’N HEARS DERR 


Arthur G. Derr, retired genera] 


: o. agent 
of Aetna Life, addressed the Septembe; 
meeting, Association of Life Under- 


writers of Hawaii. 





Mr. McEachern has guided the com. 
pany’s development into an institution 
with more than half a billion dollars of 
life insurance in force, Operating jn 
eleven states, with assets in excess of 
$35,000,000. Mr. McEachern began 
agent in Atlanta in 1918. 

Mr. Dobbs, in addition to his duties 
as president, will retain the treasurership 
and remain in charge of the comipany’s 
financial affairs. ane 


as an 





reaches my age? 


as long as I live. 


* * 





WILLIAM TIFFENBACH 





“Wat does a man think about when he 
Well, that depends on two 
things. Whether he has a store of experiences 
to draw upon in reminiscing. And whether his 
present situation is secure. Because if it isn’t, 
he doesn’t have time for retrospection. 


“Now me, I’m fortunate. For I have had a 
career — the type of career that enables a 
man to enjoy the present, look forward to the 
future, and view the past with pleasure. A 
career of almost 60 years selling Union Central 
life insurance. I have gained independence 
making others independent. Made a good in- 
come selling income. And I have a life insur- 
ance estate. (Every good salesman buys 
plenty of his own product. Can’t help himself! ) 


“And since my retirement a year ago, I 
have been receiving pension checks every 
month from The Union Central. I’ll get them 
There’s a Company that 
really takes care of its own!” 


Money Every Month .. forthe Agent 


Through a liberal Pension Plan devised by their 
Company, substantial monthly checks go to quali- 
fied members of The Union Central Quarter Cen- 
tury Field Club who have reached retirement age 
after 25 or more years of continuous service. This 
plan means security for The Union Central agent 
who has made a career of providing security. 


Los Angeles 


He Uaion Central re wsuranee 0. 


CINCINNATI, OHIO 
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Compulsory National Health — 
Proposed by Security Head Ewing 


Washington — National compulsory 
health insurance headed a list of recom- 
mendations for a ten-year program to 
improve the country’s health, which 
would require the ultimate expenditure 

of $4,000,000,000 by the Federal, State 
at local governments. The program 
was submitted to President Truman 
recently by Federal Security Adminis- 
trator Oscar R. Ewing in response to 
4 request last January that such a plan 
be drawn up. The President gave his 
immediate indorsement to the Ewing 
report. 

The report, which drew heavily upon 
the findings and recommendations made 
by the National Health Assembly last 
May, noted many deficiencies still exist 
despite the gains made by medical 
science in the last few dec ades. Ewing 
pointed out that: 

“Eyery year some 325,000 people die 
who could be saved with present day 
knowledge and skills in medical science. 

“A scant 20% of our population are 
able to afford all the medical care they 


ne 

Pibcut half of all American families 
—those with incomes of $3,000 or less 
—find it hard, if not impossible, to pay 
for even minimum routine medical 
care—even through health insurance on 
a voluntary basis. 

“Every year the nation loses 4,300,000 
man-years of work through bad health. 
Every year the nation loses $27,000,000 
in national wealth through sickness and 
partial and total disability. 

“It is emphasized that health per- 
sonnel and health facilities in this coun- 
try are in many respects totally inade- 
quate when measured against the re- 
quirements of 143,000,000 people.” 

The report listed these major short- 
ages: The nation has only 80% of the 
physicians it needs. Many whole coun- 
ties throughout the country are without 
a resident physician. The present de- 
ficiency of dentists is even more 
marked. Few states have enough hos- 
pital beds to meet the minimum stand- 
ard of 4.5 hospital beds per 1,000. popu- 
lation. No state has enough “accep- 
table” hospital beds to meet this figure. 
Only 7 million people live in communi- 
ties with adequate local health units. 
40 million live in communities with only 
part-time or no local health units. With 
an immediate need for at least 60,000 
public health workers, there are at 
present only 36,000. 


Cites Basic Community Needs 


Mr. Ewing’s proposed “basic Federal- 
State-community action program for 
meeting health needs during the next 
ten years” includes, in addition to na- 
tional health insurance, the immediate 
doubling of the training capacity of 
medical schools. This can only be ac- 
complished, he said, through the ex- 
penditure of about $40,000,000 a year 
in subsidies by the Federal Government 
in addition to all “foreseeable contri- 
butions” from State and private sources. 

Other basic goals to be aimed for, 
according to the report, include the 
doubling of the number of acceptable 
hospital beds as rapidly as possible and 
the attainment of at leat 600,000 of the 
90,000 needed by 1960 through this con- 
struction program; an expanded pro- 
gram of mental health research particu- 
larly, and of all medical research; more 
rehabilitation services for the physically 
handicapped. 

The 10-year program envisaged by 
Ewing as necessary to expand the ¢ coun- 
try’s health resources by 1960 to a 
point where they are sufficient to meet 
the needs would require an increase in 
spending by local, State and Federal 
governments. The report estimates that 
by 1960, the states and local govern- 
ments would be spending about $1,795,- 
000,000 and the Federal Government 


about $2,312,000,000 — approximately 
twice the present outlay of Federal 
funds 

Regarding health insurance, Ewing 
pointed out that the Health Assembly’s 
Medical Care section had agreed that 
“the principle of contributory health in- 
surance should be the basic method of 
financing medical care for the Jarge 
majority of the American people.” 

Voluntary insurance plans, declared 
Ewing, are inadequate to correct “the 
inability of millions of the people to 
meet the costs of health services. Under 
these circumstances,” he added, “we 
have only two alternatives: (1) We can 
plan a method of prepaid Government 
health insurance, that can be tailored 
to meet the nation’s needs, or (2) We 
can go ahead as we have in the past.” 

Citing the Brookings Institution re- 
port as an example, Ewing said that 
“there are many earnest people in the 
country who sincerely urge the latter 
course. They point out that American 
health is equal to the best in the world; 
they feel that it is dangerous to make 
any basic change in the system that has 
produced this achievement . . I cannot 
accept this thesis. We can improve the 
nation’s health markedly. What was 
good enough 30 or 40 years ago no 
longer is adequate.” 

Although he conceded that the vol- 
untary health insurance plans are con- 
tributing a great deal to the improve- 
ment of health, Ewing, after evaluating 
their benefits, concluded that “the peo- 
ple who need health insurance most 
will not be able to get it under volun- 
tary plans. I am forced to the con- 
clusion that the voluntary insurance 
plans can never do the job that the 
national interest requires to be done. 


3% of Earnings Up to $4,800 


Mr. Ewing’s recommendations for 
putting a compulsory health insurance 
program into effect estimate that a 
three-year “tooling-up” period would 
be necessary following the passage of 
legislation before operation of the sys- 
tem could get underway. Contributions 
to the plan would be made in the same 
way as old-age and survivors’ insurance 
payments. Ewing estimated that after 
the program goes into effect, 3% of 
annual earnings up to $4,800, probably 
divided between subscriber and employ- 
er, would be required—as in the Murray 
bill now before Congress. 85,000,000 
persons could be covered immediately, 
if coverage were made identical with 
that of the old-age and survivors insur- 
ance system, the report stated, and 
when social security coverage is fully 
expanded, a matching expansion of 
health insurance would cover between 
120,000,000 and 130,000,000 people— 
neary 90% of the population. 

Mr. Ewing concluded that a “thor- 
ough system of prepaid Government 
health insurance would make five funda- 
mental contributions to better health.” 
These are: 

‘l. It would largely solve the. indi- 
vidual’s problem of paying for medical 
care, and thus help encourage prompt 
care and preventive treatment. 

“2. Because it creates a stable and 
assured financial basis for health serv- 
ices, it will generate effective demand 
and assure the fastest possible increase 
in our supply of medical man-power, 
health facilities and other essentials in 
all parts of the country. 

“3. Because insurance will pay for a 
patient’s needs, doctors will be free to 
practice the highest quality of scientific 
medicine, uninhibited by the individual 


patient’s ability to pay out of personal 
income for all the diagnostic and treat- 
ment services, hospitalization and nurs- 
ing care which professional judgment 
prescribes. 

“4. Because insurance will abolish 


W. W. TORREY APPOINTED 





Manager of Springfield Mortgage Loan 
and Real Estate District for Mass. 
Mutual; Others Named 


Massachusetts Mutual announces the 
appointment of William W. Torrey as 
manager of the Springfield, Mass. mort- 
gage loan and real estate district which 
includes New England and New York 
state. Six men in other districts have ad- 
vanced to assistant managerships. 

Mr. Torrey joined the company in 1934 
as a member of the real estate depart- 
ment. In 1942 he was commissioned a 
lieutenant-commander in the Naval Re- 
serve for aviation duty. He was sepa- 
rated from the service with the rank of 
commander and returned to the Massa- 
chusetts Mutual in 1946 as acting man- 
ager for the Springfield mortgage loan 
and real estate district. A graduate of 
Harvard University, he has completed 
courses in real estate appraising at Co- 
lumbia University. 

Edward P. Bennett, Jr., has been made 
assistant manager of the Dallas mort- 
gage loan and real estate district; Thom- 
as J. Bennett has been made assistant 
manager of the Washington, D. C. dis- 
trict; Allan P. Born, has been made 
assistant manager of the Minneapolis 
district; William G. Hart has been made 
assitant manager of the Chicago district; 
Edwin S. Nelmes and Theodore J. Streh- 
low have been made assistant managers of 
the Detroit district. The Cleveland mort- 
gage loan and real estate district will be 
incorporated into two other districts, 
Cincinnati and Detroit. Jay B. Wilson 
will become field advisor with headquar- 
ters at Cleveland. Franklin D. Burger, 
cashier at Cleveland, will become cashier 
of the consolidated mortgage loan and 
real estate office at Detroit. 


LOMA Insurance Textbook 


Publication by the Life Office Manage- 
ment Association of a life insurance 
textbook embodying the recommenda- 
tions of the Guertin Committee, has 
been announced by Frank L. Rowland, 
execuive secretary of the association. 
This book, “Introduction to Life Insur- 
ance, Volume I,” has been written by 
J. B. Maclean, for the LOMA Institute 
Examination I. Mr. Maclean, formerly 
vice president and actuary of Mutual 
Life of New York and a recognized 
authority on life insurance matters, is 
preparing a four-volume series for the 
LOMA, one volume for each of the first 
four Institute examinations. 

A second textbook released this month 
by LOMA is a new edition of “The 
Life Insurance Contract,” by Horne and 
Mansfield. This textbook, originally 
printed in 1938 and widely used in the 
life insurance field, has now _ been 
brought up to date. 

Because the new Maclean textbook 
will be the reference used this year in 
Examination I, revised editions of both 
the Instructor’s Manual and Student’s 
Manual for Examination I, are being 
prepared and should be available during 
October. 

An addition to LOMA Institute study 
aids is Student’s Manuals for Examina- 
tions > and 6, “Agency Management” 
and “Arithmetic of Life Insurance,” 
respectively. These manuals, which are 
contained in one cover, and which will 
be ready about September 20, are the 
first of the Institute’s proposed series of 
students’ manuals for all Course II ex- 
aminations, 





most of the financial obstacles to re- 
ceiving medical care and help equalize 
community purchasing power, it will 
reduce the present large disparities in 
distribution of manpower and _ health 
facilities between lower-income areas 
and wealthier districts. 

“5. Because national health insurance 
will furnish a new and badly needed 
opportunity for coordination of all com- 
munity and regional personnel and fa- 
cilities, it will help build a more effec- 
tive organization for providing the best 
in prevention, diagnosis and treatment, 











Are You Ready to 


STEP OUT? 


If you have a good record as a 


personal producer... 


If you have the ability to enlist 
and guide others in building 


life volume .. . 


If, in short, you are ready to 
build an 


agency of your 


Own «+ « 


ASK US FOR COMPLETE 
DETAILS ABOUT OUR 
GENERAL AGENCY PLAN 


Use your own references to 
check our policy facilities .. . 
our record of growth ... our 
financial strength .. . our posi- 
tion among leading companies. 
You will find Continental As- 
surance measures up to your 
standards of 


most exacting 


excellence. 
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Assurance Company 


CHICAGO 


One of America’s Fastest Grow- 


ing Life Insurance Institutions 
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As the Provident Round Table came 
to the close of its meeting at Banff 
Springs Hotel, Canada, last week, the 
Provident Mutual General Agents Asso- 
ciation opened its convention with a 
joint session of the two groups. This 
session was entirely devoted to a 
presentation of the “Chart for Tomor- 
row,” a new sales promotion plan for 
corporation and partnership business life 
insurance. Those who participated in 
the panel were Miss Alice E. Roche, 
training supervisor; General Agent 
Lucien A. Hauslein, Philadelphia; Spe- 
cial Agent Stephen D. Green, Jr., Phila- 
delphia; Convention Manager William F. 
Sessoms, and Assistant Manager of 
Agencies Nelson A. White, chairman. 

The “Chart for Tomorrow” is the 
business insurance counterpart of the 
company’s “Chart for Living.” The new 
material contains fact-finding sheets, 
several colored charts, and complete 
sales talks for two or more interviews. 


Security Paramount 


President M. Albert Linton addressed 
the opening dinner meeting of the Gen- 
eral Agents’ Association on the subject 
of company security. All major company 
policies are measured from the stand- 
point of this goal, he said, and out- 
lined seven basic objectives: A sound 
actuarial basis for all policy contracts. 
Avoidance of policies of insurance which 
are not in the interest of policyowners. 
Sound investment policies, placing 
security first and interest return second. 
Conservative selection policy balanced 
with adequate service to policyowners. 
A well trained, alert field force. Fair 
compensation to all in field and home 
office, with reasonable provision for old 
age. Continuous effort’ to secure recruits 
of character and ability both in field and 
home office. 

Speakers for the following dav’s ses- 
sion included J. Stinson Scott, Roches- 
ter, president of General Agents’ As- 
sociation, who reported on the affairs 
of the group; Agency Assistant Fred- 
erick J. Kiefner, who announced the 
changes in Association membership: 
Vice President and Actuary Edward W. 
Marshall, who covered actuarial matters: 
Vice President and Insurance Supervisor 
F. Phelps Todd, who conducted an un- 
derwriting discussion: and Medical Di- 
rector Ernest J. Dewees, who ‘traced 
the history of insurance medicine 
through the years of hit-or-miss selec- 
tion down to the present time in which 
research has made it possible to accept 
many risks which were previously de- 
clined. : 


New Pension Plan for General Agents 

Assistant Manager of Agencies Henry 
Bossert, Jr., reviewed the expenses and 
compensation of general agency opera- 
tion during recent years. He also an- 
nounced a greatly modified and ex- 
panded general agents’ retirement plan 
effective as of September 1, 1948. He 
recapitulated the results of the Agents 
Compensation Plan for payment of 
new recruits within their first contract 
year. After four years of operation, ap- 
proximately four out of ten new whole 
time agents have enlisted under the 
salary plan in preference to the com- 
mission plan. The average level of com- 
pensation has been $2,500 annually. 


Provident General Agents Convention 


Losses have been roughly one-quarter 
of the outlay. 
Recruiting 

Assistant Manager of Agencies C. 
Sumner Davis described the average suc- 
cessful recruit of 1946 as follows: Be- 
tween 26 and 35 year old, married, col- 
lege man, not previously in life insur- 
ance business, graded “A” in aptitude 
test, known to his general agent for 
over two years, former income—$3,000. 

Lawrence T. Wade, Davenport, Iowa: 
“Tf we are going to recruit successfully 
we must know what we are looking for. 
By and large, we know the requirements 
for a successful agent. I’d like to add 
one more: can he manage his own af- 
fairs? If he can not, I don’t want him.” 

Henry G. Barnhurst, Syracuse: “TI 
must recruit two new agents a year 
if T am to lick the unseen process of 
obsolescence which is at work in every 
organization. Most of my agents are 
recruited postively—that is, they are 
actively sought by me or by members 
of my organization.” 

James H. Cowles, Los’ Angeles: 
“Activity is the key-word in recruiting. 
New men like to be associated with an 
agency that is going places and is 
staffed by men of character. The recruit- 
ing process must be continuous if the 
agency is to make replacements as well 
as grow. In one year I lost six agents 
by death. Formerly it took three new 
agents a vear to provide growth in my 
agency—today more are needed.” 

Training 

Ernest A. Farrington, Philadelphia: 
“The job of training can not be dele- 
gated either to a home office or a suner- 
visor. The general agent who recruited 
the agent, knows his aptitude and back- 
ground should keep a finger on his de- 
velopment.” 

George P. Shoemaker, New York: 
“From my experience I have found that 
the greatest area of uncertainty in the 
mind of the recruit centers on _ the 
question ‘What do I do every day and 
what results can I expect?’ In our 
agency we explain the programming be- 
fore we ever sign the agent. This is 
the first step toward security and con- 
fidence on his part. The Chart for Living 
in our track to run on.” 

Assistant Manager of Agencies E. Roy 
Hofmann, General Agents William B. 
Stormfeltz (Wilmington), and Lowell 
W. Davis (Hartford) reported on the 
results of a “Service to Policyholders” 
drive. General Counsel Thomas A. Brad- 
shaw and Assistant Counsel Edwin E. 

















Weller conducted discussions on various 
General Agency Leadership 
phases of estate tax and business in- 

surance problems. 

Joe B. Long, Knoxville: “In order to 
serve a growing market, the sale of 
business insurance should be brought 
down to the level of the average agent. 
The responsibility lies with management 
to cut through the red tape of compli- 
cated presentations, and to point out 
the fact that prestige is of primary im- 
portance in the business insurance field.” 

Vice President and Manager of Agen- 
cies Willard K. Wise: “The agent is 
important—to us, to his customers, to 
the business. His importance is even 
greater in the light of the trend of 
business toward goverment control and 
nationalism. 

“The most important factor in our 
business has been overlooked in this 
idea of socialized insurance. The agent 
is the keystone of the entire structure. 
The volume of National Service Life 
Insurance which has gone off the books 
is due to a lack of nersonal guidance by 
a qualified agent. Over-the-counter life 
insurance companies have done a piti- 
fully small volume. Our greatest strength 
lies in the fact that the life insurance 
industry is the product of the conscien- 
tious, informed agent.” 

Election 

Lowell W. Davis. Hartford, was elected 
president of the General Agents Asso- 
ciation for the coming year. W. Henry 
Blohm. Cincinnati, was elected vice 
president, and Roland D. Benscoter, De- 
troit, secretary-treasurer. 





WILSON AND COLE ADVANCED 

James Wilson, Jr., and George A. Cole 
have been elected assistant secretaries 
of Mutual Life of New York. Mr. Wil- 
son was formerly superintendent of the 
purchasing division and Mr. Cole was 
superintendent of policyholders’ service 
division. Mr. Wilson joined company as 
an office boy. He is chairman of audit- 
ing committee, New York Purchasing 
Agents’ Association. Mr. Cole joined 
company as a clerk. He became head of 
the policyholders’ service division in 1945. 





Are You Looking 


41 Maiden Lane, New York 7. 





For a Managerial Opportunity ? 


A small agency of a large life insurance company has growing 
pains. We need a well informed carcer life insurance man to re- 
cruit, train and supervise career agents. If you want an opportunity 
to do managerial work, whether you have had any experience or 
not, write in confidence to Box 1820, The Eastern Underwriter, 











POSTAL 
LIFE 


Now An 


Agency Company 


Rare Opportunity Exists for Gen- 
eral Agency and District 
Representatives 


Postal Life, 43 year old New York State 
Company, is now organizing an ambi- 
tious Agency program. Prospect lists, 
an excellent portfolio and Postal's 
proven sales aids (PROVEN by 40 years 
of mail sales—) all combine to offer a 
rare ground-floor opportunity for Gen- 
eral Agency or District Representatives. 
Home office assistance is hard-hitting— 
extensive—and at the same time friendly 
and cooperative. 
vited. Write, wire or phone 


ROY A. FOAN 


Director of Agencies 


Direct inquiries in- 








POSTAL 


INSURANCE COMPANY 
511 FIFTH AVENUE NEW YORK 17, N. Y. 


a 





Henderson-Eubank Name 
Two Agency Assistants 


Appointment of Kermit F., Dow and 
Hugh A. Eubank as agency assistants in 
The Prudential’s Downtown Agency 
(New York) has been announced by 
Hiram G. Henderson, co-manager with 
Gerald A. Eubank of the agency. 

Mr. Dow joined Prudential in 1939 as 
a member of its New York medical ref- 
eree’s office. Early in the war, he en- 
tered the army as a private, won his 
commission and rose to the rank of 
captain. His discharge, in 1946, followed 
thirty-three months of service overseas. 
He became a member of the Downtown 
Agency in 1947, 

Hugh A. Eubank entered the Navy in 
1941 as an ensign. He served on the 
U.S.S. North Carolina during part of the 
war and was discharged in the fall of 
1946 with the rank of lieutenant com- 
mander. He is a graduate of Princeton 
and joined The Prudential in 1946 as a 
home office representative in the New 
York Group sales office. He joined the 
agency last January, 

30th Mr. Dow and Mr. Eubank will 
work with brokers and surplus writers 
in underwriting and expediting new 
business. 
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Hancock Leaders 


Meet At 


Atlantic 





City 
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Paul F. Clark Urges Consistency 
In Selling The American Way 


ed by the John Hancock’s 


Spons« eae 
Association the elev- 


General Agents 
annual convention of the 
leaders was held in At- 


com- 
enth 


pany’s agency 
jantic City for 
Featured on the program were an ad- 


four days last week. 


dress by John M. Hancock, a member 


of the United States delegation to the 
United Nations Atomic Energy Com- 
mission during 1946 and a director of 


the company; a talk by Byron K. Elhi- 
ott, executive vice president, on the 
1948 Revenue Act; and 
underwriting by 


discussion of 
Ross E. 
report on 


present day 
Mover, vice president, and 
Group insurance trends by Clarence W. 





Wyatt, vice president. 


Must Consistently Sell American Way, 
Says President Clark 


Opening the session President Paul 
F. Clark said that there was no more 
importat t business before the meetings 
than to see to it that the United States 
continues to do business in the Ameri- 
can way. He drew a parallel between 
the importance of constantly re-selling 
he American ideals. “Being accustomed 
to the blessings we have received we 
must not forget how dearly bought all 
of our American privileges are. These 
are days when we need the re-selling 
of our own organizations, our policy- 
holders and our neighbors on the ac- 
complishments of the nation and what 
they represent.” 


Announces New Family Income Supple- 
mentary Provision 

While discussing the affairs of the 
company President Clark announced a 
new Family Income supplementary pro- 
vision which may be used to supplement 
most regular John Hancock Ordinary 
policies including Term to Age 65, is- 
sued on or after September 1. 1947. 
Offered for periods of 15, 20 or 25 years 
the extra premium is payable over the 
same period of years as the term pe- 
riod of the provisions. 


“Most outstanding feature of the new 

provision,” said Mr. Clark. “is its flex- 
ibility which will render it a material 
aid in programming. Proceeds of the 
basic sum insured may be paid in a 
lump sum, or distributed under any 
regular settlement option plan, thereby 
adding to the income from the family 
income provision. The provision may 
he issued to pay $8.35, $10, $15 or $70 
a month and it will be considered for 
inclusion in or addition to policies 
issued with special premium Class A, 
B. C, or D, rating or with uniform 
extra ratings for occupation.” 


Vice President Gay Presents New 
Programming Material 
Vice President Clyde F. Gay presented 
new programming material which, as 
he described it, “will help to simplify 
and direct the programming formula 
tor John Hancock agents.” He also out- 
lined the new home office direct mail 
activity, designed especially for the use 
John Hancock general agencies as 
a result of field tests made in nine 
pilot agencies. 


Vice President Gay’s Talk 


Pursuing Mr. Clark’s theme Vice 
President Clyde F. Gay outlined the 
Progress of the life insurance idea and 
pointed out that while the need for 
fnancial security was felt by men for 


many centuries the instrument of life 
insurance, giving shape and reality to 
man’s dreams and expectations, did not 
come into effective use until shortly 
before the founding of the John Han- 
cock eighty-six years ago 

“Measured against the panorama of 
the centuries, we are still an infant 
industry, the great effectiveness of 
which in preserving human values, still 
needs to be sold and resold. Continued 
emphasis on the story of life insurance 
and its accomplishments is not repe- 
titious, Just as we cannot repeat too 
often the basic truths about American- 
ism, we cannot over-emphasize the bless- 
ings of life insurance—one of the most 
powerful devices for strengthening the 
American spirit.” 


No Stigma of Paternalism 


Vice President Clarence W. Wyatt 
said that if all the life insurance now 
owned under Group plans were to be 
written on an individual basis it would 
be impossible for the agency forces of 
the country to get around fast enough 
to take care of the business. 

“Group is a streamlined method which 
keeps pace with the demand for life 
insurance, as no ordinary sales opera- 
tion could and it has all the advantages 
of being managed by organizations ex- 
perienced in life insurance practices and 
trained in the sense of equal respon- 
sibility to every policyholder large or 
small,” he said. “Modern protection plans 
have combined harmoniously the stream- 
lining of mass production with the tr: adi. 
tions of sound business management.’ 


Tracing the growth of the Group in- 
surance idea from its beginnings, when 
it was regarded as revolutionary by in- 
dustrialists who feared the stigma of 
paternalism in entering into such an 
arrangement with their employes, Mr. 
Wyatt observed that business has come 
a long way since those days. “Not only 
do employers welcome the solution 
Group insurance offers to their prob- 
lems but employes first accepted and 
now demand consideration of its bene- 
fits,” he continued. “Pensions and in- 
surance are taking their place on the 
collective bargaining agenda along with 
wages, working conditions, production 
rates, seniority, vacations, paid holidays 
and other matters.” 


Pointing out that last year 40% of 
all Group claims on employed personnel 
were paid to families who hz ) no other 
life insurance, Mr. Wyatt said* “Trans 
late the millions of dollars in payments 
this represents into human terms and 
you can catch a vision of the great con- 
tribution employe protection plans are 
making to the wholesome continuance 
of the American way of life. The bene- 
iciaries of these policies do not have 
to turn to a paternalistic government 
for help in their distress because this 
help has been provided by the bread- 
winner himself through voluntary par- 
ticipation in a plan conceived and de- 
veloped by private enterprise and 
recognized and accepted by employe or- 
ganizations as an instrument which per- 
mits a man to turn his own toil into 
security for his family; to retain his 
pride and his independence; to divorce 
his future fortunes from the turn of 
the wheel of politics or privilege.” 


John M. Hancock Discusses Atomic 
Bombs 


John M. Hancock said that until we 
get an effective atomic energy control 
plan it is best to go ahead with the 


Boris, Boston 


PAUL F. CLARK 


manufacture of as many bombs as the 
country can produce. There is no re- 
sponsibility of our government that 
matches the need of maintaining our 
power, and if we are going to recognize 
that major responsibility, come what 
may, we must make all the bombs we 
can, he said. We might then dispose of 
them in accordance with the treaty if 





we can get one, but in the meantime 
our being strong is paramount. “We are 
willing to give up as much of our sov- 
ereignty as is required but only if we 
are sure that no other nation is retain- 
ing it,” he continued. 

Opposing the mere outlawing of the 
bomb Mr. Hancock asserted that despite 
claims to the contrary the atomic bomb 
is not only a weapon of aggression. . 
While outlawing, if effective, would pre- 
vent its use as a weapon of aggression, 
it would also prevent its use and its 
existence as a preventive of aggression, 
or as a tool for punishing aggression. 

Denying that the United States is 
making a general attack upon the veto 
power of the Big Five, Mr. Hancock 
said: “We insist that it is more impor- 
tant to maintain the sanctity of the 
proposed atomic energy treaty than to 
maintain the sanctity of the veto. The 
United States asks only that the 
sanctity of this treaty be maintained. 
It asks that if a nation signs the treaty, 
it doesn’t do it with its fingers crossed. 
That’s the whole position on the veto.” 

Some Program Speakers 

Among those who talked at John 

Hancock convention were McKay Reed, 





general agent, Louisville Stakey 
Duncan, general agent, Nashville; 
Robert L. Pilon, Reading, Pa.: John F. 
3attaile, Jr., Chicago; M. L. Camps, 


general agent, New York; Raymond 
Deston, CLU, supervisor of field sales; 
William W. Wray, CLU, Charleston, 
W. Va. Howard H. Cammack, Charles- 
ton, W. Va., presided at the John Han- 
cock CLU breakfast. 


Elliott Discusses 1948 Revenue Act 


New Regulations Will Make “Marital Deduction” 


Clear in 


Almost All Common Situations; Where Agents 


Can Help Prospects 


Discussing the 1948 Revenue Act, in 
a talk before leaders of the John Han- 
cock meeting in Atlantic City last week, 
Judge Byron K. Elliott, executive vice 
president and general counsel of the 
company, said that when the new regu- 
lations of the Treasury are published 
“marital deduction” will be quite clear 
in almost all common situations. How- 
ever, when to seek it, when the inter 
ests of the insured will be best served 
by having it, are questions of equal 
importance which the regulations won’t 
solve for insurance agents. 

“It is in this latter field that we can 
give our most valuable help,” he said. 

Condition of Usefulness 

Commenting on condition of useful- 
ness Judge Elliott said insurance men 
should have clearly in mind at the out- 
set that they are not concerned here 
with property which is not part of the 
decedent’s taxable estate. For instance, 
under the present law a policy on the 
decedent’s life in which he had no in- 
cident of ownership, and on which the 
premiums were paid entirely by others, 
is not part of his estate for tax pur- 
poses unless it is payable thereto. It is 
obvious that the presence of the marital 
deduction in’ no way qualifies the su- 
periority of an insurance plan whe reby 
no part of it enters the insured’s estate. 
“Regardless of the possibility of a mari- 
tal deduction,” he said, “our first ob- 
jective should be to determine whether 
circumstances will permit meeting the 
need for protection on a basis where 
the proceeds will not be affected at all 
by the estate tax. 

Some Questions Which Should Be 

Early Settled 


“Assuming that the policy proceeds 


will be part of the insured’s gross es- 





BYRON Kk. ELLIOTT 

tate, there are certain other questions 
which should be settled first. Will the 
adjusted gross estate exceed $60,000? 
This is not so easy to answer as it 
sounds, because present worth may not 
signify eventual value, especially in the 
case of younger people. Perhaps the 
question should be: Is it reasonably 
possible that it will exceed that amount ? 


Should Make Careful Check 


“Before initiating changes in an exist- 
ing plan for the purpose of securing 





(Continued on Page 22 
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B. K. Elliott Talk 


(Continued from Page 21) 


a marital deduction, a careful check 
should be made to see: (1) whether a 
marital deduction, even if obtainable, 


could be of any use to the insured; 
(2) if the insured has to give up any- 
thing to get the deduction which is of 
more value to him than the’ taxes saved, 
and (3) if the surviving spouse would 
run the chance of any loss equal or 
greater than the amount of any such 
savings. It is only after these prelimin- 
ary observations that the question of 
how to obtain the maximum marital 
deduction should receive consideration. 


“Estate planning has been so care- 
fully and so ably done in so many in- 
stances that it may well be a bad bar- 
gain to upset it, even in exchange for 
a lowered tax. This, of course, entails 
a valuation by the insured. He is the 





The) Knowing Wife 


In his talk in Atlantic City last 
week on the new Revenue Act Judge 
Byron K. Elliott of John Hancock 
made this comment: 

“A word to the wise. By use of 
Form 936, a knowing taxpayer can 
|have his wife sign a power of attor- 
|ney, authorizing him to execute their 
joint return. He need not then show | 
it to her before filing. However, a | 
knowing wife can always get a copy | 
of a return to which she is a party 








lfrom the Bureau of Internal Rev- | 
}enue.” | 
only one who can measure how much 


a current settlement, which meets pre- 


cisely his own wishes, is worth to him. 
There are, without doubt, many cases 
where the insured has sound reasons 


for not wanting his funds left entirely 


within the control of his widow. Per- 
haps the knowledge that contingent 
beneficiaries will have remainder or 


other interests vested at his death yields 
a large part of the satisfaction which 
many an insured feels when he contem- 
plates his insurance estate. Perhaps a 
more or less standard practice will 
eventually develop in which the insured 
separates his insurance, caring for his 
widow with one part of it entitled to 
the marital deduction, and his children 
or other usual contingent beneficiaries 
through the medium of other policies 
under which their interests become fixed 
upon his death, but for which his estate 
would have no marital deduction. Better 
still, he could perhaps use other prop- 
erty to exhaust the marital deduction, 
and then make use of the highly flexible 
insurance-settlement provisions for the 
care of beneficiaries other than his wife. 

“There is no fixed plan which will fit 
all estates. Each one differs with the 
property of which it is composed and 
the individual needs for protection. The 
insured’s adviser must know all the 
facts as to his estate, and understand 
clearly his insurance objective.” 


A Point 


While reviewing a few of the prac- 
tical aspects of changes in the Estate 
Tax Law Judge Elliott said in part: 

“It would seem clear that in certain 
circumstances the application of the 
marital deduction provision should ef- 
fect a definite saving. However, the 
application of this provision also could 
operate to create a total tax from the 
two estates greater than otherwise 
would be due.” 

APP-A-WEEK FOR 600 WEEKS 

Arthur F. Ruhl, North American Life, 
Cincinnati, has completed 600 weeks of 
consecutive weekly production. He is 
one of the company’s leading producers. 


Hancock Wins Appeal 
In Michigan Housing 

STATE SUPREME COURT DECISION 

Ford Co. Wanted to Withdraw After 


Making Land Purchase Contract 
With Company 








The John Hancock has won in the 
Michigan Supreme Court an appeal the 
company made from a decree for Ford 
Motor Co. growing out of a proposed 
housing project, Attorney Generz! Eu- 
gene F. Black beine the intervener. 

The John Hancock had entered into 
a land contract with Ford providing for 
the Hancock’s purchase of land in 
Wayne County, Michigan, upon which 
the insurance company proposed _ to 
build a housing project. A condition of 
Ford’s obligation to convey the land to 
John Hancock was that the insurance 
company should have the right to own 
and operate the project for thirty years 
or more and should not be subject to 
any requirement of the State of Michi- 
gan to divest itself of such ownership 


John Hancock Policy Change 


Regular Ordinary insurance in units 


based on whole dollars of regular 
monthly premium exclusive of any 
charge for additional benefits is of- 


fered on certain plans on a_ standard 
basis by the John Hancock Mutual Life, 
1948. 

Announcement by the company states 
that the new unit basis is designed par- 
ticularly for salary deduction cases but 
may be used also in other cases pro- 
vided minimum premium and amount 
liniitations are observed. 





except by an exercise of the power of 
emient domain. On November 26, 1947, 
Ford wrote the Hancock that it had 
decided not to convey the property to 
the Hancock because it was of the 
opinion that the company could not com- 
ply with the conditions of the agree- 
ment. It gave two reasons. One was that 
the statutes of the state do not permit 
a foreign insurance company to invest 
its funds in such enterprise, such invest- 
ments being forbidden by a Michigan 
insurance company; and second, the 
Michigan State Constitution of 1908 does 
not permit the Hancock to hold such 
real estate more than ten years, the 
project being for rental and income pur- 
poses, and the lands not to be actually 





Hancock Asst. Managers _ 
Not Employes, Says NLRB 


The National Labor ky 
Board has held that the Jolin 
cock Mutual Life’s assistant mi: 
are not employes within the meaning 
of the Taft- Hartley Act, but are part 
of the company’s management. Pet; 


lations 
Han- 


nagers 





tioner was Insurance Supervisor: 
Union, No. 24211, AFL. Case is No 
| 2-R-7772. 








occupied by Hancock in “the exercise of 
its franchise. 

The Supreme Court pointed out that 
because of a legislative amendment ap- 
proved May 14, 1948, the provisions of 
the Michigan code do not prohibit in- 
surance companies from owning housing 
projects in Michigan, if permitted to do 
so by their domiciliary laws. Also, the 
Supreme Court said in part: 

“John Hancock Mutual Life is entitled 
to the decree of specific performance 
prayed for in its bill of complaint. It 
has the right and power to construct, 
maintain and operate a housing project 
on the land it seeks to purchase from 
defendant, Ford Motor Co., and to hold 
such land while it is thus being used 
for a period of time in excess of thirty 
years.’ 
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The 
LINCOLN 


LIFE 


INSURANCE 


Fort Wayne |, Indiana 


Flexible Family Income Plan 


The LNL career underwriter likes to present his Company's 
Family Income Plan because it is flexible. 


|. The Special F. |. rider may be added to many types 
of LNL policies, including Retirement Plans. 


. The rider has liberal conversion privileges. 


. A clean-up fund may be provided or omitted, as 


desired. 


4. The plan may provide a monthly income of either 
$10.00 or $15.00 per $1,000 of principal contract. This 
unusual feature allows 50°, more income for the same 
amount of basic contract. 


The flexible service which LNL agents can offer through their 
Company's Family Income Plan provides another reason for our 
proud claim that LNL is geared to help its field men. 


Its name indicates its character 


NATIONAL 


COMPANY 
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Penn Mutual General Agency Changes 


Mutual announces the following 


Penn 

general agency changes. Starr Northrop 
is appointed general agent at Fresno, 
Calif, establishing a new agency. Doyle 
M. Smith, CLU, is appointed general 
agent Sacramento, and Todd W. 
Bechtol is appointed ‘general agent at 
Salt Lake City. All three appointments 
are promotions within the Penn Mutual 
field. . : 
Starr Northrop has _been associated 
with t Forrest J. Curry agency at 
San Francsico during the past three 


years. He is a native of Utah and was 


sraduated cum laude from Stanford 
University, after which he had a year 
at the Harvard Graduate School of 
Business Administration. Before coming 
into the life insurance business he was 
a buyer for stores in Long Beach and 
Wichita. During the war he served two 
years in the navy. 

“Georce Scotland, who has been gen- 


eral agent in Sacramento since 1926 has 
asked to be relieved of his management 
responsibilities to devote his time to 
the writing of personal business and 
will be succeeded by Doyle M. Smith, 
who for six years has been a member 
of the Frederick A. Schnell agency, Los 


Angeles, where he was supervisor and 
sales manager. 

Mr. Smith is a native of Oregon and 
graduate of Washington University. Be- 
fore life insurance he had twelve years’ 
experience in automobile sales manage- 
ment. He is a member of the Million 
Dollar Round Table. 


Todd W. Bechtol succeeds Oliver P. 
Kernodle as general agent in Salt Lake 
City. Mr. Kernodle will devote his time 
to personal production. 

Mr. Bechtol is a native of Ohio and 
studied at Ohio State. For ten vears he 
has been a member of Penn Mutual’s 
Robert K. Zimmer agency at Columbus. 
Before coming into life insurance he 
was in newspaper publicity. He has been 


very active in the Junior Vhamber of 
Commerce, being past president in 
Columbus, and past vice president in 


the state, and past national director in 
the national organization. He is vice 
president of the Columbus Life Under- 
writers Association and on its board of 
trustees, and was past program chair- 
man and membership chairman. He has 
participated in Community Fund and 
Red Cross campaigns of the past ten 
years. 





————— 


Home Office Institute 
Meeting To Be Nov. 17-19 


The twelfth annual meeting of the In- 
stitute of Home Office Underwriters will 
be — 1 Washington, D. C., Novem- 
ber 17-1 gsc: the guest spec ikers will 
be Arthur Coburn, vice president, South- 
Life, Dallas; Dr. Ennion S. 

medical director, Life Insur- 
ba aoe Richmond; J. 
Harold Smith, Edward F. O’Toole and 
Associates, New York; and Carlisle M. 
Herron, vice president, Life and Casu- 
alty, Nashville. N. Murray Longworth, 
assistant secretary, United Benefit Life, 
will be general chairman of the meeting. 
The presidential address will be delivered 
by Robert D. Caplinger, vice president, 
Reserve Loan Life of Texas. 

New member companies include Con- 
tinental American Life, Wilmington; 
Washington National, Evanston, Il.; 
Benefit Association of Railway Em- 
ployes, Chicago; State Mutual Life, 
Worcester; Columbus Mutual Life, Co- 
lumbus; Postal Life, New York; Fidel- 
ity Mutual, Philadelphia; Grange Mu- 
tual, Nampa, Idaho; Paul Revere Life, 
Worcester; Vulcan Life and Accident, 
Birmingham; College Life of America, 
Indianapolis. Charles J. Smith, assist- 
ant secretary, Pan-American Life, is 
chairman of the membership committee. 

The Institute now has 185 member 
companies throughout the United States 
and Canada. 


western 
Williams, 
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Speakers Announced for 


Huber Agency Forum 
P. Philip Lacovara, assistant editor 
of Trusts and Estates, and Mark H. 
Johnson, tax attorney and author, will 
deal with the subjects respectively at the 
sixth Solomon Huber Agency forum on 
September 29. Planning pitfalls are 
many and varied for lawyer and life in- 
surance analyst. They will be presented 
by Denis B. Maduro, who conducted the 
CLU Institute at the University of Con- 


necticut this summer. Other speakers 
will be John H. Magovern, Stuart Mon- 
roe, Denis B. Morgan and Solomon 


Huber. Guests at the forum will be 
testricted to attorneys, accountants and 
trust officers. It will be held at the 
Hotel Pennsylvania, starting at 3:00 
p.m, and will run until 10:00 p.m. Guests 
will recess at 5:30 p.m. for dinner and a 
bull session, resuming at 7:30 p.m. 

The Huber agency, which represents 
Mutual Benefit Life, recently completed 
an outstanding fiscal year in production. 





Fraser Agency Luncheon 

The John M. Fraser Agency, Con- 
necticut Mutual, New York, held a 
luncheon last week at the Waldorf- 
Astoria Hotel to launch plans for fall 
business. The agency now stands in 
number one position among Connecti- 
cut Mutual agencies. Guest of the agen- 
cy was Vincent B. Coffin, vice presi- 
dent of the company. 

Mr. Coffin traced the history of the 
agency over the years since its estab- 
lishment, and pointed out the large con- 
tributions which it had made to company 
progress. He analyzed the work of some 
of the senior members of the agency, 
indicating that although this group has 
been in the business many years, it is 
still showing improvement in production 
results, 

General Agent Fraser outlined com- 
pany plans for further development of 
its Half Million Dollar Corps. 





National Guardian Passes 
$100,000,000 in Force Mark 


The annual convention of the National 
Guardian Life of Madison, Wis. was 
held there September 12, 13, 14, to cele- 
brate company’s passing the $100,000,- 
COO in force mark. Awards and ne "iZES 
were given to outstanding members of 
the field forces and new members were 
honored with presentation of council 
emblems. 

Speakers included B. N. 
executive vice president, 
Life, Louisville 


Woodson, 
Commonwealth 
Earl Schwemm, 


agencv 
manager, Great-West Life, Chicago; 
Glenn Drake, founder, Glenn Drake 
School of Personality, New York. Com- 
pany officials addressing the meeting 
were Richard Boissard, president; L. J. 
Larson, executive vice president; Don 
Clapp, agency secretary; A. G. Schmede- 
man, Jr., director of agencies ; B. W. 
Reagles, assistant director of agencies; 


and Harry Manzer and 


t Thomas 
field supervisors, 


Miler, 


BUFFALO GENERAL AGENT 


Howard A. Potter has been appointed 
general agent in Buffalo of the Empire 
State Mutual Life, succeeding Nicholas 
Valvo, who has left the company. Mr. 
Potter has been active in the insurance 
business for about twelve years. Prior 
to his new appointment he was assistant 
manager of an insurance office in New 
Haven, Conn., for a year. Before that, 
he was in the insurance business in 
Buffalo for several years. 


Chairman LAA Committee 


RUSSELL V. VERNET 


Russell V. Vernet, director of — 
tising of Mutual Life of New York, 
in charge of promotion and peniacdinnes 
for the “annual meeting of the Life In- 
surance Advertisers Association, it was 
announced by C. Russell Noyes, presi- 
dent of LAA. The annual meeting will 
be held at Mayflower Hotel, Washing- 
ton, D. C., October 28 to 30. 

Mr. Vernet joined Mutual Life in Oc- 
tober, 1944, after discharge from the 
Army Air Corps. Prior to his service 
in the Army he had been a member of 
the advertising department of the Provi- 
dence, R. I. Journal. He was promoted 
to the position of director of advertising 
in January, 1947. 

Colin Simkin, Travelers, 
vice chairman of the committee. Other 
members will be Edwin P. Leader, 
Bankers Life; Cyril Bragg, Crown Life; 
Hal R. Marsh, Jefferson Standard; L. 
W. Camp, Peoples Life and Edward M. 
Merrill, Security Mutual. 


will serve as 








Claim Ass’n Meeting 


The thirty-ninth annual meeting of the 
International Claim Association will be 
held at Wernersville, Pa., September 20- 
22. Speakers will include James A Mc- 
Lain, president, Guardian Life, “Behind 
the Claim Payment”; James F. Malone, 
Jr., Insurance Commissioner, Pennsyl- 
vania, “Public Relations in the Field of 
Life Insurance”; E, J. Faulkner, presi- 
dent, Woodmen Accident Co., “Personal 
Insurance—Midstream”; R. M. Filson, 
M.D., associated medical director, The 
Travelers, “Medical and Claim Depart- 
ment Teamwork”; Augustus S. Rose, 
M.D., “Pain.” 

Chairman of the program committee, 
John W. Ayer, and committee were as- 
sisted by the entertainment committee, 
Francis X. Reilly, chairman, and the 
transportation committee L. L. Phelps, 
chairman. 


Largest August Production 
In Equitable of Iowa Records 


The largest volume of paid life in- 
to be secured in any 
founding in 


surance ever 
August since the company’s 


1867 was attained last month by the 
field force of the Equitable Life of 
lowa. 


August paid volume was $9,542,418, a 
gain of $833,621, or 9.57% over August, 
1947. The total paid life insurance for 
the first eight months of the year now 
stands at $74,101,761. Life insurance in 
force was increased during the month 
by $5,988,798. The Equitable Life of 
Iowa now has life insurance in force of 
$956,000,000, having gained $44,500,000 
in this category since January 1. 





Senators Baldwin, Wiley 
To Speak at ALC Meeting 


Senators Raymond E. Baldwin, Con- 
necticut, and Alexander Wiley, Wiscon- 
sin, will address the forty-third annual 
meeting of the American Life Conven- 
tion, which will be held at the Edgewater 
Beach Hotel, Chicago, October 4 to 7 
inclusive. Senator Baldwin will address 
a luncheon meeting sponsored by the 
financial section on October 5. Other 
speakers at the financial section will in- 
clude Frederick H. Allen, partner, Har- 
rison, Ballard & Allen, New York; D. 
J. Russell, vice president, Southern Pa- 
cific Co., San Francisco; W. Wendell 
Reuss, partner M,cLaughlin Reuss & 
Co., New York; James J. O’Leary, Joint 
Investment Research Committee; Frank 
J. Travers, vice president, American 
United Life. 

Among the speakers at the 
session will be Clifford H. Orr, general 
agent, National Life of Vermont, Phila- 
delphia and the Reverend G. G. D. Kil- 
patrick, principal, United heological 
College, Montreal; Bill Cunningham, 
columnist and news commentator; and 
O. J. Lacy, president, California-West- 
ern States Life. 

Other financial section speakers will 
include Robert L. Garner, vice president, 
International Bank for Reconstruction 
and Development; Sherwin C. Badger, 
second vice president and financial secre- 
tary, New England Mutual Life: W. T. 
G. Hackett, economic advisor, Bank of 
Montreal, and Thomas W. Phelps, part- 
ner, Francis I. duPont & Co. 


general 


Named by Cal-Western 


Appointment of Mrs. Stella Gibbs as 
assistant director of education and train- 
ing for California-Western States Life 
has been an- 
nounced. Prior to 
her promotion, 
Mrs. Gibbs was 
agency director 
of the company’s 
women’s division. 
During her period 
of service in this 
capacity, she pro- 
duced the “You, 
Inc. Training 
Manual for Wo- 
men” which was 
subsequently 
adopted as the 
California - West- 

Stella Gibbs ern States Life 
training program 
for all agents. 

Mrs. Gibbs served as an agent for the 
company for twenty years before joining 
the home office staff in 1940. She is 
a permanent member of the company’s 
and is a CLU. In 





“Millionaire” group, 
her new position, she will assist L. C. 
Tallman, director of education and train- 


ing, in administering the company’s 
training program and in future expan- 
sion of that program. She will continue 
to devote a portion of her time to 
consultation with company managers on 
special plans concerning the recruiting 
and rel of women life agents. 


EXPANDS WRITING COURSE 

The writing course developed by The 
Prudential and launched last January 
for the letter-writing personnel of its 
home office has proven so effective that 
the company is making it available to 
some 3,300 field employes, F. Bruce Ger- 
hard, vice president, announced. The 
first class: opened simultaneously in 
Chicago and Dallas this week. These 
will be followed by classes in thirty-five 
other United States and Canadian cities 
selected as training centers. 

Instructions will be given by six espe- 
cially trained members of Prudential’s 
methods division. Traveling in teams 
of two, they will cover the thirty-seven 
training centers in about two and one- 
half months. 
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and are entitled to our sincere thanks. and national levels, are the general Clancy D. Connell, chairaan offile 


Baumann’s Report 


({ 


(Continued from Page 7) 


of our 
deserve 
Again, I 
Mr. 
Cooperation With Other Organizations 
the 
repeated men- 


objectives during this year and 
our enthusiastic commendation. 
urge you to read the story in 
Benson’s report. 

In committee meetings and in 
National 
tion 


Council meeting 
cooperative 
American Life 
Insurance Asso- 
Institute of Life 


been made of our 
with the 
Life 
the 
Insurance and the Life Insurance Agency 
all of 


has 
undertakings 
Convention, the 
ciation of America, 


Management Association, with 


which we work closely in matters of 
mutual interest. This is beneficial to 
our members and to the insuring pub- 


lic. Also in the interest of members and 
policyholders we maintain friendly and, 
when opportunity presents, working re- 
lations with the American Bar Associa- 


tion, the Trust Division of the Ameri- 
can Bankers Association, and others. 
The late George E, Lackey did an out- 
standing job as chairman of our com- 
mittee on relations with attorneys as 
has Paul H. Conway, who has _ long 
served as chairman of our committee 


on relations with trust officers. A new 
committee, created at Boston and known 
as the ee on relations with other 
organizations, has been headed by Trus- 
tee David B. Fi luegelman, who has done 


much toward promoting cooperation 
with the U. S. Chamber of Commerce 
and its local chambers, the American 


Greater Influence Through Increased 
Numbers 

Our national membership today stands 
at 51,972, a gain of 1,154 over the same 
date last. year. At the end of nine 
months of this membership year, we 
are within 1% of the high point of last 
December 31. We reached a new high 
for June 30, the sixth successive one, 
and I am confident that by December 31 
we will have attained a new high figure 
for that date. To Trustee Charles E. 
Cleeton and his associates on the na- 
tional membership committee, I extend 
congratulations. Let us not lose sight 
of the fact that increased numerical 
strength means greater influence in sup- 
port of our objectives. 

To make certain that our association 
renders the best possible service to its 
members and their clients, our commit- 
tee on functions and activities, headed 
by Trustee Carlton W. Cox, consistently 
is studying the functions which an as- 
sociation like ours should perform and is 
which 


examining the activities by we 
carry on those functions. This commit- 
tee has many accomplishments to its 
credit, among them the recommenda- 
tions that a full-time attorney and a 


full-time actuary be added to the head- 
quarters staff. We are greatly indebted 
to Chairman Cox and his able associates 
on that committee. 

Playing their full part in our effort 
to attain all the foregoing objectives are 
the women underwriters of the nation, 
led this year by Mrs. Eunice C. Bush, 
chairman of our committee of women 
underwriters. One of their number this 
past year served as a state president. 
Another was chosen by you as a mem- 


agents and managers of the nation, led 
this year by Bert A, Hedges, chairman 
of our committee of general agents and 
managers. The forward looking pro- 
gram the committee is undertaking to 
develop will be of value to agents, 


agency heads, this association, the com- 
panies and our policyholders. 
Conventions play an important part 


in the informal education of our mem- 
bers and afford us an opportunity to get 
together for a discussion of our objec- 


tives and the transaction of our busi- 
ness. The excellent program which Na- 
tional Program Chairman John D. 
Moynahan and his committee have pre- 
pared for you will receive your en- 
thusiastic commendation. Likewise you 
will be appreciative of the efforts of 


Trustee Charles J. Currie, chairman of 
the committee on convention attend- 
ance, in encouraging you to be present. 
No discussion of NALU conventions 
would be complete without mention of 
the best convention manager in the 
United States, Maxwell L. Hoffman, 
who also serves as our director of field 
service in national headquarters. He has 
given freely of his time and talents to 
make this a smooth running convention. 
With an excellent program, a well or- 
ganized meeting and these marvelous 
underwriters of St. Louis and Missouri 


as hosts, we are assured a great con- 
vention. 
Our past national presidents, headed 


this year by Immediate Past President 
Philip B. Hobbs, are men whose at- 
tendance at meetings is appreciated, 
whose experience is valuable and whose 
counsel in connection with all our prob- 
lems we should always seek. 


committee on resolutions; George Elliott, 
chairman of our committee on creden. 
tials; Robert R. Reno, Jr., chairman of 
our committee on nominations; and FE 
Dale Shepherd, Jr., chairman of oy, 
committee on elections. 

(Editor’s note: The following para. 
graph in President Baumann’s report 
prepared for delivery at the convention 
on Thursday was released before Mr 
Barton’s sudden death in St. Li 
a heart attack on Monday.) 

Last but by no means least in this 
review of NALU activities and the per- 
sonalities who carry them out, | men- 
tion Walter FE. Barton, our treasurer 
and chairman of our finance committee. 
Elected at Philadelphia in 1940, he has 
unstintingly given of his time ‘and tal- 
ents to the service of this association, 
We regret that he declined to stand for 
reelection. We know we may count upon 
his continued interest and counsel. He 
has been a great treasurer; we are 
deeply grateful to him. 

This broad program of activity which 
I have endeavored to unfold to you to- 
day, promoted as it is through the un- 
tiring efforts of our network of commit- 
tee personnel, has had the constant 
guidance throughout the year of our 
Executive Vice President James E. 
Rutherford. I am deeply grateful to Jim 
Rutherford for the encouragement and 
unceasing cooperation that he has given 
this administration. His untiring energy 
and zeal, his long range thinking coupled 
with his sound and practical approach 
to our problems have been of invaluable 
service to our membership. Jim Ruther- 
ford’s excellent leadership and vision at 
National Headquarters have won him 


our 


us from 














Institute of Accountants and its local ber of the nominating committee which Although at times less in the limelight — the praise and confidence of all of us. 
chapters and the National Association of will report at this convention. One is than some of the committees to which It has been a genuine pleasure to 
Credit Men and its local associations. serving on the national program com- the foregoing objectives are assigned, work with you and for you this year. I 
[hese and other chairmen and commit- mittee and countless others have headed our administrative committees are none bespeak for the incoming administration 
tee members engaged in promoting local associations and important local the less important to the work of this your enthusiastic and loyal support as 
friendly and cooperative relations with committees. association. Our sincere thanks are due it undertakes to improve and extend 
other organizations in and out of the Also playing their full part as active Ernest A. Crane, chairman of our com- our services in behalf of members, 
business render a distinct service to us workers in the association at local, state mittee on by-laws; Past President policyholders and our business. 
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COMPLETE BROKERAGE FACILITIES 

All Life, Endowment and Facilities for handling large 

Annuity Plans cases 

Favorable Par and Non-par Civilian Foreign Travel 

rates Coverage 

Standard and Sub-Standard Annuities—Single Premiums 

risks up to $200,000 Oursisnotthelargest 


Prompt and efficient Service 


INSURANCE IN FORCE 


1,095 MILLION DOLLARS 


(Including Deferred Annuities) 


ASSETS 


398 MILLION DOLLARS 


THE 


MANUFACTURER 


INSURANCE , Li 


HEAD OFFICE . 


FE COMPANY 


TORONTO, CANADA 


of American life insur- 

ance companies. It is not : 
the oldest, either. But, some- % 
how, even without those firsts, 

we think it has much to offer. 
Our men in the field—they’re a 
happy, prosperous gang — have 
summed it up in the words: “Small 
enough to be big!” 

Factually, we're ninth oldestamong 
American life companies. But we 
reach our 100th year driven by a 
young, progressive spirit that belies 
our age. This year, as last, our 
business forges forward... and 
most important, our biggest gains 
are still in friendly service! 
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Hostetter, Wasson, McKeon Speak 


At Women Underwriters’ Session 


At the women underw riters’ session at 
onvention of the National Associa- 
Life Underwriters in St. Louis 
Massachu- 
spoke on 


the c 
tion of 
this week Mary Hostetter, 


setts Mutual, Indianapolis, 


“Selling Dollars for Future Delivery”; 
Norma Wasson, Phoenix Mutual, Kansé 1S 
City, discussed “Thanks Dame Fortune”; 


and Mary C. McKeon, The Prudential, 
Arlington, N. J., had for her topic “The 
Little Things in Life.” 


Mary Hostetter Talk 


Marv Hostetter, who pointed out that 
she sells twice aS many women as men, 
said tl at she has found out from her 
experience that women like a simple _ 
gram. Also if women are satisfied, they 
rebuy and tell others; and like all sat- 
isfied policyowners, they are the best 
boost rs. 

One important aspect of making a sale, 
Miss Hostetter said, is to be a good 


listener to policyowners. “It pays to 
hear their stories about their homes, 
hobbies, travels, and interests,” she said. 


“IT have no sales talk because every 
case is different. With women especial- 
ly, it is best not to be too technical. It 
is important to have sufficient knowledge 
to control the interview and to know 
more about the subject than the pros- 
pect, but keep it simple. 


“Service is the keynote. Welcome or- 
phan policyowners. They know the com- 
pany and often start new plans or other 
members of the family will. A $1,000 
matured endowment service call resulted 
in $1,800 new annual premium and an 
immediate annuity. I do not expect to 
sell all I contact, but I do expect to 
make a friend and often the call. comes 
long after the original service. Selling 
is a constant building process. 


“With an optimistic mental attitude we 
must make the most of every opportu- 
nity. The fundamental instinct for per- 
sonal security and independence, is why 
life insurance companies exist. And with 
friendly indirect methods, centers of in- 
fluence, and_ satisfied policyowners, no 
profession is better than ours, that 
of selling dollars for future delivery.” 
Remarks 


Norma Wasson’s 


“Personality is an intangible some- 
thing,” Miss Wasson said, “but we know 
there are certain definable personality 
traits that are almost indispensible in 
successful selling. First is skill in getting 
along with others. A recent survey 
claims that the single ability most essen- 
tial to success is the ability to get along 
with people. In this particular phase our 
feminine heritage and our feminine 
training serves us well. 

“In addition to early training, there is 
in most. women an inherent quality of 
diplomacy, a desire for harmony in hu- 
man relationships. This manifests itself 
in the ability to handle many situations 
with a minimum of friction. Because of 
it we are often able to skilifully guide 
our clients to positive decisions. We 
waken in others the same attitude we 
hold toward them, and our sincerity as 
well as our kind and cheerful words will 
keep clients as well as make them. 


“As underwriters we shall suffer both 
glee and gloom, dole and delight. If we 
use these means to ripen our minds, if 
we use every experience as a stepping 
Stone, every sensation as a new point 
of view, this is true wisdom. When our 
lessons are learned we can say we will 
be real women as well as real under- 
writers.” 


Mary C. McKeon on Little Things 


Miss McKeon, who entered the insur- 
ance business late in 1946 with The Pru- 
dential, said that all during the com- 
pany’s training course she worried about 
how she would ever get herself across a 


prospect's threshold. “5 yt sure I knew 
a lot ir so- called ‘Grade prospects,” 
she said, “but I felt I reer some magic 
formula to give me the courage to ap- 
proach them on their problems of secur- 
ity. Suddenly the answer came. I was 
referred to a doctor who wanted to set 
up an educational program for his two 
sons. This gave me the cue, and un- 
knowingly these two youngsters founded 
‘My Stork Club,’ which was soon - 
to boast of a flock of small fry and z 
number of fathers as honorary mem- 
bers. 

“The Prudential Baby Book became 
my ‘bell-ringer and door-opener.’ I real- 
ized that I wasn’t ready to tackle big 
programs or big prospects, so I stuck 
to the little ones—the babies, whose 
mothers I could chat with freely about 
bottles and formulas, and whose dads I 
could tease a bit about putting Johnny 
out to work. Once in the home, I find 
it comparatively simple to shift the focus 
of attention from the child’s to the fa- 
ther’s insurance needs, especially since 
the completion of a juvenile application 
gives me exactly the information I 
want regarding dad’s policies. I try to 
plant a few seeds of thought for pop 
to mull over concerning mama’s emer- 
gency bank account, and when I go back 
with the baby’s policy I bring along a 
chart to show dad how junior’s arrival 
has increased his Social Security and 
what additional savings are required to 
keep the wolf away from the door. This 
technique doesn’t always work, but in 
many cases it has and has resulted in 
sizable policies on people whom I would 
never have been able to approach had 
there not been a new baby in the fam- 
ily.’ 


Robert Dechert CLU Dinner Speaker 


The American College and American 
Society of Chartered Life Underwriters 
held a joint dinner Thursday night at 
St. Louis in connection with the con- 
ferment exercises at which the speaker 
was Robert Dechert of Philadelphia, 
counsel for American College and the 
American Institute for Property and 
Liability Underwriters, Inc. Mr. Dechert 
discussed the place of the American 
College and the Society of CLU in the 
life insurance business, touching on the 
effect of recent changes in the Revenue 
Act. 

“The abolition in the 1942 Revenue 
Act of the specific exemption for life 
insurance under the Federal estate tax 
law, and the merging of that exemption 
into the general exemption, was clearly 
a reversal of the trend to encourage 
everyone to carry a reasonable amount 
of life insurance upon his own respon- 
sibility,” said Mr. Dechert. 

“Another blow upon the position of 
life insurance under the Federal estate 
tax law came from the adoption of the 
principle that a man’s estate could be 
taxed at his death upon the death bene- 
fit of insurance policies over which he, 
for years before his death, had enjoyed 
no measure of ownership or control 
whatsoever. This result, of course, came 
zbout from the provisions incorporated 
into the 1942 Revenue Act under which 
the Federal estate tax applies, not only 
to policies of which the insured had 
some incident of ownership at the time 
of his death, but also to other policies 
where there was no such incident of 
ownership if the insured himself had 
paid the premiums. 


An Unfavorable Position 


“Life insurance occupies a uniquely 
unfavorable position under the Federal 












Lows THE SUN 
, the Sun Life 


lini iia 


estate tax law at the present time, as a 
result of the existence of the alternative 
tests of control or premium payment as 
the measure of taxability. 


“In recent years, the Treasury De- 
partment and some of the courts have 
further tended to place some life insur- 
ance policies in an unfavorable position 
under the Federal estate tax law by 
making sweeping statements that all 
payment of premiums under life insur- 
ance policies may be considered as acts 
done in contemplation of death, merely 
because the payment is made under a 
contract called ‘life insurance.’ If the 
modern policy of life insurance were 
in fact merely a yearly renewable term 
policy of ‘death insurance,’ with a con- 
stantly increasing premium rate, there 
might be some justification for this 
position. The premium which I pay for 
burglary insurance is designed solely to 
protect me against the risk of being 
burglarized, and the payment therefore 
may be said to be made ‘in contempla- 
tion of burglary.’ I deny, however, that 
in all fairness it can be said that death 
is the dominant thought of the person 
who today takes out a policy of life 
insurance issued under the level pre- 
mium plan. 


“In my example of premium payment 
under policies of burglary insurance my 
annual premium would presumably re- 
main constant throughout life, since I 
imagine that increasing age of my home 
or increasing enfeeblement of myself 
would not be deemed by the burglary 
insurance company as sufficient causes 
to increase their rates. However, the 
policy of life insurance is issued in con- 
nection with a risk which each year 
grows appreciably greater. If the policy 
were purely ‘death insurance,’ then the 
premium rate would naturally have to 
increase each year, as in the case of 
the yearly renewable term policy which 
I mentioned. The situation created by 
the fact that the life insurance pre- 
mium under such a plan would grow 
to impossible size at the very time when 
the risk of slipping over the brink into 
eternity became greatest, made neces- 
sary the adoption of such a plan as the 
level premium system invented by our 
wise forebearers in the life imsurance 
business. Under that system the ever 
increasing reserves are in essence pooled 
lifetime savings of many millions of 
policyowners. If death comes, the fund 
is available for payment of the death 
benefit, but in the meantime, through 
the medium of options available during 
life, those values operate as a safety 
factor for millions of Americans. 


Holds Conclusions Wrong 


“Obviously it would be foolish to as- 
sert that protection against the risk of 
death is not to some extent involved in 
almost every purchase of life insurance. 
However, a mere recognition of the ex- 
istence of a risk as something to con- 
sider in the plan for one’s life does not 
mean that the risk itself is a dominant 
factor. In my judgment, the officials 
and courts who have advanced the 
proposition that the purchase or assign- 
ment of a life insurance policy is an 
act which is essentially testamentary in 
character are wrong. The young doctor 
who goes into industrial medicine auto- 
matically receives protection against 
various risks which corporations today 
are furnishing as a matter of course. If 
he elects to follow the historic course 
of private practice, and in so doing tries 
to put himself and his family on a basis 
comparable with his brother in industry 
by taking out life insurance, it seems 
a sad state of affairs to say that he 
is acting ‘in contemplation of death.’ 
Foresight and self-help become twisted 
into timorousness! It is hard to recon- 
cile holdings of contemplation of death 
under such circumstances with the 1948 
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eAlan Wiley sat alone in his small study. The 
shade of the old student lamp on the desk sent out a 
green light that touched up his graying hair and seemed 
to put an extra tint of age on his face. He finished 
writing and then sat back, as if to contemplate the figures 
from a distance. “That looks about right,” he said to himself. 
“That’s a good insurance program for Bill Brown.” 


Allan lit his pipe and looked thoughtfully at the 
old student lamp. He could almost hear young Tom Duncan 
making a bashful speech the night he had come to Allan’s 
home and had given him that lamp. “I want you to have it, 
Mr. Wiley,” he said. “Dad used this lamp when he was 
in college, you know. And I kept it all through college, too. 
Now that I’m finished, I want you to take it. Dad said so.” 


Allan rubbed his chin. ‘““Your Dad said so?” 


“Yes, sir. He left a letter for me to open when I 
finished school. It was a swell letter. Then he put a P.S. on 
the letter and said—well, here, I'll read it.” 


The postscript said, “By the way, look up old 
Allan Wiley, the New York Life agent in town. He got me 
to take out the insurance that was to put you through college 
in case I died ahead of schedule. If that old student lamp of 
mine is still around, give him that (he always liked it!) and tell 
him that’s to remind him to keep helping kids go to college.” 


Allan looked at the lamp fondly and then back at 
the paper on his desk. “I hope Bill Brown doesn’t need this 
insurance to see his boy through school. But we'll all feel 
better knowing he has it.” 


Allan put out the light and went out into the living- 
room. His wife looked up. “It’s about time you quit work 
for the day,” she said. ‘‘But I’ve said that before, haven’t 1?” 
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Joins Columbus Mutual 


BILLET 


CLARENCE W. 


Clarence W. Billet of Athens, Ohio, 
has been appointed agency assistant for 
Mutual Life according to an 
uncement by Ben F. Hadley, su- 


Appointment of 


Columbus 
ann 
perintendent of agents. 
Mr. Billet is 
Columbus Mutual's plans for the train- 


part of an expansion in 


ing and education of its agents. 

Mr. Billet will assist in the develop- 
ment of a series of meetings and schools 
to be inaugurated this fall. He is a 
graduate of Ohio University and has had 

ight and a half years of life insurance 
aneatiaain much of which has involved 


the training and development of new 
men. Mr. Billet started in the insur- 
ance business with the Prudential as 
an agent, becoming assistant super- 
intendent, supervising a staff of men. 
He spent two and a half years with 
Equitable Life of Iowa, for two years 


associated with Mr. 
manager in Athens. 


of which he was 
Hadley as district 


E. W. eiiase , Talk 


(Continued from Page 10) 


and found it was a 
or they thought 
not realizing it 


20-vear endowment 
20-year payment life; 
they had cash values 
was term insurance. 
“Were you ever in the position of 
having to disillusion a widow as to the 
benefits provided in her husband’s poli- 


cies?” said Mr, Craig. “If you have 
been, you need no other comment. But 
if you have not, take warning. This is 

sad duty indeed. Doubly sad, because 
you may have worked hard on that 
case over a _ x time and satisfied the 
policyholder himself, only to have those 
efforts go to naught because nothing 


had 


been said to the 


ever woman to 
whom the policy proceeds were to be 
paid. How much better if we could 
make it a point as we go along to have 





our clients bring their major benefici- 
aries into the discussions, to make cer- 
tain they know just what the poli- 
cies are, just what they are going to 
do. We can’t do it in every case, I 
know, but we can try. This will help us 
guard against future situations and, 
incidentally, it will provide an addi- 
tional strong safeguard against lapse 
in times of temporary stress. 

“Have you ever had a_ policyholder, 


and particularly a new one, make a 
caustic remark to you concerning a 
trick approach by some competing agent 
which annoyed or — ted that poli- 
cyholder? And, if that ever happened, 
did you ceniadietety put yourself 


through the third degree to see if you 
had ever been guilty of such infraction 
of the rules of good public relations? 
There is nothing the public resents so 








HEARD On The WAY 











Teachenor, Jr., agent Kansas 
City Life, and one of most successful 
agents, was featured in the letters and 
pictures to editorial department of Look 
Magazine recently. Looking outside of 
his window he saw Robert S. Vander- 
ford. Vanderford was weatherproofing 
the building. Teachenor opened the 
window; suggested the weather-proofer 
would be happier if he were insured. He 
pulled out an application for a policy; 
Vanderford reached inside and signed it. 
Look printed a picture of the consum- 
mation of the sale. 


Dix 


Le Tribune des Assurances of Paris 
has been wanting for some time to tell 
something about the Metropolitan Life 
as the largest life insurance company 
in the world, and its importance to the 
world, and it did so for a number of 
columns in its issue of August 20. The 
editors based the story on the seventy- 


fifth anniversary of the company, using 
figures of the company from that oc- 
casion. 
Uncle Francis. 
JOHN A. CAREY DIES 
John A. Carey, assistant vice presi- 


dent, Church Life Insurance Corp., died 
recently at age 50. He had been asso- 
ciated with the company since 1928. 





much as the trick approach, or the high 
pressure attack. Just be sure that you 
have banished the trick selling approach 
from your own program. When each 
of us has done this, then it is wiped 
out of our business. 

“Did you ever have to give the better 
part of a forenoon trying to pacify an 
irate applicant whose policy, long de- 
layed, had not come through? He may 
have been one of your toughest sales 
jobs, but once sold, he wants his policy 
right now. Pride and fear are involved, 

. gnawing and growing fear, increas- 
ing with each day’s delay, that per- 
haps he didn’t pass the examination. 
This is another fairly widely held field 
of irritation. And it is something you 
can help eliminate. First, you can make 
certain that none of the delay is 
through fault of yours, that all the pa- 
pers, properly and completely filled and 
signed were promptly mailed. Then, you 
can help the situation by keeping your 
client fully informed if any delay does 
develop, and put the client to work co- 
operating with you to expedite the 
transaction. Above all, don’t let the 
client just hang in suspense. Once a 
delay develops, keep in touch with him 
constantly, if only to commiserate with 
him over the delay! 

“Have you encountered a veteran who 
blames a life insurance agent and the 
life insurance business because he lapsed 
his National Service Life Insurance to 
replace it with protection issued by a 
regular company? If you have, you 
were never in the presence of a more 
critical need for service, nor a more 
important threat to public approval. Ad- 
vice to veterans is still a great field for 
service.” 


HERMAN REINIS 
Brooklyn General Agent 
The Manhattan Life 


(Founded 1850) 
50 Court St. MAin 4-7951-2-3 
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Joins Columbian National 





KENNETH C. 


PENWELL 


Columbian National Life of Boston 
has announced the appointment of 
Frederick M. Smail as home office 
Group representative in the New York 
area, and of Kenneth C. Penwell as 
home office Group representative for 
the New England region. 

Mr. Smail is a former captain in the 
combat engineers, with foreign service 
in the European Theatre of Operations. 
A member of the Columbian National 
is. staff since 1945, he has been en- 


gaged in Group s sales-service work in 
Siew England, New York, and New 
Jersey. 


Mr. Penwell has been associated with 
Group sales work since 1930 when he 
joined the Prudential as territorial 
Group representative in St. Louis. In 
1943, he became manager in Boston for 
the John Hancock, and more recently 
has served as manager for western New 
England for that company. 

Mr. Smail will set up a new sales- 
service office in New York’s financial 
district. Mr. Penwell will operate from 
the Group offices in Boston. 


CLU Dinner 


(Continued from Page 25) 


decision of the Tax Court of the United 
States, holding that a man of 90 did 
not act in contemplation of death when 
he gave away in 1939 $175,000 worth of 


property out of his total holdings of 
$225,000. It is true that in that case 
(Estate of Oliver Johnson, deceased, 
Alla J. Ross, executrix, v. Commis- 
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An Agency conscious company, with a rate book full of 
complete coverage including non-medical juvenile con- 
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sioner, 10 TC — [No. 90], decided April 
23, 1948) the testimony showed that the 
90-year- old gentleman involved therein 
was an expert at pitching horseshoes, 
working at a lathe, and performing such 
acrobatics as clicking his heels three 
times in one leap from the ground. How- 
ever, the incongruity between the deci- 
sion in that case and in the other situ- 
ations to which I have referred is ap- 
parent. 

“However, in spite of the legislative 
and judicial discouragements which to 
some extent have been put in the way 
of life insurance, it is today the best 
(and in many cases almost the only) 
way in which an individual can_ build 
up an estate. The challenge and respon- 
sibility which comes to us, as life insur- 
ance representatives, from that fact 1s 
very great. 

“T have recently had occasion to re- 
read much of the testimony before the 
Temporary National Economic Commit- 
tee in Washington on the subject of life 
insurance. There is no doubt that at that 
time there were some people in promi- 
nent positions who would have been 
glad to have found that life insurance 
under the management of individual 
citizens had failed to measure up to its 
responsibilities. Any findings of major 
failures in that réspect might well have 
produced drastic changes in our Ameri- 
can economy, in the wake of legislative 
action taken with respect to the life 
insurance business and the management 
of the assets which constitute the pooled 
reserves of the millions of policyowners. 
The integrity of life insurance manage- 
ment shone forth as a result of the 
TNEC hearings. Life insurance, apart 
from the extraordinary risks involved 
in military services in times of war oF 
threatened war, continues to stand as 
a bulwark of American self- reliance and 
private enterprise.” 
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Family Protection Provision Rider BERKSHIRE IFE INSURANCE C 


Massachusetts Mutual has announced 
that, effective immediately, its new fam- 
ily protection provision rider may be 
attached to policies when issued. This 
will provide for the payment of monthly 
income from the death of the insured 
within the ten, fifteen or twenty years 
covered by the rider, to the end of the 
family protection period. At the con- 
clusion of the family protection period 
the rider becomes void. The income pay- 
ments under the rider do not include 
any pr ceeds from the basic policy and 
the bas ic policy proceeds may be paid 
in a single sum without affecting the 
rider income payable. Income payments 
under the family protection provision 
may be commuted, if authority is 
eranted by the insured, 


Income payable under the provision 
will be either $10 or $15 per $1,000 of 
the sum insured in the basic policy, 
whichever is applied for. These income 
payments will not be increased by divi- 
dends or reduced by indebtedness on 
the basic policy, The terminal date of 
the rider provision will be the tenth, 
fifteenth or twentieth anniversary of 
the basic policy, as may be elected. 

Premiums under the rider will be 


completed before the expiration of the 
family protection period, as follows: 


Family Protection No. Premiums 
Period Payable 
10 Year Plan 
15 Year Plan 12 
20 Year Plan 16 


After premiums for the family pro- 
tection period are completed, the pre- 
mium payments reduce to those payable 
under the basic policy. 


Without medical examination, family 
protection provision coverage may be 
converted to any life, endowment or 
retirement income policy the company 
issues at the time of conversion (except 
single premium) not to exceed 75% of 
the commuted value at time of conver- 
sion of the benefit then insured under 
the provision. The new policy will bear 
the conversion date. The premium will 
be that for the then attained age. The 
conversion privilege expires at the end 
of the seventh policy year on the ten- 
year plan, the tenth policy year on the 





W. H. Mileham’s New Post 


Penn Mutual Life has announced the 
appointment of Walter H. Mileham as 
auditor and budget officer. He has been 
with the company since 1933. A _ grad- 
uate of Temple University, Mr. Mileham 
had public accounting experience before 
he joined the company’s secretary’s de- 
partment, later joining the internal audit 
and then the general accounting in the 
comptroller’s department. Two years 
ago he was made assistant auditor. He 
is on the program committee of the In- 
stitute of Internal Auditors. 


MANAGER FOR GREAT-WEST 

J. Wilfrid Simmie has been appointed 
manager of the Windsor, Ontario, 
branch of the Great-West Life. He suc- 
ceeds F. O. Stibbard who becomes dis- 
trict manager at Chatham, Ontario. Mr. 
Simmie served the company previously 
at Winnipeg, Manitoba, and Kingston, 
Ontario. 


M. H. CLYMER PROMOTED 


te H. Clymer, assistant manager 
The Prudential’s district office No. 1 
: ie Ohio, has been promoted to 
ibis and assigned to Cleveland No. 
6. He replaces William H. Hampton 
who is being transferred to Canton to 
fill the vacancy caused by the retirement 
of one of The Prudential’s veteran dis- 
trict managers, Vernon B. Fridley. 


Massachusetts Mutual Issues New PLANNED SERVICE for brokers 





- The S. S. WOLFSON AGENCY 


of Pittsfield, Mass 

fifteen-year plan, and the twelfth policy 17 Fast 42nd St.. N. Y. 17 MUrray Hill 2-3030 
year on the twenty-year plan. Except 
with company consent, conversions will 
not include any disability provision. Dinner to Sir Frank Morgan Gre Joins Ohio State 

Dividends on the basic policy will not 88 
be affected by attaching the rider. 

The rider does not affect the amount 
or form of nonforfeiture benefits under 
the basic policy. If the paid-up or ex- 
tended term provision of the basic pol- ‘SUrance | ? : 
icy becomes operative, this will void the him a dinner on September 17 which ‘faculty member Professor Gregg will 
family protection provision. will be attended by many of the leading  Jecture in property, casualty and life 

The new rider is available at ages insurance men of Cana ida and directors insurance. He will ‘also cooperate with 
20-55 on the ten-year, 20-50 on the fit- of insurance companies. William M. An- ‘asmiatsie cadakial sts in a progra my 
teen-year, and 20-45 on the twenty-year ‘erson, president of the CLIOA, and PPE the usefulness oi Ohio. St: a 
plan. Regular non-medical limits are ap- President of North American Life, will University to such interests in Ohio ad 
plicable to the basic policy with the preside. elsewhere. . 
rider attached. The provision will be Before his present connection Mr. 


considered for applicants ratable not NEW CORPUS CHRISTI AGENCY Gregg taught at the University of Min- 

















































Sir Frank Morgan, general manager Davis W. Gregg, well known in in- 
. Dp aia te baer ra Sy 
of Prudential Assurance of Great Brit surance educational circles, has been 
ain, is now in Canada and will visit the 
United States. The Canadian Life In- ‘ Ae OSTA a 
Officers Association is giving State University’s insurance staff. As a 


appointed assistant professor on Ohio 


higher than 150% extra mortality. If pre- Jeff Fraley, Dallas, has been nemed _nesota and, for a time, was connected 
mium charged for the family protection manager of a new agency being opened with the Aetna Casualty & Surety in 
provision includes a charge for a sub- in Corpus Christi, Texas, by Equiteble Hartford and Dallas. During the war he 


standard risk and the rider is converted Life Assurance Society. His territory served in the Navy as commanding offi- 
to permanent insurance, the premium will cover twenty-six counties from cer of convoy escort vessels. He is 
for the new policy will require a com- Corpus Christi south including the Rio member of the American Association of 
parable rating. Grande Valley. University Teachers of Insurance. 














HOW MUCH IS "ENOUGH"? 


Never a static figure . . . “enough” financial security varies 
many times in the span of a man’s responsibility to himself 
and his family. Today, the cycle of change is so rapid, and 
the influencing factors so many that it is difficult for an 


individual to keep his future in focus. 


To the skilled underwriter this is a challenge. He must help 
his clients to visualize their responsibilities and to plan for 


them with an adequate, balanced program. 


It seems significant “enough” that 81% of Fidelity’s foremost 
underwriters now report continuous use of Fidelity Personal 


Estate Plans . . . Fidelity’s aid to careful estate engineering. 
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ALEXANDER E. 


Patterson, 





PATTERSON 


Alexander E president of 








Mutual Life of New York, whose unex- 
pected death this week greatly shocked 
the business, was dynamic figure of 


apparently inexhaustible spirit who paid 
littie attention to office hours. His 
great vitality and extraordinary interest 
in and knowledge of people built up for 
Until 


insurance 


him an unusually large following. 


he came to the Mutual his 
devoted to 


energies were exclusively 


production. He was fortunate in being 


closely associated with men of large, 
broad interests at all stages of his ca- 
reer, beginning with Edward A. Woods 
and including Frank H. Davis, John A. 


Douglas. He 
was stimulated by all of them and they 


Stevenson and Lewis W. 


in turn were attracted to him. 


Mr. Patterson € 


and qualities which were 


abilities 





displayed 
developed as 
fitted him 
Mutual 


handled, 


he held later posts and which 


for the administrative duties at 
Life which he so successfully 
first as vice president in charge of in- 


surance operations, then as executive 


vice president and finally as president 
accepted new re- 
adaptability 


of that company. He 


sponsibilities with great 


during his entire insurance career. His 


death is a real loss to life insurance. 


CONFERENCE 


e marked success of the 


HEMISPHERIC 
In view of th 
First Hemispheric Conference which was 
New York City 
hoped that the 


held two years ago in 
it is sincerely to be 
Confer- 
Octo- 


»f bene- 


Insurance 
Mexico City, 


Second Hemispheric 


ence, scheduled for 


ber 25-30, will be as productive « 
J 
Such 


ficial results. gatherings advance 


not only business relations between in- 


surance interests of the various coun- 


tries in North and South America but 


what is far more important lead to a 
better understanding of human _ rela- 
tions. Through personal conferences 


such as made possible by these meetings 
difficult of 
solution when the participants are thou- 


many problems that appear 


apart often are resolved 
with satisfaction all 


sands of miles 

much more easily 

around, 
John A. 


Insurance Co. of 


Diemand, president of the 
North America and 
the Permanent Commit- 
these conferences, re- 


chairman of 
tee to arrange 


ported to the United States Cham- 
ber of © New 
York City last week that plans for che 
Mexico City are well ad- 
that 
between fifty and one 


ymmerce meeting in 
gatherings 


vanced. Present indications are 
there will be 
hundred insurance men attending from 
the United States. This shows real in- 
terest on the part of the insurance in- 
Practically every 


Hemisphere 


dustry in this country. 
Western 
insurers has 


country in the 


which has_ private indi- 
cated it will have a delegation at- Mexico 
City. There will be about fifty Mexican 
insurance from 
Cuba, 


gentina, four 


leaders present, twenty 


twelve from Brazil, five from Ar- 
Chile and one or 
Colombia, 
Honduras, Pan- 

Uruguay and 
there 


from 


more from Bolivia, Canada, 


Ecuador, El Salvador, 


ama, Nicaragua, Peru, 


Venezuela. At this conference 
will be five scheduled formal addresses 
and also several separate informal dis- 
dealing with property 


cussion groups 


insurance, casualty coverage, personal 


insurance and fidelity and surety. 

Strongly urging support for this con- 
ference Mr. Diemand told the Chamber 
of Commerce meeting last week: 

The original idea behind the promo- 
tion of the First Hemispheric Insur- 
ance Conference was to demonstrate the 
vitality of private enterprise and to 
develop a more progressive outlook 
among the private insurance companies 
in the face of socialistic tendencies evi- 
denced in other parts of the world. The 
conferences provide an opportunity for 
those interested in all kinds of insur- 
ance to get together and become per- 
sonally acquainted, exchange ideas, and 
v4 discuss mutual problems. I cannot 

hink of a better contribution which we 
can make toward guaranteeing interna- 
tional harmony and world peace. I only 
wish it were practicable to make these 
conferences world-wide instead of hemi- 
spheric, but that may come sometime 
in the ,future. 





Edward P. Liebel, vice president of the 
Buffalo Fire Office, Inc., prominent local 
agency in Buffalo, N. Y., on September 
7 celebrated his fiftieth anniversary in 
insurance. He started at the age of 16 
in the old Buffalo insurance firm of 
Williams & Mitchell and for forty years 
has been associated with the Buffalo 
Fire Office, Inc. Fred H. Rice is presi- 
dent of the agency. Mr. Liebel received 
a gold watch from his office associates. 

* * 


Gordon C, English has been appointed 
secretary in Canada for the London As- 
with Geoffrey Robinson fire 


surance, 
manager. 
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ALEXANDER HURRY 


Alex Hurry, manager in Canada for 
the Northern Assurance and affiliated 
companies for twenty-five years, will re- 
tire on October 1. He will be succeeded 
by James Young, who has been deputy 
manager since the beginning of the 
year. Mr. Young has been affiliated with 
the Northern for twenty-eight years and 
has been assistant manager for Canada 
for two years. 

cok -%* 


William J. Farber, who years ago was 
an agent in Syracuse, N. Y., and active 
in the New York State Association of 
Insurance Agents, has been appointed 
secretary of the Louisiana Insurance 
Commission, according to an announce- 
ment by Wade O. Martin, Jr., chairman. 
Mr. Farber has been vice president of 
the insurance firm of Parkerson & 
Farber, Inc., Lafayette, La., since 1941. 
Prior to that he served for five years 
as actuary and assistant secretary of 
the Louisiana Casualty & Surety Rating 
Commission. 

* * x 


Edward D. Field, vice president, Na- 


tional Life of Vermont, has been 
granted a leave of absence from his 
duties until the annual meeting ‘of the 


company next January. Mr. Field, who 
marked his fiftieth anniversary with the 
company last year, has recently been 
ill and it is on that account that the 
leave of absence has been granted, in 
the hope that relief from responsibility 
will aid in his recovery. 

ce * 


Hurd J. Crain, general agent for 
Penn Mutual Life at Atlanta, Ga., has 
been elected to the board of the Atlanta 
Sales Executives Club and was named 
chairman of the fellowship committee 
of that same group. At the annual 
meeting of the Atlanta Life Managers 
Club, Mr. Crain was elected president 
of that organization, 

+ = o* 


Kenneth C. Tietgen has joined Mar- 


kin’s Agency, Inc., Rochester, N. Y., 
as assistant vice president in charge 
of underwriting. 

* * x 
Milton A. Link, manager for Bank- 
ers Life of Des Moines at Seattle, 


served as chairman of the committee for 

the Grand Chapter Ball at the National 

convention of Sigma Chi fraternity held 

recently in Seattle. Mr. Link is vice 

oe of the Seattle Alumni of Sigma 
i 








Sir James Dyer Simpson, chief gen- 
eral manager of the Royal and Liver- 
pool & London & Globe, arrived from 
England Sunday, September 12, on the 
Parthia for a short visit in the United 


States. The following day, September 
13, C. S. Trustam, general manager 
of the companies, arrived on the 
Queen Mary. Mr. Trustam likewise 


plans a short visit in the United States 
before returning to Great Britain. 
* * * 

Jesse W. Randall, president, Travelers 
Insurance Cos., who is serving as presi- 
dent of the Hartford Community Chest, 
addressed a luncheon meeting of thirty 
Hartford business and civic leaders at 
the Bond Hotel last week. He decried 
the “pocket-money” type of contribu- 
tions among industrial workers and 
urged employers to introduce payroll de- 
duction programs to enable workers to 
make small but regular contributions to 
the Community Chest every payday, 

a 

Roy Duffus, Rochester, N. Y., presi- 
dent of the New York State Associa- 
tion of Insurance Agents, has returned 
from Winston-Salem, N.C., where he 
watched his son pitch for Cardinal team 
there. He then started on a busy sched- 
ule of association activity. On Septem- 
ber 11, he left Rochester for a week of 
New York State agency regional meet- 
ings and September 19, he will leave 
for Bedford, Pa., to address the annual 
meeting of the P ennsylvz ania Association 
of Insurance Agents September 19-20. 
He will then attend the meeting of 
the National Association of Insurance 
Agents at Chicago, October 4-6 and 
there will follow another series of re- 
gional meetings in New York State. 

: + - = 

Dean M. Kerr, former chief examiner 
in the Ohio State Division of Insurance, 
has joined the Farm Bureau insurance 


group, Columbus, Ohio, according to 
Murray D. Lincoln, president of the 
three companies. Mr, Kerr resigned his 


position in the State Insurance Division 
effective September 15, after serving as 
chief examiner since January 1, 1947. 
His new position is that of policyholder 
relations consultant. His work will be in 
the fields of policyholder education and 
public relations. 
i a 


Ronald Shaw-Kennedy of London, 
England, assistant to the secretary, Em- 
ployers’ Liability Assurance Corp., Ltd., 
has arrived via the British Overseas 
Airways Corporation for his annual visit 
to the Employers’ Liability executive 
offices and branches in this country, He 
expects to be here for the next two 
months. 

* ae oe 


E. J. Steger of Equitable Society’s 
C, A. Cook agency, Washington, DG, 
recently was on radio station WARL as 
a result of a safety award he won for 
careful driving. Mr. Steger has driven 
over 400,000 miles without an accident. 

* * x 


Hubert I. Siddall, New York Life, Or- 
lando, Fla., was recently elected a direc- 
tor of the Junior Chamber of Commerce 
of Orlando. 


* * * 


Calvin J. Frey, manager of the Erie, 
Pa., office of Mutual Life of New York, 
has been appointed chairman of the 
men’s division of the 1948 Erie Com- 
munity Chest Campaign. It will be 
his fifteenth campaign and third suc- 
cessive year he has headed the men’s 
unit. 

ms ie Ea 


George Harper, vice president, Bank- 
ers Life Co., has been elected vice pres- 
ident of the Iowa State College Alumni 
Association. 
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How U. S. Got Federal Deposit 
Insurance Corp. Idea 

When it was published the other day 
that Federal Deposit Insurance 
Corp. had finished paying off its $289,- 
000,000 debt, the payment being com- 
pletely made in a twelve months period, 
it recalled how the Washington admin- 
istration got the idea for this corpora- 
tion. The facts are given to me by H. J. 
Lofgren, 115 Broadway, formerly vice 
president and treasurer of the old Na- 
tional Surety Co., and now a financial 
consultant. In commenting on FDI Corp. 
Mr. Lofgren said: 

“The newspaper stories that the Fed- 
eral Deposit Insurance Corp. has re- 
paid its entire capital to its sole stock- 
holder—the United States of America— 
brings to mind the days of depository 
bonds issued by surety companies. 

“T recall vividly, the time some fifteen 
years ago, when, as chiarman of the 
National Surety Co., William B. Joyce 
urged upon President-elect Franklin D. 
Roosevelt, then residing in Hyde Park, 
the adoption of a plan to insure all de- 
posits through a Government controlled 
agency. When Mr. Roosevelt subse- 
quently became President, this resulted 
in the organization of the Federal De- 
posit Insurance Corp., capitalized with 
Government funds, which capital has 
now been fully repaid, leaving the FDI 
Corp. one of the largest insurance com- 
panies in the world, operating entirely 
out of earnings. 

“Prior to the organization of the FDI 
Corp., the surety companies were pro- 
viding protection for a limited few who 
had a fiduciary relationship to certain 
bank accounts including states, counties 
and cities. I recall particularly the diffi- 
culties encountered when so many Penn- 
sylvania banks failed. Mr. Joyce, then 
chairman of the National Surety Co., 
was called upon by Governor Pinchot 
to make payment covering huge state 
deposits in failed Pennsylvania banks 
without benefit of subrogation, treating 
the surety bonds the state held, as in- 
surance policies. These, and many sim- 
ilar experiences, convinced Mr. Joyce 
that the insurance of deposits, affecting 
as it does the financial welfare of every 
man, woman and child in the country 
was obviously a function of Government 
and no one was so pleased as Mr. Joyce, 
when President Roosevelt and the Con- 
gress, recognizing the wisdom of Mr. 
Joyce’s suggestion, provided this vital 
link in the banking system—the FDI 
Corp., providing a broad and universal 
depository coverage. 

“It is interesting to note that in the 
relatively short period of fourteen years, 
an insurance plan of such magnitude, 
involving as it does, one hundred and 
sixty billion dollars and covering the 
funds of ninety million persons, has not 
only been successfully established, but 
that it has now refunded the entire 
capital to its sole stockholder.” 
Although still a Government agency 
the FDI Corp. is now financed entirely 


the 














by the 13,500 banks whose deposits it 
insures. A total of $160 billion deposited 
by 90 million persons is insured. 


In a press conference Chairman Maple 
T. Harl of FDI said the success of the 
corporation proves that free enterprise 
is not dying, 

“We hold that the American system 
of free enterprise banking, with Federal 
and state authority sharing credit and 
responsibility, is the right answer to 
America’s banking demands,” he said. 
“As the last major system of free en‘er- 
prise banking in the world it represents 
not only a symbol but a bulwark of our 
American way of life. The country is 
now well into its fifth year without loss 
to any depositor in an FDI Corp. insured 
bank. This is an all-time record for de- 
positor safety. We believe that sound 
banking management and vigilant super- 
vision will make bank failures a rarity 
in the future.” 

Secretary Snyder said the FDI Corp. 
payment will go into the Treasury’s 
general fund where it can be used to 
pay Government operating costs or for 
retirement of some of the $253 billions 
of Federal debt. 

* © 


Rutgers Insurance Instructors 

Rutgers University, university exten- 
sion division, Newark Center, has an- 
nounced its courses for 1948-49. 

The instructors in the general insur- 
ance courses are A. J. Wohlreich, Mal- 
colm Dickinson and Deane W. Merrill. 
These instructors are also giving lec- 
tures in the courses on insurance prin- 
ciples and practices. In the course on 
general education, including fundamen- 
tals of economics, government and 
social legislation, Roland J. Delfausse 
is instructor. In the CPCU course on 
law, including general commercial law, 
property and casualty insurance law for 
laymen engaged in property and casu- 
alty underwriting, the lecturers are 
Harold D. Fuerstein and Milton Bruck. 
In the courses on casualty claim investi- 
gating the instructor is Edward J. 
Harkins. 

Among life insurance instructors are 
A. J. Shick and A. Schmauder. 

Rutgers was founded as Queen’s Col- 
lege on November 10, 1766. Its Royal 
Charter was granted in the name of 
George III of Great Britain by William 
Franklin, provincial governor of New 
Jersey. Classes were first held in 1771 
in what had formerly been an _ old 
New Brunswick tavern, the Sign of the 
Red Lion. Here classes were continued 
until the time of the revolution when 
the activities of the college were re- 
moved at various times to neighboring 
villages. A significant date in early his- 
tory of the institution was 1808 which 
marks the beginning of the erection of 
old Queen’s Building, the heart of the 
Rutgers campus, on the bluff overlook- 
ing the Raritan where Alexander Ham- 
ilton and his battery had once defended 
New Brunswick against British attack. 
In 1825 the trustees changed its name 


to Rutgers in honor of Colonel Henry 
Rutgers, who had been a trustee. Later, 
the name was changed to Rutgers 
University. 

* * * 


Tunney Insurance Tie-up 


Gene Tunney (James Joseph Tunney) 
who left the prize ring undefeated as 
heavyweight boxing champion of the 
world, and who since that time has been 
a prominent figure in the business 
world, except during the war when he 
was a Navy commander in charge of 
athletic and physical fitness, has a new 
tie-up which includes insurance. In con- 
junction with Arthur M. Starck, an old 
friend with whom he is associated in a 
Havemeyer Park development (Old 
Greenwich, Conn.), he has formed the 
Fairchester Realty Co. The new com- 
pany will have offices at Boston 
Post Road and Havemeyer Lane in Old 
Greenwich, and a temporary office in 
Stamford, Conn. Mr. Tunney is presi- 
dent and Mr. Starck secretary and 
treasurer. Arthur I. Crandall, Stamford 
real estate man and appraiser, has 
joined the organization as executive vice 
president in charge of operations. Fair- 
chester Realty Co. will handle insurance 
as well as real estate. 

The development of Havemeyer Park 
began when Mr. Tunney and Mr. Starck 
bought the 200-acre Havemeyer estate 
in Old Greenwich in 1945 planning to 
create an integrated residential com- 
munity with its own shopping center 
to contain more than 400 dwellings. 
About one-fourth of this development 
is realized. 

In 1947 the Tunney interests organ- 
ized the Fairfield Mortgage Co., which 
later was appointed mortgage loan cor- 
respondent of Mutual Life. 

Gene Tunney is former chairman of 
board, American Distilling Co. His other 
boards are Morris Plan Industrial Bank, 
Greenfield Tap and Die Corp., Marl- 
boro Cotton Mills. He belongs to Blind 
3rook Club, National Golf Links, Cof- 
fee House, Cloud Club and Army-Navy 
Club. 

* * oe 


Detective Tom Devine Retires 

First Grade Detective Thomas J. 
Devine, the New York City police de- 
partment’s principal expert on burglary 
techniques, has retired. New York Times 
said about him: 

“Detective Devine in 1928 made one 
of the first arrests of burglars using 
celluloid strips to open locks on doors. 
To a jury he showed how insertion of 
strips facilitated entry. His demonstra- 
tion resulted not only in conviction of 
the burglars but in revision of lock 
design. 

“The 54-year-old detective was attached 
to the department’s main office squad. 
He has received two commendations and 
four other citations for police work. 

“Detective Devine often lectured to 
younger detectives on burglary tech- 
niques and for a time was assigned to 
the office of Thomas E. Dewey when 


- he was special prosecutor. The detective 


is a veteran of World War I and holds 
the Order of Leopold II, the Silver Star 
and a commendation from the late Gen. 
John J. Pershing. 


* * * 
Guide Given Hotel Room 
Smoke-in-Bed Guests 


No one knows as much about how 
careless and dangerous it is to smoke 
in bed than do hotel proprietors and 
fire insurance companies. If guests of 
the big resort hotel at Poland Springs, 
Me., thirty miles from Portland, are not 
acquainted with this fact it is not the 
fault of Hiram Ricker & Sons, the man- 
agement. On top of a bureau, conspicu- 
ously displayed, are the following in- 
structions to guests preparing to smoke 
in bed: 

1. Call the office and notify the man- 
agement where you wish your remains 
to be sent, as it is a matter of record 
that a very high percentage of hotel 
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fires are caused by this careless practice 

2. Notify guests in adjoining rooms of 
your intention of endangering their 
lives, so that they may. take necessary 
precautions to protect themselves. 

3. Go to the corridor and locate the 
nearest fire escape, so that if you are 
fortunate enough to escape your room 
you may reach safety. 

4. Now sit down and think how foolish 
it is for you to take this risk—you may 
enjoy your smoke while thinking it over 

Business may be good, but, we do 
not have guests to burn, so please— 

Help US to Protect YOU. 
Hiram Ricker & Sons. 
i ae 
Window Smashing Racketeers 

Recently, there was an epidemic of 
window smashing in Chicago. This is 
an unpleasant phase of racketeers seek- 
ing to carry out some point or other. 
It brought this editorial in Chicago 
Daily News: 

“The motives of the window smashing 
drive going on in Chicago are still a 
mystery. Experience suggests that it is 
in aid of some racket, but that presump- 
tion is not conclusive. 

“There could be many motives, or 
there could be nothing more than an 
outbreak of vandalism without any sort 
of motives that normal citizens can 
understand, 

“When some policeman’s bullet brings 
down a window smasher caught in the 
act, revelations may begin. Until then, 
the good citizen can only hope for good 
shooting by the police. If fatal, it will 
be good riddance. If not, it will link up 
the smashings with somebody or some 
thing. 

“This type of crime is among the most 
infuriating and frustrating that a civi- 
lized community must endure. Its vic- 
tims are helpless. They have no means 
of forestalling damage to their prop- 
erty. The commurfity at large must 
eventually pay in higher insurance rates 
for the outrages. 

“The police department is on the spot 
until the thing is solved and stopped.” 

x * #* 


To Handle Radio-Advertising 
Dewey and Warren Campaign 

The radio and newspaper advertising 
for the New York State Republican 
Committee’s Presidential campaign will 
be handled by Albert Frank-Guenther 
Law, Inc. Emmett Corrigan, chairman 
of the board of the advertising agency, 
will supervise the activities. 

Albert Frank-Guenther Law, Inc., is 
one of the most important advertising 
agencies in the country; has a large 
clientele in the financial and insurance 
world. 
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NAIA Issues Program 
For Chicago Meeting 


AT HOTEL STEVENS, OCT. 4-6 


Municipal Insurance, Trucking, Fire, 
Casualty and Surety Problems; 
Outside Speakers Listed 


With close to 1,000 registrations al- 
ready received the National Association 
of Insurance Agents announces that all 
indications point to a record meeting at 
the Stevens, Chicago, October 4-6. 

Events preliminary to the main con- 


sessions include a meeting of 


vention 
the NAIA executive committee, John C. 
Stott, chairman, presiding, Saturday 
October 2, 


tinuing that 


morning, with sessions con- 


afternoon and = Sunday, 
October 3. A meeting of state associa- 
tion secretaries and managers is planned 


for October 1. 
Aetna Life Film Premiere 


\ premiere showing of the Aetna Life 
Affiliated Companies new film “Let’s 
Count the Cost” is planned for conven- 
tion guests Sunday, October 3, at 5 p.m 
This is a new color film explaining how 
accident experience governs the mak- 
ing of automobile insurance rates. As 
part of the same program “Texas City 
Comes Back,” the National Board of 
Fire Underwriters’ film will also be 
shown. 

\ feature of the Sunday evening pro 
gram will be appearance of Ernest E 
Pressley’s Traffic Safety Dog Act, a 
unique presentation that has met nation- 
wide acclaim. Pressley, a city police 
officer of Charlotte, N. C., has pre- 
sented his seven-dog show 1n_ teaching 
traffic safety ion to over a mil- 
lion American school children to date 

The national board of state directo:s, 
William P. Welsh, NAIA president, 
presiding, will meet at 9 am. Monday, 
October 4. 

The convention’s general session at 
10:30 a.m. will be opened by Lyman M 
Drake, Jr., Chicago, chairman, general 
convention committee. Featured speaker 
will be Dr. Franklyn Bliss Snyder, 
president, Northwestern University, 
whose subject will be ‘Business and 
Education.” In addition, President Welsh 
will give the report of the administra- 





educa 


tion and certain of the association's 
annual awards to members will be 
made. 

This session will be followed by a 
luncheon meeting featuring a panel dis- 
cussion “Municipal Insurance’ Plans” 
with William J. Welsh, Kansas City, 


Mo., presiding The panel consists of 
“Methods of Approaching Municipa’i- 
ties,” H. P. Sargent, Seattle; “Methods 
of Handling by Local Boards,” Wi'lard 
Crotty, and Richard H. McLarry, both 
of Dallas, Texas; “Surveys of Municipal 
Properties,” Bernard J. Weldon, Wich- 
ita, Kan., and “Application of Coverages 
and Forms,” C. A. Meriwether, Atlanta. 


Territorial Conferences 


Monday at 3 p.m. the territorial con- 
ferences will be presented as follows: 
Eastern, Morton V. V. White, Allen 
town, Pa., chairman; Southern, John M 
Mumford, Miami, chairman; Midwest, 
H. H. Corson, Nashville, Tenn., chair- 


man; Rocky Mountain, Ralph E. Aus- 
tin, La Junta, Colo., chairman, and Far 
West, Kenneth L. Nehring, Tucson 


Ariz., chairman 
Monday night has been designated as 
state and regional night, when state 


and territory producers and guests will 





Grimson Elected Director 


Of Crum & Forster 


Grimson, assistant vice pres 


Thorin T. 
ident of Crum & Forster, has been 
elected a director to fill the vacancy 
caused by the recent death of Eugene 
A, Dunn. Mr. Grimson, like many mem- 
bers of the Crum & Forster staff, began 
his business career with the organiza- 
tion some years ago. His experience 
has been developed in field work and 
underwriting activities in the agency and 
brokerage department. His duties in- 
clude supervision of the countrywide 
brokerage business. Mr. Grimson is sec- 
retary-treasurer of the Underwriters 
Golf Association. 





get together informally for group ac- 
tivities. 

Tuesday, October 5, the educational 
division breakfast conference for local 
and state association secretaries and 
managers will be sponsored at 8 am.,, 
with L. P. McCord, Jacksonville, Fla., 
NAIA educational committee chairman, 
presiding. 

The national board of state directors 
will meet in its second session at 9 a.m., 
and at noon the NAIA national com- 
mittees will hold luncheons for com- 
mittee personnel. 

Three Production Forums 

Tuesday afternoon at 2:30, production 
forums, divided into three general clas- 
sifications are scheduled as follows: 

Fire and casualty—A. H. Criddle, 
Philadelphia, chairman, NAIA casualty 
committee, presiding; Leon E. Werntz, 
Fort Smith, Ark., “Fire Bureau Coor- 
dination”; Wade Fetzer, Jr., Chicago, 
“Percentages or Dollars—Chapter Two.” 

Trucking—Broadus Bailey, Greenville, 
S. C., chairman, NATA inland marine 
committee, “Insurance Problems in the 
Trucking Field’; panel discussion, Wal- 
ter S. Attridge, Boston, chairman, NAIA 
long haul trucking research committee, 
presiding. Panel: NATA long haul truck- 
ing research committee and Neville 
Pilling, Chicago, U. S. manager, Zurich 
General Accident & Liability; Urban M. 
Lelli, Chicago, manager, Phoenix-Con- 
necticut Group, and R. A. Mitchell, Chi- 
cago, Insurance Co. pf North America. 

Fidelity and Surety—Travis D. Bailey, 





North America Wins 
Annual Report Award 


THIRD TIME IN FOUR YEARS 


Kansas City F. & M. Was Runner-Up 
With American, N. J., Third; Awards 
To Be Presented October 21 
For the third time in the last four 
years the Insurance Co. of North Amer- 
ica has been awarded an “Oscar.” In 
the final ratings of an independent board 
of judges for the Financial World an- 
nual report survey, North America was 
judged as having the best 1947 annual 
report of the property insurance in- 

dustry. 

The bronze “Oscar of Industry” trophy 
will be presented to J. Kenton Eisen- 
brey, secretary-treasurer of the Insur- 
ance Co. of North America, at the an- 
nual awards banquet in the Hotel Penn- 
sylvania, New York, October 21. 

Other Insurers Honored 

More than 4.000 corporation annual 
reports were submitted in this national 
survey, the eighth in the series. These 
were judged in one hundred industrial 
classifications for “Best of Industry” 
awards. In the “property insurance in- 
dustry” category, Kansas City Fire & 
Marine, Kansas City, Mo., was runner- 
up for top honors, while American In- 
surance Co., Newark, N. J., took third 
place. 

The jury which made the final selec- 
tions was under the chairmanship of 
Dr. Lewis Haney, professor of 
nomics at New York University. He 
was assisted by Dr. Glenn Griswold, 
publisher of Public Relations News; 
Sylvia F. Porter, financial editor of the 
New York Post; Elmer Walzer, United 
Press financial editor, and Lester Tichy, 
industrial designer, who served as art 
director. 

Weston Smith, vice president of 
Financial World and originator of the 
annual report surveys, will present the 
“Oscar of Industry” trophies at the an- 
nual awards banquet, which will be at- 


eco- 





tended by more than 1,000 business 
leaders. 
San Antonio, Texas, chairman, NAIA 


fidelity and surety committee, presiding ; 
Martin W. Lewis, New York, general 
manager, Surety Association of America, 
“Fidelity and Surety Rating Prob'ems” ; 
Mr. Bailey, report of joint producers 
conference, 

The convention cotillion will be he'd 
in the grand ballroom Tuesday evening, 


(Continued on Page 33) 
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Fire Association Group 
Announce Advancements 


JONES MADE VICE PRESIDENT 


Yoder Advanced to Treasurer; Michel 
Assumes Added Executive Duties; 
Moses Assistant Secretary 


Frank H. Thomas, president of Fire 
Association Group, announces advance- 
ment of Secretary S. Blackwell Jones to 
vice president of the four companies, 
Mr. Jones succeeds to the post left ya- 
cant by the resignation of John L, 
Baker. He will continue in charge of 
the companies’ investments. Resignation 
of: Mr. Baker, who was legal counsel 
for the companies, was accepted by the 
board of directors with regret. Secre- 
tary Peter J. Korsan will assume full 
responsibilities as counsel. 

Mr. Jones, a graduate of Harvard in 
1926, joined the Fire Association in 1945 
following service with the War Depart- 
ment in its contract renegotiation work. 
His experience in the investment field 
embraces several years’ affiliation with 
Loomis Sayles & Company, investment 
counselors, and the Central Hanover 
Bank & Trust Company. 

Yoder Treasurer 

Secretary and Assistant Treasurer Nel- 
son B. Yoder has been advanced to 
treasurer of the four companies. He 
succeeds Walter Gustaveson, retired. The 
new treasurer was educated at Wharton 
School of the University of Pennsylvania 
and entered insurance in 1922. He joined 
the Fire Association Group June 1, 1926, 
During his association with the compa- 
nies he has been in charge of the finan- 
cial accounting and tax departments and 
has represented the industry on various 
tax committees. 

He is a member of the Insurance Ac- 
countants Association and has been as- 
sistant secretary and treasurer of the 
American Institute for Property and 
Liability Underwriters, Inc., since its or- 
ganization. 

Michel, Moses, Guyon Promoted 

Secretary Lincoln M. Michel, who has 
for several years supervised the group’s 
business in Philadelphia and Philadel- 
phia suburban territories, will shortly 
assume added executive duties. In as- 
suming his new responsibilities, Mr. 
Michel relinquishes his former position, 
being succeeded by Walter F, Moses. 
At a meeting of the board of directors 
of the four companies of Fire Associa- 
tion Group Mr. Moses was elected as- 
sistant secretary. James T. Guyon be- 
comes superintendent, fire department, 
embracing the duties of head under- 
writer and office manager. 

Mr. Michel is widely known in Phila- 
delphia insurance circles. He went to 
Fire Association in 1933 shortly after 
graduating from Williams College and 
his experience includes head office un- 
derwriting and field experience in east- 
ern New York and New York suburban 
before going to the head office in charge 
ot the use and occupancy department. He 
was elected secretary in 1944, 

Mr. Moses started in insurance in 1927 
and was associated with the Lumber- 
men’s when Fire Association purchased 
that company in 1934. His insurance ex- 
perience embraces both the production 
and underwriting field, including a tour 
of duty as suburban special agent from 
1936 to 1941 when he became agency 
superintendent in the metropolitan area. 

Fire Superintendent Guyon has spent 
most of his business career with Fire 
Association, having joined the company 
in 1924. His experience embraces under- 
writing in most of the areas covered by 
the Eastern department and he has been 
agency superintendent for Philadelphia 
since 194] 


NATIONAL UNION DIVIDEND 

Directors of the National Union Fire 
of Pittsburgh, at a meeting held August 
31 declared a quarterly dividend of 
thirty-five cents a share on the capital 
stock of the company. The dividend is 
payable September 27 to stockholders of 
record September 7. 
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Ohio Department Gives Views on 
Rating Multiple Location Risks 


The Ohio Insurance Department has 

accepted the Insurance Co. of North 
America interim plan for rating multiple 
Jocation risks, but only after the com- 
pany amended the plan, which is based 
on average rates rather than a formula 
of credits and debits. The company’s 
proposed permanent plan incorporates 
the debit and credit principle. Late in 
August Harry Perlet, chief of the Ohio 
Insurance Department rating section, 
informed the North America of certain 
objections to the temporary, or interim, 
plan. These were met by the company 
and, on risks with five or more loca- 
tions, some of the plan provisions, as set 
forth by Mr. Perlet, follows: 

“Policies written in conformity with 
your new filing are not to be audited by 
the auditing department of the bureau 
but will be subject to examination by 
this department. 

‘No reduction will be made in the 
average rate because of an alleged dif- 
ference in commission rates. 

“All such rates promulgated by the 
company will be on the basis of a sworn 
statement of values applied to the legal 
rates as published by a licensed rating 
bureau for each individual location. 

“As the filings of the Ohio Inspection 
3ureau. do not provide for additional 
credit when the 100% co-insurance clause 
is used and whereas it has been the 
practice to use the 90% rate in the case 
of Single State Forms it is assumed 
that you will use the 90% rate promul- 
gated by the Bureau for specific loca- 
tions.” 

Average Rate Proposals 

Discussing commission variations and 
other features of the North America 
plan before it was accepted by the Ohio 
Department Mr. Perlet said, in part, in 
a letter to the company: 

“As we understand the plan, you 
promulgate an average rate based on 
the rates established by the local rat- 
ing bureau in the state in which part of 
the risk is located and upon values sub- 
mitted by the insured. We see two ob- 
jections to this proposal: 

“First, there is no indication that a 
sworn statement of values is to be filed. 
Thus, it is entirely possible for an in- 
sured to put most of his high values in 
the low-rated locations thus depressing 
the average rate and so far as we can 
see there is no. safeguard in this 
plan to prevent such an occurrence. This 
would also be objectionable from a 
premium tax angle because it would tend 
to transfer these high values and con- 
currently, the premium which would be 
charged for them, out of the state where 
they should properly be placed. 

“The second objection is, that by per- 
mitting a company to accumulate the 
specific rates and calculate their own 
average rate, they are thereby taking 
over the function of the rating bureau 
to which they belong and which has 
already assumed part of these duties. 
Commissions Not in Rating Formula 
“The next point on which we com- 
ment is your reference to the Robinson- 
Patman Act and your proposal to 
modify the average rate to the extent 
of the difference in commission cost. 
“We believe that you are well aware 
of the fact that fire insurance rates, at 
least in this section of the country, have 
never been predicted upon commission 
osts and such costs have never been 
included as such in the rating formulae. 
We recognize the differences in the 
casualty business where the rate is built 
up and contains a certain percentage for 
commissions but this has never been 
true so far as we know in the fire busi- 
ness. To date it has always been con- 
sidered impracticable in the fire field, 
Particularly because of the use of graded 
commissions and the presence of the 
excepted cities as well as other well 


known factors. Therefore, since there is 
no recognized percentage for commis- 
sion included in the fire rate, there 
would be no point from which to start 
in preparing a modification. 

“Further, there is no indication as to 
what this reduction would be and if 
this principle of allowing a lower rate 
for a lower commission were extended, 
as it would have to be if we once 
recognized the principle, we might well 
have various agents competing on the 
basis of accepting lower commission in 
order to obtain a lower rate and thereby 
legalize rebating and create chaos in the 
business. We are not yet prepared to 
accept the principle that a difference in 
commission rate should be reflected in 
the net fire insurance rate charged to 
the insured. 

Experience Element in Rate Formula 

“In this connection, we would also 

like to mention that while it might be 
true that there is some savings in com- 
missions on this type of risks, there is 
no indication as to whether this saving 
is not offset in part or in whole by the 
increased expense of handling the busi- 
ness in the home office of the company. 
We believe that if the question of ex- 
penses is to enter into the rate formula, 
that it should not be confined to one 
element of the expense but all elements 
should be considered. 
_ “We note your reference to the Rob- 
inson-Patman Act but we are not. en- 
tirely sure that in view of Public Lew 
15, this act would apply at all, inasmuch 
as we believe that adequate state regu- 
lation has now been provided. Further, 
by the very wording of the act, (Section 
2 (2)), it is unlawful ‘to discriminate in 
price between different purchasers of 
commodities of like grade and quality.’ 
It would appear that the proposed filing 
would constitute such a discrimination 
against other risks in the same class, 
namely, the intra-state multiple location 
risks, 

“It is believed that this interpreta- 
tion is consonant with the principles of 
the Robinson-Patman Act even taking 
into consideration the phrase after the 


first ‘provided’ in Section 2 (a), which 
states ‘that nothing herein contained 
shall prevent differentials which make 
only due allowance for differences in 
the cost of manufacturing, sale, or de- 
livery resulting from the differing meth- 
ods or quantities in which such com- 
modities are to such purchasers sold or 
delivered:’ This phrase would have to 
be interpreted as applying equally to all 
purchasers within a given class.” 


NAIA Program 


(Continued from Page 32) 


with the Chicago Board of Underwriters 
serving as hosts. 

The directors will meet in the third 
session Wednesday, October 6, at 9 a.m. 
At 2:30 p.m. the closing general session 
of the convention will have as main 
speaker Dr. Leverett Lyon, chief execu- 
tive officer, Chicago Association of Com- 
merce and Industry, who will speak on 
“Where Does Business Stand Today?” 
His address will be followed by an 
inspirational sales message from Dr. 
Kenneth McFarland, Topeka, Kan., who 
will speak on “The U in Business.” 

Election of Officers 

In addition to the election of officers 
and formal action on convention reso- 
lutions, both of which will take place 
during this session, the annual NATA 
awards for membership activity will be 
made. 

At 5:30 p.m. the America Fore Group 
will act as host at a reception to all 
NAIA members and guests. 

The annual convention banquet will 
be staged Wednesday evening at 7 
o’clock. The incoming 1948-49 officers 
of the association will be installed by 
Charles F. Liscomb, Duluth, Minn., 
NAIA past president, and the oath of 
office will be administered by N. P. 
Parkinson, Director of Insurance, II- 
linois. Entertainment for the evening’s 
affair is provided through the courtesy 
of the Continental Casualty and Con- 
tinental Assurance Cos. 

Closing event on the week’s round of 
activities will be a personally conducted 
tour of the Underwriters’ Laboratories, 
Thursday morning, October 7 at 10 
o'clock, where NAIA members and 
guests will see special testing demon- 
strations designed to promote home and 
industry protection. Buses will be pro- 
vided by the Laboratories. 





Pittsburgh Schools’ New Courses 


The two insurance schools in Pitts- 
burgh have announced their 1948-49 
schedules and are accepting entrance ap- 
plications. The Pittsburgh Insurance 
School, in its fourteenth year, will con- 
duct an advanced course of 150 hours 
based on the NAIA standard course. It 
is sponsored by Insurance Club of Pitts- 
burgh and Pittsburgh Association of In- 
surance Agents, with the cooperation of 
the Insurance School Alumni Associa- 
tion. Insurance Women of Pittsburgh, 
for the sixth year, will present the ele- 
mentary course prepared and _ copy- 
righted by its education committee. 

The advanced course is to meet regu- 
larly on Monday and Thursday evenings 


from 6:15 until 8:45 pm. in Hotel 
Sheraton (formerly known as_ Hotel 


Keystone). Classes begin September 23 
and conclude April 28, 1949. A fee of 
fifty cents per hour is charged with a 
minimum of twenty-five dollars and a 
maximum of sixty-five dollars. 
Elementary Course 
The elementary course is to convene 
Wednesday evenings from 6 to 9 o’clock. 
The first class is September 22 and 
the final examination May 18, 1949. This 
year the elementary course has been re- 
vised and broadened to provide 100 
hours of comprehensive training in all 
fundamentals of general insurance. 
Director of the Pittsburgh Insurance 
School this year is A. Joseph Cavan- 
augh, assistant manager of the New 





Amsterdam and United States Casualty. 
Serving with him on the board of gov- 
ernors will be the immediate past di- 
rector, W. Stewart McCready, formerly 
with the American Surety but recently 
appointed business manager of Geneva 
College. The Alumni Association repre- 
sentative is Hubert E. Harkins of E. A. 
Hess Co. Representing the Pittsburgh 
Association of Insurance Agents will be 
Wallace M. Reid of W. M. Reid & Co. 
William A. Shaw of the W. J. Kellar 
Agency and W. J. Zwinggi of Logue 
Brothers. Representing the Insurance 
Club will be George F. Avery, U. S. F. 
& G.; Charles H. Bokman, New Amster- 
dam and United States Casualty and 
W. Kaye Estep, Middle Department As- 
sociation of Fire Underwriters. After 
several years’ absence, Miss Bessie M. 
Snyder has returned to the school as 
executive secretary. 

The elementary course is under the 
management of the education committee 
of the Insurance Women of Pittsburgh. 
This year it includes Emilie R. Schiller 
of the Commercial Union as chairman, 
Clara Demmerer of R. W. Tennant Co. 
as vice chairman, Lois Bost of New 
Hampshire Fire as secretary, Emma 
Boyle of National Union Indemnity, 
Minnie Burroughs of American Surety, 
Phyllis Gove of Zurich-American Guar- 
antee, Violet Lockhart of Royal-Liver- 
pool Group and Rita Rudnicki of Auto- 
mobile of Hartford. 
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Michigan Agents Elect 
Bradley as President 


50TH ANNUAL MEETING HELD 





Resolution Urges Greater Equality in 
Taxation of Business; Forbes Dis- 
cusses New State Laws 

A resolution urging greater equality 
in taxation of businesses was adopted 
by the Michigan Association of Insur- 
ance Agents prior to adjournment of its 
Grand 


fiftieth annual convention at 


Rapids last week. The meeting was the 


DAVID A. FORBES 


largest in the organization’s history 
with more than six hundred attending 
the convention banquet Thursday eve- 
ning. 

Russell A. Bradley, Ann Arbor, was 
elected president for the coming year, 
succeeding Howard Huttenlocher, Pon- 
tiac. Other new officers chosen are vice 
president, Leon J. McVoy, Grand Rap- 





ids: treasurer, C. Gilbert Waldo, Bas- 
quett & Co., Inc., Detroit; national di- 
rector, Walter B. Cary, Michigan; In- 
surance Agency, Detroit. Executive 
committee: H Frank McCaffrey, 


Byrnes-McCaffrey, Detroit; Robert Lap- 


ham, Dearborn; Walter J. Mooney, 
McKinnon & Mooney, Flint; Ray L 
Van Kuiken, Grand Rapids; Mark 
Pleune, Grand Rapids. Reelected mem- 
bers: Merrill C. Craft, Jackson; H. W. 
Brady, Saginaw; John P. Old, Sault Ste. 
Marie; and Arthur J. Goulais, Escanaba. 
Waldo O. Hildebrand, Lansing, secre- 
tary-manager, was retained in that ca- 
pacity 


: 
Forbes on Qualification Laws 


David A. Forbes of the 

ran Department, himself a former 
ssociation president and Grand Rapids 
agent, commended the association for 
its assistance to his department, par- 
ticularly in. connection with administra- 
tion of the agents’ qualification law and 
he current revision of the departmental 
examination. He said more than thirty 


issioner 











Rhode Island Agents 
To Meet on October 18 


The Rhode Island Association of In- 
surance Agents ho!d 
meeting on Monday afternoon and eve- 
sing, October 18, at the Sheraton-Bilt- 
more Hotel, 
side speakers will be Russell B. Galla- 


will its annual 


Providence. Among ott- 


gher, manager of the insurance depart- 
ment of the Philco Corp., Philadelphia, 
who will discuss the insurance needs of 
the manufactuers and tell the services, 
facilities and protection the buyer feels 
he needs from the local agent, insur- 
ance company and Insurance Commis- 
sioners. 

James M. Cahill, secretary of the Na- 
tional Bureau of Casualty Underwriters, 
New York, will discuss operation of cas- 
ualty insurance in Rhode Islard under 
the new rate regulatory laws. Oscar H. 
West, Washington representative of 
the National Association of Insurance 
Agents, will also speak. Carleton I. 
Fisher, national state director, will re- 
port on the NATA national meeting at 
Chicago. 





new applicants for property licenses had 
taken the new “true or false” test dur- 
ing the convention, with departmental 
licensing authorities in charge. 

The Commissioner suggested that the 
association attempt through the National 
Association, the National Association of 
Insurance Brokers and the National 
Association of Insurance Commissioners, 
to obtain uniform licensing laws 
throughout the country. He noted the 
recent controversy, in which Secretary 
Hildebrand participated, relative to the 
refusal of Commissioner Downey of 


California to issue non-resident licenses 


to Michigan agents because Michigan 
does not recognize brokers and_ the 
California law technically permits the 
licensing only of brokers outside the 


state. 

Commissioner Forbes said the Michi- 
gan Department’s experience with the 
new rating laws made necessary by the 
interstate commerce decision has been 
satisfactory and it appears that only 
slight revisions will be necessary in the 
statutes. He said it appeared that the 
code amendments provide “little oppor- 
tunity for discrimination but ample 
opportunity for competition.” He fa- 
vored minor changes to give the Com- 
missioner somewhat more leeway in 
matters which now are not left within 
discretion. 





MUST SERVE TO SURVIVE 


Stott Tells Maine Agents That Every 
Segment of Insurance Must Prove 
Worth to American Public 
Calling upon the agents of the coun- 
try to justify their position in the busi- 
ness to the insurance buying public, John 
C. Stott, vice president, National Asso- 
ciation of Insurance Agents, told dele- 
gates to the annual convention of the 
Maine Association at Rengeley last week 
that the insurance business as a whole 
must demonstrate its value in the public 
eye, if the trend toward nationalization 

of the business is to be stemmed. 

“The insurance agents of this country 
have an outstanding obligation and duty 
to discharge in the coming months, and 
the years immediately ahead. As an in- 
dustry we must make our free enter- 
prise system and the profit motive sys- 
tem of American business work. Our 
American Agency System is an_ out- 
standing example of this way of eco- 
nomic life,” Mr. Stott claimed. 

“We must accept the leadership and 
the responsibility of telling the insur- 
ance-buying public of the nation what 
we are, who we are, and why the serv- 
ice we render is vital to our whole na- 
tional economy. The trend toward na- 
tionalization of our business and govern- 
ment control of it has much more sup- 
port among the rank and file of our 
citizenry than we, at times, like to be- 
lieve,” the insurance leader warned, 

“If we are to preserve our system, 
every segment of our industry must 
clearly demonstrate to the American 
people, through efficient operation and 
unselfish public service, that private en- 
terprise can do a much more oustanding 
insurance job than can government. Let 
us not underestimate this challenge. It 
1S our most compelling problem,” the 
NAIA spokesman charged. 


WARNS DELINQUENT AGENTS 


Ontario Insurance Dept. Says Producers 
Withholding Company Monies May 
Not Get Renewal Licenses 
_ The Ontario Department of Insurance 
Is going to start cracking down on 
agents in the province who have been 
withholding premium monies from the 
insurance companies, or cannot properly 
account for premiums. This is revealed 
In a communication which has been sent 

by the Department to the companies. 
Those who are guilty of such practices, 
it is understood, will have difficulty in 
renewing their licenses in the next li- 
censing year. Cmpanies must provide the 
Department with reports on all delin- 
quent accounts within the next few 
weeks. = 

“Numerous complaints,” the communi- 
cation to the companies reads, “have re- 
cently been laid by companies. with the 
Department, of agents not paying their 
accounts according to the terms of their 
agency contracts and it is our intention 
to summon these agents before an ad- 
visory board for examination, as the 
withholding or non-occounting of pre- 
miums is evidence that they are mis- 
using trust funds or failing to keep 
proper records. It has been decided by 
the Department to require all compa- 
nies to file individual statements of 
account by month for all agents delin- 
quent in settlement over ninety days as 
of August 31, 1948.” 
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HONOR DAVENPORT AGENCY 


Royal-Liverpool Group Host at Dinner 
in Richmond, Marking Agency’s 
100th Anniversary 


Members of the Davenport Insurance 
Corporation Agency of Richmond, Va, 
which is celebrating the 100th anniver- 
sary of the founding of the agency, were 
guests at a dinner tendered them at the 
Jefferson Hotel in that city the evening 
of September 9 by the Royal-Liverpool 
Group. Representing the group were 
H. C. Conick, United States manager, 
and Clarke Smith, assistant United 
States manager. Mr. Conick in a brief 
talk felicitated the agency on rounding 
out 100 years in business and referred to 
the close relationship which had always 
existed between companies in his group 
and the agency. 


W. Owen Wilson, head of the Rich- 
mond agency, reiterated the deep feeling 
which it had always felt in association 
with them. Other guests present were 
officers and directors of the Virginia 
Fire & Marine, one of the companies 
in the group. , 


The agency was founded in 1848 by 
Charles Wortham who traded under his 
own name until 1851 when the name ot 
the agency was changed to Davenport & 
Co. It was in this year that the Liver- 
pool & London & Globe entered the 
agency, establishing a connection that 
has continued without interruption down 
to date. 


The agency is now getting out a bro- 
chure tracing its development and 
growth throughout the century it has 
been in business. 

Mr. Wilson, present head, has been 
actively identified with the fire insurance 
business for many years. He is a past 
president of both the Virginia Associ- 
ation of Insurance Agents and of the 
National Association. Also active in civic 
affairs in his home town, he is a for- 
mer president of the Richmond Cham- 
ber of Commerce. 


25,109 AGENCIES IN NAIA 

The National Association of Insur- 
ance Agents now has 25,109 agency firm 
members, President William P. Welsh 
told the annual meeting of the Michigan 
Association last week. A recent survey 
indicates that of 6,669 towns and cities in 
the United States with a population of 
1,000 or more the NAIA is represented 
in 6,049 municipalities, or 91%, of that 
group. 


O. SHAW JOHNSON SPEAKS 

O. Shaw Johnson, Clarksdale, Miss. 
member of the National Association ol 
Insurance Agents executive committee, 
addressed Alabama insurance men at 
Birmingham, September 10. He brought 
a message which pointed up certain new 
developments in the insurance business 
and included in his remarks a report 0 
the National Association’s nationwide 
program. 
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Cc on horseback galloped through- 
out the countryside bearing the news 
when the Declaration of Independence was 
adopted. In Exeter, New Hampshire, the 
fateful message was dispatched to Colonel 
Nicholas Gilman, whose son, young John 
Taylor Gilman, then read it in the public 
square while the townspeople listened “with 
unutterable emotion.” 

The house where the message was de- 
livered was built in 1721 by Nathaniel 
Ladd, a member of one of Exeter’s more 
prominent families who were among the 
first settlers. Another Nathaniel Ladd 
sounded the trumpet that signaled an early 
revolt against the royal governor and was 
the only one of the rebels crafty enough 


he Tap Room in the old kitchen 
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The M ajor General John Sullivan Room 


to escape trial. One eccentric member of 
the family kept a coffin in the house in case 
of sudden demise and invented a pair of 
wings which he maintained would enable 
him to “cleave the air like a bird” until he 
experimented from an upstairs window. 
In 1747 the house was bought by 
Daniel Gilman and for many years 
was owned by members of the Gil- 
man family who were said to be as 
numerous as the sands on the sea- 
shore and who played an influ- 
ential role in affairs of state and 
nation. One of the most distin- 
guished was Colonel Nicholas Gil- 
man who as state financier earned 
the title of “the brains of the Revo- 
lution in New Hampshire.” Impor- 
tant meetings were held, state 
secrets discussed and the Battle of 
Bennington planned in the room in 
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Captain Nicholas Gilman, Jr. 


his house which served as the treasury. An- 
other room was used as the jail where 
debtors were chained to an iron ring which 
may still be seen. 

Nicholas’ son, John Taylor Gilman, 
proved his patriotism at an early age by 
marching off to Cambridge with a band of 
volunteers the morning after the Battle of 
Lexington. He succeeded his father as state 
treasurer and served a number of terms as 
governor. At the alarm of Portsmouth in 
1814 he took personal command of a large 
detachment of militia. His brother, Cap- 
tain Nicholas Gilman, Jr. who was on 
Washington’s staff, participated in many 
important battles and later served as dele- 
gate to the Constitutional Convention and 
as Senator from New Hampshire. 

The Ladd-Gilman house is now owned 
by the New Hampshire Society of the 
Cincinnati and is commonly known as 
Cincinnati Memorial Hall. 

The Home, through its agents and 
brokers, is America’s leading insurance 
protector of American Homes and the 
Homes of American Industry. 


* THE HOME * 
Pasurance Company 


NEW YORK 
FIRE © AUTOMOBILE * MARINE INSURANCE 
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The Value 


of a 


Good Name 


“Who steals my purse 
steals trash... 

But he that filches from me 
my good name 

Robs me of that which not 
enriches him, 

And makes me poor 
indeed.” 


Shakespeare said it, and 
we believe he would have 
made an outstanding in- 
surance agent. For in in- 
surance the value of a good 
name cannot be over-esti- 
mated. There is no easy 
way to acquire a good 
name. No amount of money 
can buy the confidence 
and good will it inspires, A 
good name can be earned 
only by years of consistent- 
ly sound service and prompt 
payment of all just claims. 
In view of Hanover’s and 
Fulton’s outstanding record 
we feel that the Bard of 
Avon would be the first to 
pardon us for pointing with 
pride to our own good 
name. 
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Cites Effectiveness of 
Canadian Supervision 


FEDERAL PLUS STATE CONTROL 





President Taylor of Canadian Supts. 
Assn. Also Points to Long Terms 
of Office and Good Salaries 





Advantages of the Canadian system 
of insurance regulation, involving a com- 
bination of Dominion government and 
provincial control, were outlined by 
S. W. Taylor, Superintendent of Insur- 
ance of British Columbia and also presi- 
dent of the Association of Superintend- 
ents of Insurance of the Provinces of 
Canada, when he addressed the Insur- 
ance Section of the American Bar 
Association at Seattle last week. 

Contending that the Canadian system 
operates smoothly and effectively Super- 
intendent Taylor said that among the 
principal reasons were that the average 
term of office of a Sunerintendent of 
Insurance is between ten and fifteen 
years, and salaries paid to Sunerintend- 
ents and their principal officials in 
Canada are much higher than the sal- 
aries paid the Commissioners of Insur- 
ance in most states of the United 
States. 

Canadian Supts. Meet in October 

Mr. Taylor invited Americans to at- 
tend the thirty-first annual conference 
of the Canadian Superintendents to be 
held at the Empress Hotel, Victoria, 
B. C., on October 11-15. He also paid 
tribute to R. Leighton Foster, general 
counsel and manager, Canadian Life 
Insurance Officers Association, and for- 
mer Ontario Superintendent, who made 
the recommendation in 1933 that the 
Canadian Bar Association form an in- 
surance section similar to that of the 
ABA. In due course this suggestion was 
adopted. 

Turning to the subject of insurance 
control as followed in Canada Superin- 
tendent Taylor stated: 

“We have had federal as well as 
provincial supervision and regulation of 
insurance in Canada almost since our 
country was born by the British North 
America Act. 1867—more than eighty 
years ago. We have a Superintendent 
of Insurance in each of the nine prov- 
inces of Canada (and it now looks as 
if we would be privileged to welcome 
another colleague shortly when New- 
foundland becomes a tenth province) 
and we have a federal Superintendent 
of Insurance at Ottawa. While there 
have been numerous disputes and court 
cases as to the respective jurisdiction 
of the Dominion and the provinces in 
the insurance field down through the 
years, by and large there has been very 








little overlapping or duplication and the 
public interest has been generally ex- 
tremely well served. 

“When I tell you that no policyholder 
in a Canadian legal reserve life insur- 
ance company has ever lost a dollar 
through non-payment of the amount 
guaranteed under his policy at death or 
on maturity since the first Canadian 
company was established more than one 
hundred years ago, you will know that 
there is some evidence to corroborate 
my statement. 

Respective Functions Observed 

“For most practicable purposes the 


respective functions of the Dominion In- 


STANLEY W. TAYLOR 


surance Department on the one hand 
and the Provincial Departments of In- 
surance on the other are well under- 
stood and observed. Practically all Brit- 
ish and United States and other foreign 
companies and Canadian companies do- 
ing business in more than one province 
are registered by the Department of In- 
surance at Ottawa from which they re- 
ceive what amounts to a certificate of 
financial responsibility and these com- 
panies are readily admitted to license by 
the provinces in which they operate by 
the several superintendents without con- 
cern as to their solvency. 

“The Dominion Department pretty 
well limits its functions to the ade- 
quacy of the reserves, the valuation of 
the securities and the review of the sta- 
bility of these companies generally. 

“On the other hand, the provincial De- 
partments take responsibility for the 
solvency of their own local companies 
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Royal-Liverpool Group 
Aids Draft Registration 


One of the first companies in the New 
York metropolitan area to comply with 
the Selective Service Board’s appeal for 
help in draft registrations was the 
Royal-Liverpool Group. At 10:30 am 
Wednesday, September 1, just a fey 
hours after the call went out, Charles 
A. Denneen of the group’s personnel 
department appeared at Selective Sery- 
ice headquarters and was sworn in as 
a registration official. 

The first day over sixty men were 
registered in the company’s offices and 
a total of between 400 and 500 is ex- 
pected before the job is finished. _ 


W. B. Londiell Rites 


From Phoenix of Conn, 
After thirty-five years of service in 
the Western underwriting department 
of the Phoenix-Connecticut Group of 
fire companies, Walter B. Lombard te- 
tired on August 31. He was born in 
Colchester, Conn. After graduation from 
Bacon Academy in that city and the 
Eastman School of Business in Pough- 
keepsie, N. Y., Mr. Lombard became 
associated with the Phoenix in 1913. 
Mr. Lombard is at present residing 
with his wife in Hartford, but plans 
to move to Nantucket Island, Mass. 
where for the past nine years he has 
passed his vacations. 








and, more importantly, legislate and en- 
force the law of insurance contract, 
policy forms, etc., license agents, brok- 
ers and adjusters and regulate the con- 
duct of the branches of the insurance 
business generally. 

“It strikes me that the situation in 
your country would not be dissimilar if 
you were to have a Federal Depart- 
ment of Insurance at Washington which 
concerned itself almost exclusively with 
the conduct of examinations and_ the 
supervision of financial affairs of all 
companies doing business in two or more 
states and certified to each state Com- 
missioner that such companies were in 
a healthy financial condition. 

How Su>erintendents’ Assn. Works 

“The exclusive responsibility of the 
provinces with the law of insurance con- 
tracts led to the organization more than 
thirty years ago of the Association of 
Superintendents of Insurance of the 
Provinces of Canada. This organization 
has been the vehicle through which the 
Superintendents of Insurance of the 
several provinces have sought to pro- 
mote uniformity in insurance contract 
law down through the years. By and 
large they have been remarkably suc- 
cessful. 

“With the exception of the province 
of Quebec where the civil law is still 
based on the Code Napoleon, we have 
virtually uniform legislation in the 
eight provinces in the statute law gov- 
erning life and fire and automobile and 
accident and health insurance contracts. 
Rarely is a bill to amend these laws 
even introduced, much less passed, in 
any legislature which has not been first 
discussed and approved by our Superin- 
tendents’ Association. 

“It is only fair that I should say that 
prior to 1933 much of the credit for the 
uniformity in Canadian insurance con- 
tract law goes to the Conference 0! 
Commissioners on Uniformity of Legis- 
lation in Canada which operates under 
the ageis of the Canadian Bar Associa- 
tion in much the same way as the Con- 
ference of Commissioners on Uniform 
State Laws operates under the jurisdic- 
tion of the American Bar Association 1 
the United States.” 

However, in 1933 the 
Commissioners Conference : 
resolution stating that as the Canadian 
Superintendents’ Association was_ han- 
dling legislative work so effectively the 
conference should not thereafter deal 
with insurance legislation unless fre 
quested to do so. 


Uniformity 
adopted a 
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Confidential Fire Risk Data Rule 
In Mass. Defended by the Public 


No complaints against a rule of the 
New England Fire Insurance Rating 
Association, providing that detailed in- 
formation on makeup of fire insurance 
rates shall be given only to the insured, 
his broker of record and companies on 
the risk, were made during the course 
of a hearing held last week in Boston 
py the Massachusetts Insurance Depart- 
ment. Deputy Commissioner Thomas H. 
O'Connell, presided. The principle of this 
rule has been attacked by some Insur- 
ance Commissioners in connection with 
multiple location business on the ground 
that refusing information to all who seek 
it constitutes unfair discrimination. 

The rating association was joined by 
counsel for agents’ and brokers’ associ- 
ations and by retail trade spokesmen in 
defending the rule that rate information 
is not to be made public to all. They 
stressed the confidential nature of infor- 
mation obtained by rating organization 
inspectors. 

James E. Curry, counsel for the Mass- 
achusetts Department, presented only 
one witness, John Meslis, assistant actu- 
ary in the Department’s opposition to the 
rule, and the latter would not definitely 
state the rule was a violation of the state 
law. He did argue that by giving data 
to the company on the risk and denying 
it to others discrimination is created. 
Manager Benjamin M. Hermes of the 
New England rating body said that such 





Mosher Iowa State Agent 
For Pearl American Cos. 


The Pearl American Companies, Pearl, 
Monarch and Eureka-Security, announce 
appointment of J. A. Mosher as state 
agent for Iowa with headquarters at 
Des Moines. Mr. Mosher is well known 
in the Iowa field having been special 
agent for the Pacific National in Iowa 
and formerly for many years with Cor- 
roon & Reynolds as field man and man- 
ager of their Wayne County, Mich., 
branch office. 


LONGLEY STATE AGENT 

The Security Insurance Companies of 
New Haven, announce appointment of 
Kenneth A. Longley as state agent in 
Minnesota and part of North Dakota 
effective September 1. 

After ten years of underwriting ex- 
perience, Mr. Longley joined the Se- 
curity Companies in their Chicago of- 
fice in 1941. Shortly thereafter, for 
four years, he served in the Army Air 
Forces. In January, 1946, he returned 
to his position in the Security Chicago 
ofice. During the last two years Mr. 
Longley has been special agent in 
southern Illinois. 


JOHN W. THOMAS DIES 
_John W. Thomas of Scarsdale, N. Y., 


lor forty-two years active in insurance 
in New York City, died September 5 
in New York Hospital. He was 74 years 
old, 3orn in Chicago Mr. Thomas en- 
tered insurance with the Travelers in 
N6 and four years later established 
his own office, John W. Thomas, Inc., 
which he operated for thirty-three 
years. Later he was with Marsh & 
McLennan. Mr. Thomas was a member 
of the Scarsdale Golf Club, American 
Yacht Club, Union League Club and 
Lake Placid Club. His widow and a 
sister survive, 


COX NORTH BRITISH SPECIAL 
Stanley S. Cox has been appointed 
special agent of the North British 
Group to assist State Agent Charles L. 
Mills at Kansas City, Mo. Mr. Cox has 
served with the Missouri Inspection Bu- 
feau from 1941 to the present, with the 
‘xception of three years in the Army 
during the war. ; 





is not the case as the rule applies equal- 
ly to all. 

Mr. Hermes also declared that all rat- 
ing bodies have similar rules and that 
they are essential to the business. It was 
brought out that confidential informa- 
tion, if made public, would aid competi- 
tors in the same line of mercantile busi- 
ness. 

H. W. Cole, attorney for the Boston 
Board of Fire Underwriters, Massachu- 
setts Association of Insurance Agents 
and Insurance Brokers Association of 
Massachusetts, stated that even individ- 
ual home owners could be embarrassed 
by abrogation of the rule if their state- 
ments of values were made public for 
inspection by assessors. 

Daniel Bloomfield, speaking for the 
Massachusetts Council of Retail Mer- 
chants and Boston Retail Board, also 
snoke in opposition to changing the rule 
He is against release of private infor- 
mation to other brokers of record and 
companies on the risk. The Boston 
Chamber of Commerce also lined up 
with the producers and merchants. 


Ploeser Cancellation Due 
To Own Rule, Not U.S. Law 


The Eastern Underwriter published 
recently a story from its St. Louis 
correspondent stating in brief that a 
Federal rule against giving insurance or 
other business to a Congressman in con- 
nection with public housing resulted in 
the cancellation of some fire and ex- 
tended coverage policies placed with the 
St. Louis firm with which Congressman 
Walter C. Ploeser is associated. 


The facts are that at no time has 
either Congressman Walter C. Ploeser 
or the insurance agency of Ploeser, 
Watts & Ca ever written a fire or 
extended coverage policy on the Jeffer- 
son Barracks Housing Project or any 
other Federal public housing project. 
This firm has had a standing rule that 
it shall not accept any business of 
Federal Government projects and it has 
even declined to accept business on war 
surplus properties. 

Ploeser, Watts & Co., it is understood 
provided public liability and workmen’s 
compensation insurance on employes of 
the St. Louis County Housing Authority 
at a time when St. Louis County con- 
trolled a section of the veteran’s dwell- 
ings on the grounds of the former Army 
Reservation at Jefferson Barracks. At 
that time it was generally definitely 


FIREMAN’S FUND SPECIAL 

Charles E, Kagy has been appointed 
fire special agent for the Fireman’s 
Fund in its Southern Califonria depart- 
ment at Los Angeles. His territory will 
include the Hollywood and West Los 
Angeles regions. 

Prior to joining Fireman’s Fund in 
October, 1946, Mr. Kagy was employed 
as a pilot by Trans-World Airlines and 
by the Board of Fire Underwriters. 





understood that the Barracks dwelling 
units would be divided between St. Louis 
County and the City of St. Louis and 
that the Federal Housing Administration 
would not be connected with the 
projects. 

As a result in that change of admin- 
istrative setup, the County Court at 
Clayton and the Federal Public Housing 
Administration entered into a written 
contract for the management of the 
barracks structures, including those 
originally set aside for the City of St. 
Louis. This immediately resulted in the 
cancellation of its liability and compensa- 
tion business by Ploeser, Watts & Co. 
and the County Court was advised to 
place the business elsewhere, which the 
County Housing Authority did. This 
cancellation was in accordance with the 
agency's own rule as pointed out to 
the county authorities when the policies 
were originally placed. 
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FOR YOU... FINE Fine Arts PROSPECTS ! 


People who own valuable paintings, etchings, rare books, stained glass windows, 
antique furniture and other works of art need the Fine Arts policy. And, when 
their need for this protection—and its reasonable cost—is pointed out to them, 
it usually leads to a sale! Just like having your prospects handed to you on a 
silver tray (which the policy can cover, too, if the tray is antique silver). 





Want to be sure you know the Fine Arts policy before you approach prospects 
(art galleries, collectors, museums, churches and libraries)? Royal-Liverpool 
agents find the latest TRUE-FALSE SERIES test sheet, which features the Fine 
Arts policy, most helpful. Get your copy from the Advertising Department today. 









CASUALTY + FIRE - MARINE 


ROYAL-LIVERPOOL ( 
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150 WILLIAM ST., NEW YORK 8, N. Y. 









THE LIVERPOOL & LONDON & GLOBE INSURANCE CO. LTD. * THAMES & MERSEY MARINE 
INSURANCE COMPANY, LTD. * BRITISH & FOREIGN MARINE INSURANCE COMPANY, LTD. 
CAPITAL FIRE INSURANCE COMPANY OF CALIFORNIA * QUEEN INSURANCE COMPANY 
OF AMERICA * STAR INSURANCE CO. OF AMERICA * ROYAL INSURANCE COMPANY, 
LTD. * THE NEWARK FIRE INSURANCE CO. * AMERICAN & FOREIGN INSURANCE CO. 
FEDERAL UNION INSURANCE COMPANY * THE SEABOARD INSURANCE COMPANY 


EAGLE INDEMNITY COMPANY * GLOBE INDEMNITY COMPANY * ROYAL INDEMNITY COMPANY 
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E. W. Trenbath Heads 
Blue Goose Grand Nest 


STERLING NEW GRAND KEEPER 
Total Membership Now 10,286; Beau- 
vais Urges More Emphasis on Char- 
ity and Better Understanding 





E. W. Trenbath of Seattle, Wash. 
advanced to the top post of most loyal 
grand gander of the Honorable Order 
of the Blue Goose, International, at the 
conclusion of the forty-first annual con- 
vention held at Hotel Mount Royal in 
Montreal last week. 

According to custom other officers ad- 
vanced, making J. Ray Hull, Indianapo- 
lis, grand supervisor; Paul M. Fell, Phi- 
ladelphia, grand custodian; Charles L. 
Beale, Dallas, grand guardian, while 
Samuel L. Sterling of Winnipeg, Mani- 
toba, took the bottom place on the grand 
nest as grand keeper. 

The next convention was sent to the 
home city of the new most loyal grand 
gander, Seattle, and it was decided to 
return to the customary August conven- 
tion dates. 

R. A, Kenzel and H. O. Wolfe, both 
of Milwaukee, were reappointed grand 
wielder and judge advocate, respectively. 

West Texas Wins Cup 

Membership now totals 10,286, and the 
new West Texas Pond won the member- 
ship cup for the second year in a row 
with a percentage gain of 80%. Wick 
Mallalieu, the new most loyal gander of 
the pond, received it with a promise to 
win it three in a row. Mr. Mallalieu 
is well known in the East, having served 
in New York and the New Jersey field. 

Retiring Most Loyal Grand Gander E. 
J. Beauvais of Montreal urged the ponds 
to place more emphasis on charity, better 
understanding and exemplification of the 
ritual, organization of more women’s 
auxiliaries, and use of the regional meet- 
ing idea by neighboring ponds as much 
as is convenient. His recommendations 
were endorsed by the committees on the 
grand gander’s address and approved by 
the membership. : 

The committee on jurisprudence re- 
ported that it had ruled that represen- 
tatives of credit bureaus and character 
reporting agencies are not eligible, and 
that a person to be eligible must be con- 
nected with fire insurance. The question 
ot whether casualty people should be 
admitted was discussed before the com- 
mittee’s report was adopted. An amend- 
ment to the by-laws designed to expedite 
handling of petitions of flight 
adopted. 

The committee on proportional repre- 
sentation said it could not agree on a 
proposal for submission to the ponds, 
and asked that it be replaced by an- 
other committee, which was done. The 
instructional primer for new members 
used by the Carolinas Pond was adopted 
wf sg grand nest for use generally. 

Mr. Trenbath, in his speech of ac- 
ceptance, urged more attention to the rit- 
ual, and said that during his term he 
would raise the question as to whether 
the women’s auxiliaries should receive 
formal recognition by the order. 


Was 





DEBATE N. Y. FORM IN MINN. 

Reports are that a bill will be intro- 
duced in the approaching Minnesota 
legislature to have the revised New 
York fire contract adopted in Minne- 
sota in place of the present Minnesota 
jorm. Already the merits of the two 
forms are being debated among insur- 
ance men who are divided in their views. 
The legislative proposal is understood 
to come from the companies. Many lo- 
cal agents prefer the Minnesota con- 
tract over the New York. 





N. J. RATE BODY MEETS 


Members of the Fire Insurance Rating 
Organization of New Jersey met in 
New York City on September 16 to con- 
sider a new constitution. At this annual 
meeting the members also elected four 
members to the executive committee. 


Davis to Address Meeting 
Of N. Y. C. Pond, Blue Goose 


New York City Pond of Blue Goose 
will hold its first dinner meeting of 
the 1948-49 season at the Drug & Chemi- 
cal Club, 85 John Street, New York City, 
on Wednesday, September 29. Dinner is 
scheduled for 6 p.m. 

Chief speaker will be Shelby Cullom 
Davis, former Deputy Insurance Super- 
intendent of New York and now partner 
in the New York Stock Exchange firm 
of Shelby Cullom Davis & Co. He will 
speak on the subject of “Is the Mc- 
Cullough Report a Menace?” Most 
Loyal Gander Jack Quisenberry will 
preside and reports will be submitted on 
the grand nest convention held last week 
in Montreal. 


PITTSBURGH WOMEN MEET 

The fall season for the Insurance 
Women of Pittsburgh started with their 
meeting on Tuesday, September 14, the 
Women’s City Club in the William Penn 
Hotel. Officers for this year are Gladys 
Martin, president; Laverne Zatler, vice 
president; Margaret R. McHenry, corre- 
sponding secretary; Mildred Jordon, re- 
cording secretary; Mary Message, treas- 
urer. New members on the board of di- 
rectors are Opal Edgar, Dorothy Hop- 
kins and Eleanor Mariner. 


L. C. Beutler Addresses 
Pittsburgh Agents’ Assn. 


A dinner meeting of the Pittsburgh 
Association of Insurance Agents, Sep- 


tember 13 at the Sheraton Hotel, 
featured an address by Louis C. Beutler 
of the Philadelphia office of the Middle 
Department Association of Fire Un- 
derwriters, on the subject of the new 
uniform grading schedule. 

Membership in the Pittsburgh Asso- 
ciation has almost doubled since the 
first of the year and a sizable number 
will represent the association at Bed- 
ford Springs, September 19, 20 and 21, 
when the annual meeting of the Pennsyl- 
vania Association of Insurance Agents 
convenes, 


Hamilton Scottish Union 
Manager for Canada 


Alex S. Hamilton, branch manager at 
Leicester, England, for the Scottish 
Union & National, has been named 
manager for Canada. He succeeds John 
Newlands, who has been transferred to 
Hartford as general attorney in the 
U. S. Assistant manager in Canada will 
be A. T. M. Pearse, inspector of agen- 
cies for British Columbia. Mr. Pearse 
will be succeeded in British Columbia 
by F. A. Farnan, Vancouver. 





THE VALUE OF FORESIGHT 





That our Founders set the roots of our com- 
panies so firmly in the good soil of integrity 
and wise financial practice has profoundly 
affected their development through the years. 
lt was the firm belief of those leaders that 


build 





in order to become strong and successful an 
insurance organization should constantly 
up its reserves in increasing propor- 
tion to the growth of liabilities. 


The period of the Commercial Union- 

cean 
States has marked an era of unprece- 
dented industrial progress. 


Group's history in the United 


Building 


constructively on the fundamental prin- 
ciples of our founders, we have successfully met the needs of a 
changing age by staunchly advocating and supporting improved 
methods and the adoption of necessary new forms of insurance 
protection in the common interest of the Policy- 
holder, Agent and Company. The soundness 
of these foresighted principles is proved by the 
progress we and our agents have achieved. 





COMMERCIAL UNION -OCEAN GROUP 





Commercial Union Assurance Company Ltd. 
The Ocean Accident & Guarantee Corp., Ltd. 


American Central Insurance Company. 
Columbia Casualty Company ..... . 
The California Insurance Company 


Union Assurance Society Limited 


The Palatine Insurance Company Limited 
The British General Insurance Company Ltd. 
The Commercial Union Fire Insurance Co. 


OPERATING IN THE UNITED STATES 


. Since 1871 
"1895 


1853 
1920 
1864 


Me ot ee 1881 


1901 
1920 
1890 


Head Office, One Park Avenue, New York 16, N. Y. 


New York Chicago 





Atlanta San Francisco 
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N. Y. Agents Hold Regional 
Gatherings This Week 


Four regional meetings of the Ney 
York State Association of Insurance 
Agents are being held this week in the 
central part of the state. The first was 
held Tuesday afternoon and evening at 
the Hotel Ithaca, Ithaca; the second op 
Wednesday at the Mark Twain Hotel 
Elmira; the third yesterday at the 
Arlington Hotel, Binghamton, and the 
final meeting is scheduled for this af. 
ternoon and evening at the Ritz Gril 
Schenectady. Henry A. Carey was chair. 
man of the local committee at Ithaca 
Charles W. Perry at Elmira, James | 
Daly presided at Binghamton and Hor. 
ace S. Van Voast, Jr., will preside today 
at Schenectady. \ 

Al Deisseroth, Syracuse, past president 
of the New York State Association 
spoke on what is ahead for agents at 
Ithaca and Binghamton. Roy A. Duffus 
now president of the state association, js 
appearing at all four meetings, speak- 
ing on “Casualty Insurance Up -To- 
Date.” Jack Baldwin, assistant secretary 
of the National Association, was also a 
speaker at the four meetings. Clarence 
Twichell of Syracuse, addressed the 
Elmira meeting and Carl Typermass 
Deputy Superintendent of Insurance of 
New York, will speak on insurance laws 
and Department regulations affecting 
agents at the Schenectady gathering, — 





New Hampshire Agents 
Meet September 22-23 


The New Hampshire Association of 
Insurance Agents is holding its forty- 
ninth annual meeting at Wentworth- 
by-the-Sea, New Castle, N. H,, on 
Wednesday and Thursday, September 22- 
23. President Warren A. Bodwell will 
preside at the sessions and on Wednesday 
afternoon there will be a panel discus- 
sion on the market for automobile in- 
surance. Participants will include Deputy 
Insurance Commissioner Simon Sheldon, 
Winston Keating, Claremont; Archie 
Slawsby, Nashua, George M. Wiilliam- 
son, vice president of the Merchants 
Mutual Casualty, and R. C. Shipley, Na- 
tional Bureau of Casualty Underwriters. 

The New Hampshire Fire will be host 
at a reception Wednesday afternoon. 
That morning the New Hampshire In- 
surance Women’s League will meet. On 
Thursday morning speakers will include 
A. Clifford Hudson, secretary of the 
New Hampshire Board of Underwriters; 
Donald Knowlton, Insurance Commis- 
sioner, and James Donovan, general 
counsel, National Bureau of Casualty 
Underwriters. ; 


HARRY J. ECKERT DIES 

Harry J. Eckert, 66, engaged in the 
insurance business in Buffalo, N. Y., for 
fifty years, died suddenly September 1 
in his home after an illness of four 
years. Mr. Eckert entered the family 
insurance business in 1898. A few years 
later he went into business for him- 
self and in 1908 moved to the Brisbane 
Building offices which the firm still oc- 
cupies. 


NATIONAL ADJUSTERS EXPANDS 

Loftus Hengeveld, president of Na- 
tional Adjusters, Inc. of Newark, N. J, 
announces the opening of branch offices 
at Boston, Mass. and Wilmington, Del. 
These are in addition to the thirteen 
other branches maintained by this ad- 
justing concern which has been servic- 
ing the companies since 1925. 


ELIZABETH INGLIS DIES 
Miss Elizabeth Inglis, former 
ciate of several New York City insur- 
ance firms, died last Saturday in Marys 
Help Hospital, San Francisco, where 
she had been living with a sister. Also 
surviving is a brother, James F. Inglis, 
New York insurance broker. Miss Inglis 
was a sister of the late Edward F. 
Inglis, vice president of Corroon & 
Reynolds. 
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Garrison Deplores 
Pacific Bureau Mixup 


ANALYZES POINTS AT ISSUE 


Fireman’s Fund Vice President Tells 
Forum He Feels Bureau Has Met 
Department’s Objections 
Vice President Maynard Garrison of 
the Fireman’s Fund Group, San Fran- 
cisco, and former Insurance Commis- 
f California, at the September 





sioner Of & é 
meeting of the Los Angeles Forum, 
held September 7, discussed the con- 


troversial topic of the licensing of the 
Pacific Fire Rating Bureau as a rating 


organization under the new California 
Rate Regulatory law. 
He said that the hearing following 


Deputy Insurance Commissioner Harold 
A. Benjainin’s denial of the license and 
the subsequent conferences constituted 
an unfortunate incident. 

He pointed out the fact there were 
no important legal questions to be re- 
solved: that there were four main issues 
involved. First, whether the bureau and 
the Board of Fire Underwriters of the 
Pacific were separate entities, and that 
Mr. Benjamin’s decision stating that 
they were entirely distinct organizations 
cleared up that issue. In respect to the 
second issue, that of membership re- 
quirements of the bureau, the decision 
of Mr. Benjamin giving that feature the 
ereen light removed it likewise from 
need of further consideration. 

The third question, that of the coding 
and auditing services of the bureau, he 


held had been cleared up when they 
were made voluntary and only those 
members and subscribers who desired 


them would pay for them, rather than 
the mandatory provisions of the bu- 
reau’s original rules. He pointed out 
that the conclusion in respect to this 
subject, now reading “The audit and 
coding activities of respondent’s stamp- 
ing bureau are not essential to re- 
spondent’s rating bureau, but are desir- 
able and appropriate adjuncts thereto if 
conducted on a voluntary basis and un- 
der the supervision of the Insurance 
Commissioner,” removes the menace of 
Federal intervention under the anti- 
trust laws, and that that was the reason 
for his insistence in making the above 
quotation a part of the amended de- 
cision. 

In respect to the fourth issue, that 
of deviations, he said that the removal 
of the necessity of filing of deviations 
in advance, gave opportunity to develop 
experience in regard to them. 

Mr. Garrison placed special emphasis 
on better cooperation between the in- 
surance industry and the Insurance De- 
partment, and openly held that the 
burden of this cooperation lay with the 
industry. 

President Bernard McManus, CPCU, 
of the forum discussed the formal pat- 
tern of forum activities, while Program 
Chairman Robert J. White outlined the 
season’s programs. 


Fireman’s Fund Divides 
N. H. and Vt. Territory 


The Fireman’s Fund Group has di- 
vided its New Hampshire-Vermont terri- 
tory and Special Agent Roy A. French 
will henceforth devote his entire atten- 
tion to Hillsborough, Merrimack, Belk- 
nap, Carroll, Strafford and Rockingham 
Counties, N. H. He will retain head- 
quarters in Manchester. 

Special Agent Walter F. Tolman is 
taking full charge of Vermont and also 
the Counties of Cheshire, Sullivan, Graf- 
ton and Coos in New Hampshire, with 
headquarters at 6 School Street, Clare- 
mont, N. H. 


ALVIN J. JOLLEY DIES 


Alvin J. Jolley, aged 48, who operated 
the Jolley Insurance Agency in Marietta. 
O., died a few days ago. He was one of 
the outstanding football players in the 
history of Marietta College. 


Underwriters Golf Ass’n 


Tournament September 28 


The Underwriters Golf Association 
will hold its fall tournament at the Sea- 
wane Harbor Club, Hewlett, Nassau 
County, Long Island, on Tuesday, Sep- 
tember 28. There will be eight events 
with the tournament starting at 1 p.m. 
Following the golf matches a dinner is 
scheduled for 6:30 p.m. Thorin T. Grim- 
son. assistant vice president of Crum 
& Forster in New York City, is secre- 
tary-treasurer of the UGA. The asso- 
ciation now has ninety-six members out 
of a fixed limit of 100. 


Carroll Radeon. Head of 
New York Firm, Dies 


Carroll Badeau. founder, president 
and a director of Brewster-Badeau, Inc., 
111 John Street, New York City, insur- 
ence brokers, died of a heart attack 
September 13 in his office. He was 63 
vears old and resided in Bay Head, 
N. J. Born in Brooklyn, Mr. Badeau 
attended Rutgers University. He worked 
for the New York Telephone Co. as a 
plant and structure engineer for fifteen 
years before the first World War, in 
which he served in France as an Army 
Sienal Corps major in command of the 
404th Battalion. 

In 1919 Mr. Badeau and his brother- 
in-law, the late James N. Brewster, 
and others founded the company bear- 
ing their name. Mr. Badeau became vice 
president, and when Mr. Brewster died 
more than ten years ago, succeeded him 
as president. Mr. Badeau was _ also 
president and a director of another in- 
surance brokerage firm, the Empire 
State Brokerage Co., and of an insur- 
ance surveying company, the Policy 
Holders Service Corp., both with offices 
at 111 John Street. In the recent war 
Mr. Badeau was an Army Signal Corps 
colonel. 


Quaids Judge Garden Show 
Of Home’s Employe Group 


The 59 Maiden Lane Club, Inc., em- 
ploye organization of the Home Insur- 
ance Co., has held its first annual gar- 
den show at the Home’s headquarters, 
59 Maiden Lane, New York City. Win- 
ners were Celeste Noble for best floral 
display of garden flowers; F. T. Corby, 
best table arrangement of garden flow- 
ers; Shirley Schneider, best dahlias; 
Sidney Metcalfe, best zinnias; William 
Gerder, best variety of garden vege- 


tables and best tomatoes. The show was 
judged by William Quaid, former vice 
president of 
Quaid. 
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ECA Decision 


(Continued from Page 1) 


part deposits by the country in local 
currency. 

2. Participating countries or their im- 
porters may insure as they desire, using 
any currency they choose for payment 
of premiums. ECA will not decide 
whether cargoes should or should not 
be insured. 

3. In the event of losses, no adjust- 
ment will be made in the local currency 
counterpart funds of the participating 
countries. 

Mr. Hoffman said that administrative 
as well as legal and economic considera- 
tions pointed to the wisdom of avoiding 
ECA involvement in insurance financing. 

Rights of Importers 

An ECA spokesman said that, in his 
opinion, this “hands-off” policy would 
tend to militate against domestic marine 
underwriters. He explained that the 
burden of responsibility would rest on 
the individual importer or the importing 
government, since the American ex- 
porter would be paid here from ECA 
funds prior to shipment, whereas the 
importer is required to deposit the pur- 
chase price in the currency of the par- 
ticipating country. Therefore, only the 
importer would stand to suffer a loss 
if the shipment were destroyed, and 
would be the only party concerned with 
insuring the cargo. Under such circum- 
stances, the ECA official pointed out, 
the importer would be able to insure 
his purchases as readily with native or 
other European companies as_ with 
American companies. 

Some months ago, representatives of 
the marine insurance industry, headed 
by Percy Chubb of Chubb & Son, were 
asked by ECA to present recommenda- 
tions and proposals for an ECA insur- 
ance program. The basic proposals sub- 
mitted were for mandatory insurance of 
all cargoes with American underwriters, 
and ECA financing of all premium pay- 
ments. These requests were later modi- 
fied to make these conditions applicable 
to a minimum of 50% of all cargoes. 

The industry proposals were then cir- 
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culated through ECA’s fourteen divi- 
sions for study and comment. The sur- 
vey concluded, the industry representa- 
tives were called back to Washington 


for a conference with the ECA heads 
Attending the meeting last Thursday 
were Percy Chubb and John Byrne, 


president of the Association of Marine 
Underwriters, Administrator Hoffman, 
Deputy Administrator Howard Bruce, 
and Clark Simpson, deputy controller. 

Mr. Hoffman declared that under the 
ECA act private trade practices must 
be emphasized in the operations of the 
program. He said that, although he 
would like to see American marine 
underwriters obtain a fair share of the 
business which would accrue, ECA could 
not institute regulations which would 
make such participation mandatory. 

It was pointed out that in order to 
bring such a ruling into being appro- 
priate legislation must be enacted by 
Congress. Messrs. Chubb and Byrne in- 
dicated to the ECA officials that the 
association would give serious considera- 
tion to the desirability of bringing the 
matter to the attention of the eighty- 
first Congress when it convenes in 
January. 


Dineen, Stott, Gallagher, 
Beling on Ohio Program 


Agency advertising, underwriting, as- 
signed risks and fire prevention will be 
among subjects to be discussed at the 
fifty-first annual convention of the Ohio 
Association of Insurance Agents, which 
will be held at the Neil House in Co- 
lumbus September 20 and 21, according 
to announcement made by Theodore M. 
Gray, executive secretary of the asso- 
ciation. 

Robert E. Dineen, Insurance Super- 
intendent of New York, will speak at 
the luncheon, and Eugene J. Gallagher, 
Planet of Detroit, will give a talk at the 
banquet. Other speakers from outside 
the state will be John Stott, New York, 
vice president of the National Asso- 
ciation of Insurance Agents, and Oscar 
Beling, New York, Royal-Liverpool 
Group. 

Representatives of the Fire Preven- 
tion Association of Ohio will have 
charge of one of the sessions of the 
convention. 

AGENCY’S 90TH ANNIVERSARY 

Thompson Derr & Bro. Inc., local 
agents of Wilkes-Barre, Pa. are cele- 
brating their ninetieth anniversary. The 
occasion was marked by a dinner at 
which F. E. Parkhurst, Jr., president 
of the agency, and Harry W. Johnson, 
secretary, were among those present. A 
brochure on the history of the agency, 
founded in 1858, was then prepared, pay- 
ing tribute to Thompson Derr, the 
founder. 
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Farm Risks Profitable If Sound 
Underwriting Rules Are Followed 


Dennis C. Smith Says Producers Must Use Good Judgment 
in Picking Top Income Farmers; Outlines Loss 
Prevention Program of Fire Waste Council 


Suggestions for proper underwriting 
and loss prevention work on farm and 
rural risks were presented by Dennis 
Home of 


C. Smith, farm department, 1 
New York, and also chairman of the 
acricultural committee of the National 


Fire Waste Council, when he spoke be- 
fore the semi-centennial convention of 
the Michigan Association of Insurance 
Agents at Grand Rapids last week. Mr. 
Smith is confident that farm underwrit- 
ing can be made profitable for compa- 
nies and agents providing sound under- 


writing practices are followed, and 
providing pressure for special favors 
and concessions to producers is met 
firmly. 

Presenting his ideas on proper un- 
derwriting of farm risks Mr. Smith said 
in part: 


“Agriculture is basic, it is the source 
of all income and no local agency lo- 
cated in a town of 25,000 population or 
less can be built upon sound foundation 
that does not have on its books a sub- 
stantial volume of the insurance of the 
business farmers in the farm community 
that surrounds that town or city. 

Insure “Business Farmers” 

“TI refer to farm insurance of the 
‘business farmers’ in your community 
as a sound foundation for your agency. 
That risk ‘which is good for the com- 
pany is also good for the local agent’ 
is definitely applicable to the farm in- 
surance business. The farm business has 
not and never will permit of undue liber- 
ality. It is a class which both local 
agents and companies must supervise 
carefully and handle with understanding. 

“Tt is utter folly to write what appears 
to be desirable business in a manner 
that violates the fundamentals of good 
underwriting and it is out of the ques- 
tion to accept every risk. The lack of 
discretion and good judgment in the se- 
lection of farm owner clients has, in a 
great degree, been responsible for the 
dissatisfaction that many local agents 
have encountered in their initial efforts 
to add business of this class to their 
agency volume. 

“Careful selectivity of farm owners is 
paramount in building a farm premium 
income if an agent desires to avoid the 
headaches and dissatisfaction that fre- 
quently comes to those who have not 
previously sought this desirable class 
and who fail to familiarize themselves 
with its problems and the technique of 
good farm underwriting and protection. 

“According to the census. we have six 
million so-called farms. That is wrong. 
We are interested in farms which pro- 
duce income and those which enable the 
operators to buy in substantial quanti- 
ties the better things including sound 
insurance. One of the smartest men 
IT know is an executive with a large 
farm equipment company in Chicago 
He says we do not have six million 
farms, but that we do have three and 
one-half million ‘business farms’ which 
are worthy of the name. 

“These farms make money, buy manu- 
factured goods, need sound property in- 
surance and can pay for it. The other 
farms run all the way from subsistence 
share crop operations up to farms 
which just enable the operators to make 
a fair living. Those farmers in the top- 
half income group receive 82% of net 
farm cash income and account for as 
much as 91% of farm expenditures. 

Farmer Needs Agent’s Help 


“A friend of mine in the agricultural 
publishing business has frequently com- 
nared farmers to local agents. The top- 
ha:f in either group is conservative— 


they handle a lot of money, they are 
prosperous and they are good buyers 
of better things. Make up a list of the 
top income farmers in your community 
and go out after their business by 
offering them an ‘on the premises’ sur- 
vey of their insurance needs. Let your 
survey include a fire prevention in- 
spection and recommendations which 
may save the life of one of the farm 
family or save the loss of a valuable 
herd that he has been years in build- 
ing up. 

“Indicate your interest in his welfare 
as well as your interest in his pre- 
miums. The business farmer needs the 
advice, the service and the protection 
that only qualified stock company agents 
can give him. Merit his confidence in 
your ability to do just that and you 
will place on your books not only some 
juicy premiums, but an additional clien- 
tele of the hiehest and most substantial 
order that will stand up and be with 
you for years to come,” said Mr. Smith. 

“Adequate facilities are now avail- 
able to Michigan agents for the writing 
of farm business by those companies 
experienced in the class. Farm business 
is a major and permanent activitv with 
these companies and they have the or- 
ganization in the office and in the field 
to give the class the specialized treat- 
ment that it must have if it is to be 
written successfully. The Michigan As- 
sociation has earned these facilities for 
Michigan agents by encouragine the ad- 
option of the sound underwriting prac- 
tices that have been recommended to 
them and by discouraging those pro- 
ducers who bring all pressure to bear 
to secure for themselves special favors 
and concessions, disregarding the viola- 
tions of sound underwriting that their 
requests may convey. 

“Your officers and the members of 
your farm committee have held in 
check those agents who have demanded 
unbridled liberalization in forms and un- 
warranted reduction in rates. You have 
recognized that the margin of safety 
indicated necessary by experience shall 
be maintained, 

Dangerous Practices 

“Through your leadership you have 
discouraged those agents who seek car- 
riers for their farm business that do 
not consistently adhere to generally rec- 
ognized good underwriting practice and 
who are not concerned with the general 
welfare of the farm business. The goo 
times enjoyed by agriculture in the past 
few years is naturally conducive to the 
development of a spirit of optimism and 
companies that previously shunned the 
farm business were again induced by 
their fieldmen to seek the line. A high'v 
competitive situation has developed and 
adherence to good principles and prac- 
tice is relaxed. These companies ap- 
parently know little about the farm 
business and care less; yet their laxed 
attitude and the willingness on the part 
of a few farm agents to follow the 
lines of least resistance has in the past 
and always will do violence to the rec- 
ord of the farm business. 

“My previous remarks have been di- 
rected to your selfish interest and to 
the enhancement of your commission 
income. The Michigan Association of 
local agents reached its high rank in 
national circles because George W. 
Carter, chairman of your conference 
committee, the members of your farm 
committee and your membership as a 
whole has already interested itself in 
the general welfare of the business. The 
public relations’ committee of the Na- 
tional Board in a recent release of this 


committee said in part the following: 
‘Everybody should know about property 
insurance, how it works, how it helps 
the community and the nation, and how 
property insurance premium rates are 
kept as low as it is possible to make 
them, consistent with safety.’ I am as- 
suming that ‘everybody’ in the sense 
that it was used in this quotation, was 
intended to include the big business 
of agriculture and it occurs to me that 
the job will not be complete until that 
vast segment of our population repre- 
sented by the farm people of America 
is included in our public relations and 
I am confident that Michigan agents 
are on the way to bring the message to 
Michigan farmers that we do _ serve 
agriculture and creating good will by 
telling Michigan farmers things they 
should know about farm property in- 
surance. 

“As chairman of the agricultural com- 
mittee of the National Fire Waste 
Council, my attention has been directed 
to some movements of national scope 
that I think you should wish to par- 
ticipate in. 

Farm Fire Protection 

“While it is true that agriculture 
rural sections have not suffered in 
appalling increase of fire waste to the 
extent that has been experienced in the 
urban centers, nevertheless, there are a 
number of important factors which 
clearly point the way to the necessity 
for increased activity and practical re- 
sults by all of those who are inter- 
ested or engaged in farm fire prevention 
and protection. 

“The tremendous increase in the use 
of machinery on the farm has contrib- 
uted a great deal to the unparalleled 
production records of the American 
farmer in the past few years and at 
the same time it has increased hazards 
from fire with which he must cope. 

“Farm fire and injury hazards in the 
old horse-drawn plow and_ cultivator 
days have increased until now they em- 
brace the widest category of industrial 
transportation and commercial expo- 
sures—for example; we now have black- 
smith and machine shop hazards, trans- 
portation—tracks, tractors and even air- 
planes, the use of toxic and poisonous 
compounds and_ inflammable _ liquids, 
electric power plants and equipment, 
power saws, wood working machinery 
and crop drying equipment. These haz- 
ards call for a more scientific applica- 
tion of fire prevention technique and 
again emphasize the fact that fire pre- 
vention alone is not enough; the big 
business of agriculture must be provided 
with fire protection. 

“The agricultural committee is now 
sponsoring a nationwide campaign of 
rural fire’ prevention and_ protection 
through Chambers of Commerce. By 
the end of this year it is believed that 
over 500 meetings of local Chambers of 
Commerce will be held with local farm- 
ers to set up a program that will pro- 
vide their respective communities with 
rural fire protection. I know of no 
activity in which local agents or groups 
of local agents can participate which 
will bring to them the favorable pub- 
licity that will accrue from their par- 
ticipation in such a campaign. 

“Alert local agents who will grasp the 
opportunity that is offered to provide 
the leadership in a community event of 
this character will be amazed at the 
favorab'e publicity effect that.can best 
be directed to themselves and to their 
community as a whole. A handsome 
manual of complete directions and sug- 
gestions for the conduct of such a cam- 
paign has been prepared and is now 
available to local agents everywhere. 
Address your inquiries and requests for 
copies of this manual to the National 
Fire Waste Council, c/o Chamber of 
Commerce of the United States, Wash- 
ington, D. C.” 
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WILLIAM P. WILLIS DIES 
William Paul Willis, 52, a local agent 
at Atlanta, Ga., and a former president 
of the Georgia Association of Insurance 
Agents, died September 4 after a long 
illness. The deceased leaves his widow, 
two sons and a daughter. 





BEST PRINTS AGGREGATES 


Covers Fire-Marine and Casualty. 
Surety Fields; Includes Statistica] 
Data and Charts 


Alfred M. Best Co. announces that 
the 1948 edition of Best’s Fire and 
Casualty Aggregates and Averages jg 
off the press and ready for immediate 
distribution. 

Covering the fire-marine and casualty- 
surety insurance fields, the Aggregates 
brings together under one cover the 
most important statistical data accy- 
mulated over the past fifty years. These 
data are supplemented by specially pre- 
pared tabulations and long-term trend 


studies shown in charts, graphs and 
tables. 
The Aggregates contains approxi- 


mately 140 pages of charts and tables 
including data on mutual, reciprocal and 
Lloyd’s organizations as well as com- 
plete data on stock insurance compa- 
nies. Operating results and aggregate 
figures are shown for numerous classes 
of companies and a complete breakdown 
of experience by lines show the impor- 
tant war and post-war changes in vol- 
ume and experience which affect the 
over-all fire and casualty totals. 

Federal taxes have been segregated 
for the past several years to enable 
better interpretation of operating fig- 
ures. A further refinement in report- 
ing casualty underwriting experience on 
liability and workmen’s compensation 
insurance is the compilation of such ex- 
perience using actual case basis reserves 
rather than statutory reserves. This not 
only brings the experience in line with 
current trends but has the added ad- 
vantage of correlating with Federal in- 
come taxes which are levied on case re- 
serves. 

The book is priced at ten dollars and 
can be ordered from the New York 
home office of Alfred M. Best Co. or 
from any of its branch offices in At- 
lanta, Boston, Chattanooga, Chicago, 
Cincinnati, Dallas and Los Angeles. 


Brown Special in N. J. 
For Providence Washington 


The Providence Washington an- 
nounces appointment of Sidney J. 
Brown as special agent for northern 
New Jersey territory. He will replace 
the former representative, Richard A. 
Lydecker, who has been transferred to 
the home office in Providence, R. I., and 
will assume underwriting duties in the 
marine department. 

Mr. Brown received his training in 
the home office and will assist Special 
Agent Harold W. Wittich in continuing 
the marine service provided by the 
Newark service office. 


Mutual Insurance Agents 
To Meet October 18-20 


3enjamin G. Sager of Cleveland, Ohio, 
president of the National Association of 
Mutual Insurance Agents, announces 
that advance registrations indicate there 
will be over six hundred in attendance 
at the organization’s seventeenth annual 
meeting scheduled for October 18, 19 
and 20 at the Shoreham Hotel in Wash- 
ington, D. C. 

A special invitation has been extended 
to the presidents and company agency 
supervisors of all agency mutual compa- 
nies, to attend a joint dinner meeting 
with the board of directors of the Na- 
tional Association on Sunday evening, 
October 17. 

Mr. Sager stated that principal dis- 
cussions at the meeting will center 
around need for improved educational 
facilities for agents, the necessity for 
increased advertising and public rela- 
tions work, the desirability for joint ef- 
forts in fire and accident prevention ac- 
tivities, and other items designed to fur- 
ther improve the relationship between 
companies and agents and promote mu- 
tual insurance. 
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Automobile Claims Assn. Watching 
Salvage Operations 


appraisal 


Progress in 


Automobile Claims Association, 


The ; : 
Inc, which has headquarters in New 
York City, held its first luncheon meet- 


of the fall season on September 9 
with President Matthew W.. L emberg, 
Fireman’s Fund, presiding. This was a 
general business meeing, with no invited 
speaker, and other officers who partici- 
pated in discussions included Vice Pres- 
ident Thomas P. Finegan, Corroon & 
Reynolds; Secretary Howard M. Taylor, 
Agricultural, and Treasurer Kenneth R. 
Buckton, Globe & Rutgers. 


ing 


At the next meeting, scheduled for 
Wednesday, October 13, instead of the 
second Thursday of the month, at 
Miller’s Restaurant on Fulton Street, 
Max J. Gwertzman, attorney, will be 
the speaker. He will discuss recent legal 
cases bearing on automobile loss prob- 
lems. 

Members of the Automobile Claims 
Association are showing a keen interest 


in experiments of the Underwriters Sal- 


vage Co. at San Francisco and Los 
Angeles with automobile salvage opera- 
tions. Enthusiastic reports have come 
from the Pacific Coast as to results 
achieved in disposing of salvaged cars 
and if such success is permanent the 
matter may be given full consideration 
here. Meanwhile it is likely the Claims 
Association will seek a report on prog- 
ress from the head office of the Under- 
writers Salvage Co., which is located in 
New York City. 

An outline of developments in Pitts- 
burgh and some other places where 





National General Ins. Co. 
Is Formed in Canada 


D. M. Hogarth, chairman of the 
board, has confirmed the fact that the 
National General Insurance Co. has been 
incorporated under the British and 
Canadian Insurance Act. According to 
Mr. Hogarth, the following will serve as 
directors: 

H. R. Carson, president of All-Canada 
Radio Facilities Ltd. Calgary; W. C. 
Cochrane, president of Cochrane-Dun- 
lop Hardware Ltd., Toronto; C. Fin- 


lay, Toronto lawyer; Mr. Hogarth, who 
is chairman of the Steep Rock Iron 
Mines, Toronto; J. D. Killey, general 
manager of the National General in 
Winnipeg; J. Earl Lawson, president 
Odeon Theaters of Canada; Ralph S. 
Plant, Vancouver; Harry I. Price, 


president of his own insurance agency 
in Toronto; R. B. Sanders, Winnipeg; 
R. J. Speers, Winnipeg; H. Tupper, 
barges F. G. Winspear, Edmonton; 
and J . Woods, Winnipeg. 

fates ‘I. Price has become president 
of the National General and J. E. 
Woods vice president. J. D. Killey is 
general manager and_ secretary-treas- 
urer. 

MANNING WITH CHUBB & SON 

John J. Manning, formerly with New- 
house & Sayre, Inc. New York City, 
joined Chubb & Son this week. Mr. 
Manning has been in insurance for 
twenty-five years and with Newhouse 
& Sayre the last eighteen years where he 
served as vice president and secretary 
in charge of all risk underwriting. 

RICHARD A. CLANCEY DIES 
Richard A. Clancey, head of the Seat- 
tle marine insurance brokerage firm of 

A. Clancey & Co., died at his home 
following a long illness. He is.65. He 
was born in Scotland and moved to this 
country twenty-five years ago. 








firms are offering to judge 
proper amounts for settling automobile 
physical damage claims was presented 
by Don Clark, General Adjustment Bu- 


reau. Members of the association seem 
to prefer, however, use of intelligent 
and competent adjusters on claims 


rather than to patronize appraisal plans. 
Through their knowledge of approved 
high grade garages and repair shops the 
men feel they have the problem 
of honest claim work fairly well under 
control. 

Mr. Clark also described an educa- 
tional program of the General Adjust- 
ment Bureau to develop the competency 
of new adjusters. As part of this plan 
it is desired that students meet home 
office loss men so they may learn 
through direct personal contact what the 
home office men expect from adjusters 
in the field. Classes are being held each 
week and Mr. Clark expressed the hope 
that home office men will volunteer to 
address these groups. 

The problem of the validity of 
receipts in various New York State 
courts was discussed briefly and refer- 
ence made to the recent pamphlet of 
Attorney Sidney N, a of New 
York. Mr. Finegan of the law commit- 
tee will give consideration to this ques- 
tion and report at a future meeting. 

Howard A. Kochendorfer of the Atlan- 
tic Mutual, was elected a member. He 
supervises automobile, physical damage, 
burglary and plate glass claims and is 
attorney in subrogation cases 


loss 


loan 


Ambiguity in Floater Policy Is 


Ruled Against Insurer in N.Y. 


submitted to the 
under 


A controversy was 
New York Appellate 
sections 546 and 548 of the Civil Practice 
Act to determine the meaning of a spe- 
cial floater form of personal property 
insurance policy for $5,COO, at a pre- 
mium of $100, issued to the plaintiff, 
textile commission merchant, who also 
sold textiles which he caused to be man- 
ufactured out of raw materials. 

On December 19, 1942, while the policy 
was in effect, a fire occurred in the 
premises of a processing company at its 
plant in Philippa, W. Va., as a result of 
which goods belonging to plaintiff valued 
at $9,938 were destroyed. The processing 
company at the time of the fire had cus- 
tody of the goods as a bailee of the 
plaintiff for the purpose of processing 
them. 

The plaintiff owned all the preferred 
stock and 50% of the common stock of 
the processing company and his attorney 
owned the other 50%. The plaintiff and 
his wife were directors of that company 
and respectively president and treasurer. 
The processing company was not neg- 
lirent and it was not liable for the loss 


Division 


of plaintiff's property. The processing 
company carried insurance on its own 
property and on the property of cus- 
tomers to the extent for which it was 


legally liable for $15,000, which was less 
than the value of its own property 
destroyed by the fire. 


Policy Endorsement 


At the time of the fire the actual 
cash value of plaintiff's property de- 
scribed in the policy, including the prop- 


erty destroyed and not otherwise in- 
sured, was $17,587. Of this, $2,825 rep- 
resented that portion of the loss of 


$9,938 which $5,000, the amount insured 
in the policy, bears to $17,587, the aggre- 
gate cash value of plaintiff's property. 


Breach of Winter Lay-Up Warranty 
In Yacht Policy Bar to Recovery 


York 
court Dis- 
trict Court for Southern New York on a 
combined hull P. ek for 
$8,000 on the plaintiff's forty-seven foot 
light 


Action brought in a New 


and removed to the Federal 


was 


and policy 


steam yacht, The Edward James, 


issued by the defendant, Automobile 
Insurance Co. of Hartford, for a total 
loss of the yacht, under the “perils of 


the sea” clause in the policy. 

The policy also contained a winter 
warranty: “Warranted that the said 
yacht shall be laid up and out of com- 
mission from November 1, at noon, un- 
til May 1, at noon.” 

After a trial in the District Court, the 
jury rendered a verdict for the insur- 
ance company and judgment was entered 
thereon, from which the plaintiff ap- 
pealed. The Second Circuit Court of 
Appeals, Gelb v. Automobile Ins. Co., 
168 F. 2d 774, affirmed the District Court's 
judgment for the following reasons: 


Not Hauled on Shore 


On September 28, 1945, the yacht was 
left by the plaintiff at Miniford Yacht 
Yard, City Island, New York; she was 
never hauled out on shore but was left 
afloat anchored to two dolphins about 
500 feet off shore in open water until 
November 29, when she sank. Things re- 
lating to laying up a yacht for the win- 
ter, such as discontinuing or removing 
the batteries, removing water from the 


bilges, pumps, motors, or tanks, and 
drawing the gasoline, were not done. 
The night the yacht sank there were 


heavy seas and a northeaster, and there 


was evidence the yacht probably broke 
loose from her mooring and hit a barge 
tied up astern of her. 

The insurance company contended that 
it was relieved from any liability on the 
policy because the plaintiff's breach of 


the laying up warranty by failure to 
haul the boat up on shore or to per- 
form the other customary acts in stor- 


ing it for the winter. It offered evidence 
tending to show a custom or practice 
to take these steps in laying up a boat 
of the type of the Edward James for the 
winter. Such evidence, the appellate 
court said, was undoubtedly competent. 
“Parties are presumed to contract with 
reference to general customs and usages 
which explain the specific meaning of a 
term used and personal knowledge ot 
the customary meaning need not be had 
by the parties to the contract. More- 
over, where, as in the present case, such 
meaning of a phrase in a marine policy 
is known to the broker, who is an agent 
for the insured, it is sufficient to bind 
the latter. (Citations omitted).” 


Evidence of Custom 
which was 
tended to 


“The evidence of custom 
introduced by the defendant 
show that these words meant that the 
owner should put his boat up perma- 
nently in some unexposed place and with 
care for the protection of both the boat 


and her equipment. In the particular 
area where plaintiff's yacht was left, 
there is evidence that the customary 


procedure for laying up such a boat was 
to haul her on shore rather than to leave 
her afloat. There was also evidence that 
it was the custom to perform such acts 


The insurance company 


refused to pay 
the loss and no part of it had been col- 
lected from any other source. A type- 
written endorsement on the policy war- 
ranted that “the assured will hold proc- 
essors or any other bailees liable for the 
safe return of property”; but it also ex- 
cluded “any loss or damage due to the 
actual processing.” 

A clause in an insurance policy, Judge 
Shientag said, is to be determined by 
what it means to the ordinary business 
man. If the insurance company had 
wished to limit its liability as drastically 


as it clamed it intended to do, by 
obliging the insured to contract with 
every one of his processors or bailees 
so as to make them liable for the safe 


return of the goods regardless of negli- 
gence of the processor, the policv should 
have been so worded as to be understood, 
not by an insurance expert, but by a 
person of ordinary business intelligence. 
This, the Appellate Division held, the 
insurer plainly failed to do. 

“The meaning of the clause in contro- 
versy to the ordinary business man is 
that in the event of loss, if there is legal 
liability of any kind against the bailee, 
the insured will do whatever is reason- 
ably necessary to enforce that liability. 
At any rate the clause does not inform 


the assured that he is covered only and 
to the extent that he makes a special 
contract with his bailee extending the 


liability and mak- 
the merchandise. 
the clause is highly ambiguous, 
ambiguity should be resolved 
the insurance company which 


latter’s ordinary legal 
ing him an insurer of 
At best 
and that 
against 
wrote it. 
“Judgment 
prayed 
costs. 


is directed for plaintiff as 
for in the submission, without 
Whiteside v. Insurance Co. of 
Pennsylvania, 79 N. Y. S. 2d 715. 


Limited Licenses to Sell 
Auto Coverage in Ohio 


It was pointed out this week by in- 
surance agents in Ohio that automobile 
dealers who have been licensed by the 
Ohio Division of Insurance are permitted 


to write only limited insurance. A new 
license to sell fire, theft, wind, com- 
prehensive or collision coverages, does 
not legalize the payments of commis- 
sions for other types of insurance, such 
as personal injury or property damage 
liability or other fire or casualty lines. 


An appeal from the ruling of the Ohio 
Division of Insurance licensing the auto- 
mobile dealers is pending in the courts 
at Columbus. 





ining 
ned.” 


nd dra 
menti 
other offered by the 
in evidence were held properly 

luded because one of the pol 
ws of another company and in the 
of the defe = nt’s prior policy there wes 


with regard to the batteries a 
the equipment as we have 
Two policies 
P —_ 
cies 


case 


no proof that the vessel “involved or her 
situs were cca with the facts 
determining the risks covered by the 
pol cy issued to plaintiff 

“In other words, the particular re- 
quirement for winter storage found in 
the two policies offered by the plaintiff 
was or mght have been mitigated as to 


a boat like the plaintiff's in order to 
permit storage afloat in a properly shel- 
tered place. However, By the defendant's 


evidence be believed, he berth in which 
the Edward Jemes was left did not ful- 
fil this condition.” 


It is also held that “proof of a causal 
relation is not ciao where there has 
been such a breach of a warranty in a 
marine policy as defendant’s evidence in- 


dicated had occurred here. Levin v. 
Aetna, 139 F. 2d 217; Shamrock Towing 
Co. v. American, 9 F. 2d 57, 60.” 
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Program Completed for 
Advertising Conference 


PLANS MADE FOR CHICAGO 
Blatchford Will Propose IAC Research 


Project; Indiana Commissioner 
Pearson Is Luncheon Speaker 
Joseph A. Gernhardt, advertising 
manager, National Surety Corp., vice 
president of the Insurance Advertising 
Conference, nominated for the presi- 
dency, and chairman of the program 
committee, announces that the schedule 
of speakers for the annual meeting of 
the conference at the Hotel Stevens, 
Chicago, September 30 to October 1, has 

practically been c mpleted. 

Following a meeting of the executive 
committee and registration, the mem- 
bers’ forum will begin at 11 am. on 
Thursday, September 30, with the fol- 
lowing speakers: Ralph C. Blatchford, 
superintendent, advertising department, 
Employers’ Liability Group, who will 
recommend that a research project com- 
mittee be appointed by IAC; Dwight P. 
Ely, production manager, Ohio Farmers 


Insurance Co., on “What Should the 
Agent Do With the Material We De- 
sign”; John C. Cosgrove, director of 
education, American Insurance Group, 
discussing direct mail booklets, and F. 


Sidney Holt, assistant secretary and su- 
pervisor of publicity, Aetna Fire Group, 
window displays and counter cards. 
Pearson to Speak 
Commissioner John  D. 
Pearson of Indiana will be the luncheon 
speaker that day. His subject will be 
“Don’t Sell Yourselves Short.” In the 
afternoon Theodore W. Budlong, adver- 


Insurance 


tising manager in the public relations 
department of the National Board of 
Fire Underwriters, will present the Na- 


tional 
Back,” 


sistant 


Board film, “Texas City Comes 
after which John Ashmead, as- 
Phoenix-Connecticut 
Group, will speak on “Strip Tease in 
Reverse.” 

On Friday morning there will be a 
breakfast for new members followed by 
e business meeting and election of 


secretary, 





flicers. Harold K. Philips, director, in- 
formation and publicity division, Asso- 
ciation of Casualty & Surety Cos., will 


“Getting Safety 
Advertising,” and Fred 
r and publisher, the 


speak on the subject: 
Results Through 

C, Crowell, Jr., edit 
Insurance Field, 


will talk on “Between 
Pipefuls.” 

\t the Friday luncheon, the new offi- 
cers will be presented and L. A’‘len 
Beck, CPCU, Denver, president of the 
Colorado Association of Insurance 
Agents, will speak 


Phere will be two addresses at the 
afternoon session: Harold W. Cook, 
5 staff, Look Inc., on “A Salesman 
Looks at Advertising and the Mar- 
ket.” and Traver, director of 
public relations, National Board of Fire 
Underwriters, will speak on “Internal 
Public Relations.” 

Beck Is Dinner Speaker 

The president’s reception will be held 
in the evening, followed by the annual 
dinner at which Thomas W. Beck, 
chairman of the board of Crowell-Collier, 
will be guest speaker 

Serving with Mr. Gernhardt on the 
program committee are the fol'owing in- 
surance newspapermen: Ed. C. Smith, 
Weekly Underwriter; Ralph E. Mor- 
row, Rough Notes: Robert R. Dearden. 
III, United States Review, and Wallace 
L. Clapp, The Eastern Underwriter. 

idvance registration is excellent and 
it 1s expected that most of those who 
attend the meeting of the conference 


will remain for the annual convention 


ales 


George 


Named Council Attorney 


Kenneth L. Briard has been named 
attorney on the staff of the National 
Council on Compensation Insurance, ac- 
cording to an announcement made by 
W. F. Roeber, general manager. 


Gregory Cook Kelly Dies 

Gregory Cook Kelly, general mana- 
ger of the Pennsylvania Compensation 
Rating & Inspection Bureau, Philadel- 
phia, died suddenly at his home on 
Frome Farm, near Philadelphia, Sep- 
tember 11. Mr. Kelly had been general 
manager of the Pennsylvania Rating 
Bureau almost since its inception, hav- 
ing served continuously in that capacity 
since April 1, 1917. 

Born in Elmira, N. Y., in 1879, he 
was educated at Lawrenceville Academy, 
Lawrenceville, N. J., and was a gradu- 
ate of the University of Pennsylvania 
in mechanical engineering. His early 
insurance experience was with the 
Hartford Accident & Indemnity Co., in 
the Philadelphia office of that company. 
He was a Fellow of the Casualty Actu- 
arial Society. 





of the National Association of Insur- 
ance Agents at Hotel Stevens, Chicago, 
October 4-6. 


Matthai Speaks Before 
C. of C. Insurance Men 


IS CHAIRMAN OF COMMITTEE 





Says Gov't Should Get Out of Life In- 
surance During Peace; American Mar- 

ket Should Handle ERP Insurance 

It is of paramount importance to get 
the Government out of the life insur- 
ance business in time of peace and to 
keep marine insurance under the 
European Recovery Program from being 
diverted from the American market, 
said Joseph F. Matthai, executive vice 
president, U. S. Fidelity & Guaranty Co.. 
chairman of the insurance committee of 
the Chamber of Commerce of the United 
States, in addressing the meeting of the 
committee at the Waldorf-Astoria Hotel, 
New York City, September 9. 

Mr. Matthai said further that, with 
the threat of a third World War, the 


subiect of civilian defense and loss of 
civilian life and property is under a 
close scrutiny and that the insurance 


committee probably would want to name 
a sub-committee of the special com- 
mission to study the insurance phases of 
the problem. 


Mr. Matthai said it is the job of 
the insurance committee to advise the 
chamber’s board of directors on insur- 


ance or those matters directly affecting 
insurance and added: 
Must Consider Public Policy 

“In carrying out this job we have 
to look at insurance from the standpoint 
of public policy and put aside our cus- 
tomary thinking in terms of premium 
volume, expenses, commissions 
and underwriting profit. Not that these 


losses, 





















Do your clients have 
modern insurance pro- 
tection in casualty and 
fidelity policies ... or 
is it outmoded like old 
armor? 

You can gain lasting 
good will by checking 
up and analyzing your 
clients’ needs. Then 
have them convert 
from outmoded pol- 
icies into broad cover- 
ages which include 


AS MODERN AS A 
JET-PROPELLED 
PLANE 


General Liability 
Automobile Liability 
Personal Liability 
Storekeepers Liability 
Farmers Personal Liability 
D. D. D. including Blanket Dis- 









honesty and Broad Form Money and 


Securities 


When you analyze your client's protection 


needs and point out how he benefits by & 


conversion to comprehensive coverages, |) 
his appreciation of your services can pay 
you extra profits for years to come. 





CENTRAL SURETY AND INSURANCE ©@RPORATION 





EASTERN DEPARTMENT 


110 WILLIAM STREET . . 


NEW YORK 7, N. Y. 


. . 





JOSEPH F. MATTHAI 


viewpoints are in conflict. They are not, 
Public policy must permit adequate op- 
erating results for all those who know 
how and are willing to operate soundly. 
But it is much more. Public policy must 
look at insurance as a part of our whole 
economy. It compares our public attitude 
toward insurance with our attitude 
toward transportation, banking, manu- 
facturing or foreign trade. The chamber’s 
objective is to create a healthy atmos- 
phere in which all kinds of private busi- 
ness can operate soundly. 

“T think it is of paramount importance, 
for examnle, that something be done to 
vet the Government out of the life in- 
surance business in time of peace, also 
that something be done to keep the 
marine insurance on shipments under 
the European Recovery Program and 
other shipments financed by our Gov- 
ernment, from being diverted from the 
American market. Both of these matters 
have had the earnest attention of many 
insurance men for a number of years 
and I believe that the chamber can 
render invaluable assistance in guiding 
the formulation of national policy 
through action by Congress.” 

Mr. Matthai said that the chamber’s 
pamphlet “Proper Regulation of Insur- 
ance After July 1, 1948” has pointed the 
way to leaders in every state just what 
the job of states is to be during the 
vears ahead in regulating insurance and 
that as the work of administration of 
regulatory laws proceeds, the chamber 
may point the wav in other respects 

Mail Order Insurance 

“For example,” he said, “the job of 
controlling the activities of mail order 
health and accident insurance companies 
is going to receive the earnest attention 
of the Federal authorities. The chamber 
may assist materially in getting a pub- 
lic understanding of the problem and 
an ultimate solution by issuing a proper 
statement of the evils, the difficulty of 
trying to stop them, and then pointing 
the way to possible control. 

“The chamber has rendered valuable 
service in the past in dealing with rate 
making questions in the transportation 
and other fields. In the casualty busi- 
ness we have been fairly successful in 
developing a working basis for making 
rate levels. The issues in the fire insur- 
ance business are being brought out and 
clarified in a series of memoranda and 
discussions in the National Association 
of Insurance Commissioners. It may be 
that this committee could be of some 
assistance in formulating proper opinion 
of these issues.” 

In closing his address, Mr. Matthai 
introduced Clem D. Johnston, Roanoke, 
Va., a member of the chamber’s board 
of directors who is now serving as 
deputy director, Civilian Defense Plan- 
ning, Office of the Secretary of Defense. 
Mr. Matthai said Mr. Johnston is de- 
voting practically his full time to defense 

(Continued on Page 47) 
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a 
Announce Arrangements 


For Joint Convention 
10 MEET AT WHITE SULPHUR 
Falvey and Williams Will Speak; 


Dorsett Urges Prompt Registration 
for “Homecoming” Event 








Plans for the thirty-third annual joint 
onvention of the International Asso- 
vation of Casualty & Surety Under- 
avers and the National Association of 
Casualty & Surety Agents, at White 
Sulphur Springs, W. Va., November 11- 
{3 are announced by Wallace J. Falvey 
and Wheaton A. Williams, respective 
oresidents of the two organizations. 

Simultaneously J. Dewey Dorsett, gen- 
eal manager of the Association of 
Casualty & Surety Companies and secre- 
tary-treasurer of the TACSU, announced 
hat the return of the insurance groups 
their traditional meeting place at 
White Sulphur Springs’ famous Green- 
pier Hotel is attracting the largest 
advance registration ever recorded, The 
yst time they met there was in 1941, 
aly two months before Pearl Harbor. 


Arrangements have been made with 
the Chesapeake & Ohio Railroad, Mr. 
Dorsett said, to have special conven- 
fon cars on its regular train leaving 
Yew York, on the night of November 
(0, arriving in White Sulphur Springs 
early the following morning. Special 
convention cars also are being provided 
n the regular train leaving White 
Sulphur Springs at 9 p.m. on November 
33 and 14, arriving in New York the 
next morning. 


Should Address Dorsett and Cline 


Members and guests of the interna- 
tional association desiring reservations 
ina special car should write as early 
as possible to Mr. Dorsett at the Asso- 
ciation of Casualty & Surety Companies, 
0 John Street, New York 7, N. Y. 
Members and guests of the agents’ asso- 
cation desiring special car reservations 
should write to William T. Cline, secre- 
tary of that organization, 175 West 
Jackson Boulevard, Chicago. 

‘It is most important,” Mr. Dorsett 
aid, “that both train and hotel reserva- 
tions be made early. This is being re- 
garded as a ‘homecoming’ convention 
and advance registrations are exception- 
aly heavy. Special arrangements have 
been made with the Greenbrier to have 
hotel convention rates apply one day 
before the convention and one day after, 
t two days after, for those who desire 
alonger stay. Notice of a desire to use 
this privilege must be made, however, 
upon applying for reservations or when 
registering at the hotel. It applies to 
oth members and guests of the two 
tganizations.” 

Several changes will be found at the 
mvention this year. The convention 
jroper will continue through three days, 
ustead of four, as heretofore. Those 
jatticipating in the men’s golf tourna- 
uent over the Greenbrier’s championship 
‘ourse will be required to play a qualify- 
ng round of eighteen holes on Novem- 
e 11. Tournament play, which will 
‘wer the customary thirty-six holes, will 
eon November 12 and 13. Tournament 
lay (medal) will be by flights, based 
ithe qualifying round scores, but the 
wlters may make up their own parties 
tgardless of the flight to which their 
“ore will apply. 


Golf Tournament Slated 


Delegates and guests will register 
‘tursday morning, November 11, when 
‘omplete information about entertain- 
tent programs and the golf and horse- 
‘ioe pitching tournaments will be fur- 
ished, On the same day the women’s 
vlf tournament will begin at 10:30 a.m., 
td the men’s qualifying round at 
“0 p.m. Horseshoe pitchers will begin 
“er contest at 3:30 p.m., and at 8 p.m. 
‘ltre will be moving pictures, cards and 
Normal dancing. 


A joint general meeting of the two 
‘Sociations will be held on the morn- 





ATA Insurance Advisory Committee 
Being Set Up for 11 Western States 


Initial steps toward easing of truck 
insurance problems in the eleven western 
states were taken in San Francisco last 
week when plans were completed for es- 
tablishment of a western trucking indus- 
try insurance advisory committee, under 
the banner of American Trucking Asso- 
ciations, Inc. 

The committee will be composed of 
leading represenatives in the west of the 
trucking industry, the insurance busi- 
ness, truck labor, insurance agents and 
insurance brokers. Its job will be to plan 
and carry through a long-range program 
designed to alleviate the insurance diffi- 
culties and related safety problems cur- 
rently confronting motor truck owners 
in the eleven-state area. A similar com- 
mittee embracing the east and midwest 
already is functioning. Close liaison will 
be maintained between the two groups. 


R. H. Wenzel Acting Chr. of Committee 


Final arrangements for establishment 
of the western committee, and prelimi- 
nary plans for its activities were made 
at a meeting of western motor carrier 
and insurance spokesmen at the offices 
of the Truck Owners Association of Cali- 
fornia. The session was presided over 
bv Ted V. Rodgers of Scranton, Pa., who 
is chairman of the over-all national in- 
surance advisory committee. He was as- 
sisted by Coleman, American 
Safety Tank Co., Kansas City, Mo., na- 
tional vice chairman, and W. A. Bresna- 
han, American Trucking Associations, 
Inc., Washington, D. C., national secre- 
tary. 

Pending selection of permanent offi- 
cers for the western committee, R. H. 
Wenzel of Truck Insurance Exchange, 
Los Angeles, was named acting chair- 
man, and Larry M. Fites of Truck Own- 
ers Association of California, San Fran- 
cisco, was made acting secretary. 


Broad Objectives Outlined 


The broad objectives of the committee 
were outlined as follows: 

1. To bring about close cooperation 
between insurance carriers of all types 
and the trucking industry, with its vari- 
ous classes of operation, both large and 
small. 

2. To acquaint the trucking industry 
with operational requirements and prac- 
tices of the insurance business so that 
truck operators may better understand 
what they must do to obtain maximum 
insurance protection and service at mini- 
mum costs. 

3. To better acquaint insurance car- 
riers with operational practices and in- 
surance coverage requirements of truck 
operators, both large and small. 

4. To improve and seek basic uni- 
formity in existing standards of loss 





ing of Friday, November 12. Addresses 
will be made by Mr. Williams and by 
Mr. Falvey. The principal speaker’s 
name will be announced later. Mr. Falvey 
will preside at the joint meeting and 
Mr. Williams will introduce visiting In- 
surance Commissioners. 

On the same day the women’s golf 
tournament will continue, and the first 
eighteen holes of men’s tournament play 
will begin. In the afternoon there will 
be a contract bridge tournament for 
women and the men’s horseshoe pitching 
contest. The joint convention banquet 
will be held in the evening. 

On Saturday, November 13, each as- 
sociation will hold a separate business 
meeting, to receive reports, discuss mat- 
ters that come before the meetings, and 
elect officers for the ensuing year. At 
the conclusion of business, each will 
adjourn sine die. The final eighteen holes 
of men’s tournament golf will be played 
and all the prizes will be awarded at 
dinner that evening. Dinner will be com- 
pleted in ample time to allow those de- 
parting Saturday evening to board the 
9 p.m, train. 


prevention in truck operations generally 
by outlining basically uniform methods 
of securing and holding management's 
interest in the program; outlining ba- 
sically uniform methods of employe se- 
lection and training; outlining basically 
uniform minimum standards for mechan- 
ical loss-prevention equipment, and out- 
lining basically uniform methods of con- 
tinuing loss-prevention practices. 

As a major step toward accomplish- 
ment of such objectives, the committee 
agreed to a plan of assigning to tech- 
nically qualified insurance men and truck 
safety and personnel specialists, the task 
of developing concrete recommendations 
for basic minimum standards for safe 
and efficient operations. Following a 
pattern laid down in the east, several 
consulting committees composed of spe- 
cialists representing the various parties 
in interest will be appointed to carry out 
this work. 

Consulting Committees Set Up 


Among these consulting committees will 
be one which will concenrate on the hu- 
man factor in safety. Its members, when 
appointed, will study the question and 
prepare recommendations dealing with 
proper employe selection, adequate initial 
instruction and a continued program of 
employe education in safety. A second 
consulting group will give its attention 
in a similar manner to the problem of 
mechanical safety. Other consulting 
committees will include fire prevention 
and cargo protection. 


In addition, the western committee will 
select members to serve on the national 
sub-committee on inter-industry infor- 
mation. This sub-committee will be the 
focal point for making available to one 
industry whatever factors or information 
might be needed with respect to the 
other industry, and also will provide the 
machinery .whereby each industry may 
make clear to the other its own prac- 
tices, needs and problems. 


Others attending last week’s meeting 
were: Owen Collett, Collett Tank Lines, 
Salt Lake City; O. R. Craven, Orange 
Transportation Co., Pocatello, Idaho; 
Sam Simpson of Los Angeles and Wil- 
liam White of San Francisco, both of 
Transport Insurance Exchange; Joseph 
P. Dougherty, Insurance Co. of North 
America, San Francisco; W. A. Peters, 
Aetna Casualty & Surety Co., San Fran- 
cisco; H. L. Petrey, Central Manufac- 
turers Mutual, San Francisco; George O. 
Johnson and E. E. Hayden, both of San 
Francisco and representing the National 
Association of Insurance Agents; K. I. 
Tobey, San Francisco, representing Mar- 
kel Service, Inc.; Robert Flournoy, of 
Mund, McLarnin & Co., San Francisco, 
and J. M. Evans, Johnson Motor Lines, 
Billings, Mont. 





Bender Joins Stott Agency 


Edmund F. Bender, formerly of Bell- 
more, Long Island, has become asso- 
ciated with John C. Stott in the John 
C. Stott Agency, Norwich, N. Y. Mr. 
Bender has been connected with the 
Ocean Accident & Guarantee Corp., 
New York City, and for several years 
was superintendent of claims and un- 
derwriting countrywide, for that com- 
pany. Mr. Stott is vice president of the 
National Association of Insurance 
Agents. 





Actuarial Society Dinner 


Following its annual meeting Novem- 
ber 19, the Casualty Actuarial Society 
will hold a dinner in the evening. Both 
the meeting and the dinner will be at 
the Hotel Biltmore. Emma C. Maycrink, 
the society’s editor, requests that mem- 
bers who are preparing papers for the 
meeting send them to her promptly and 
in quadruplicate. 
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Allyn on Inflation’s 
Effect Upon Insurance 


MAKES REPORT TO GOVERNOR 





Says Great Increase in Coverage and 
Volume Has Resulted; Lauds Man- 
agement for Meeting Challenge 


Inflation has had a great effect on the 
insurance business, Insurance Commis- 
sioner W. Ellery Allyn of Connecticut, 
said in his annual report to the Governor 
last week. 

“Fire losses continue to mount to all- 
time highs,” he said. “Casualty company 
reports reflect larger loss adjustments. 
Higher replacement cost of buildings, 
automobiles and other manufactured 
goods, higher hospital costs, compensa- 
tion awards and increased expense of 
doing business all contribute to the 
problem. A tremendous increase in cov- 
erage and premium volume has re- 
sulted.” 

The Commissioner reported that there 
are sixty-one Connecticut companies and 
460 out-of-state companies licensed in 
the state. The total admitted assets of 
companies licensed to operate in Con- 
necticut was listed as $52,804,050,210 at 
the close of 1947. Ten years ago, in 
1937, these assets totaled only $28,386,- 
424,162. Noting that the number of poli- 
cies in force has increased about one- 
third in the last ten years, the Com- 
missioner listed the reserve liability of 
domestic life companies as of Decem- 
ber 1, 1947, at $3,400,000,000. 

Despite all the troubles of these times, 
Commissioner Allyn paid tribute to the 
management of insurance companies, 
saying: 

“Insurance management in general is 
meeting these challenges with excep- 
tional ability and is to be commended for 
acting within the spirit of the dictum 
of the Supreme Court of the United 
States that ‘insurance is charged with 
a public interest.’” 

In his report, Commissioner Allyn 
warned the citizens of Connecticut not 
to buy insurance from unlicensed com- 
panies which solicit business through 
the mails or through advertising. 


T. W. Bailey to Address 


Risk Research Institute 


The Risk Research Institute will hold 
a luncheon meeting at the George Wash- 
ington Hotel, New York City, Septem- 
ber 23, at 12:30 p.m. The speaker will 
be T. W. Bailey, vice president, Marsh 
& McLennan. 
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McKelvy on Surety’s 
Subrogation Rights 


TALKS AT SEATTLE MEETING 


Says Confusion Exists in Decisions as 
to Whether Surety’s Rights Go 
Beyond Retained Percentages 
The recent case of the United States 
v. Munsey Trust Co., the subject of the 
paper of Braxton Dew, associate coun- 
sel, Aetna Casualty & Surety Co., before 
the fidelity and surety round table of 





the Section of Insurance Law of the 
American Bar Association at Seattle, 
September 7 (reviewed in last week’s 
issue), came in for further discus- 


sion at the seme session in the paper of 
W. R. McKelvy of Skeel, McKelvy, 
Henke, Evenson & Uh!mann, Seattle. 
Mr. Mckelvy’s subject was: “Present 
and Future Problems in the Fidelity and 
Surety Field.” Mr. MckKelvy said that 


an old but vexatious problem for the 


practicing lawyer is the question of 
priority between a bank assignment 
given by the construction contractor to 


finance a contract and the rights of the 
surety upon default of the contractor. 
Most applications for surety bonds, he 
said, contain a contingent assignment to 
become effective upon such default; such 
assignments are valid and are consid- 
ered a part of the bond obligation. 
Gives Rise to Litigation 

“The question of the superiority of 
equitable rights under these assignments 
as against a claim of a financing 
signee has given rise to much litiga- 
tion,” he said. “The problem is not so 
much a question of the priority of the 
assignments as the priority of the 
equitable rights of the surety to sub- 
rogation, 

“Since Prairie State Bank v. U. S., it 
has generally been acknowledged that 
the surety had a right to subrogation 
superior to the equitable right of the 
financing assignee. This right was su- 
perior, because the surety acted under 
compulsion and the bank was a mere 
volunteer. The court said that the right 
to subrogation was ‘to be substituted 
to the rights which the United States 
might have asserted against the bond.’ 
This right was upheld a few years la‘er 
in Henningsen v. U. S. F. & G. In 
1937 the Supreme Court in the case of 
Martin v. National Surety again upheld 
the surety’s superior right in a case in 
volving, as the other case did, a Govern- 
ment contract. This case went up from 
the Eighth Circuit, where that court had 
based the right of subrogation primarily 
on the theory that labor and material- 
men had superior rights to the undis- 
tributed proceeds. The Supreme Court 
affirmed the Circuit Court in a decision 
written by the late Justice Cardozo 
holding that the fund became impressed 
with the equities in favor of material- 
men to whose rights the surety became 
subrogated. 

“The recent case of United States v 
Munsey Trust Co. has thrown some 
doubt on these decisions so far as Gov- 
ernment contracts are concerned. It 
was argued in that case that the labor 
and materialmen had no claim to any of 
the undistributed funds. The court 
said it was unnecessary to decide that 
question. The case held that the United 
States could set off a claim arising out 
of another transaction against a claim of 
the surety for the use of the funds for 
the purpose of the contract. 

Makes Assignments Void 

“The United States Assignment of 
Claims Act, as amended in 1940, makes 
all assignments void unless conforming 
strictly to the statute and unquestion- 
ably eliminates the contingent assign- 
ment of a surety. Justice Cardozo, in 
the Martin case, stated that the law 
prior to the 1940 amendment was en- 
acted primarily for the benefit of the 
Government and did not affect the equi- 
ties between the parties. 

“We see nothing in the language of 
the 1940 amendment or the Munsey case 
to change this rule. In 1945 the Fifth 


as- 


American Casualty Cos. Join in 


Celebrating Reading’s Bicentennial 





The American Casualty Companies’ booth here illustrated, featured Reading as the hosiery 
center of the world. Ten inch plastic disks, each with a reproduction of a hosiery trademark were 
mounted against a gray background. The American Casualty’s insignia—wings with Indian head 
in center—stretched across the top of the booth. On the curved counter, were eighteen differ- 
ent advertising leaflets on various forms of insurance which were distributed to exposition visitors. 


Along with other business enterprises 
and residents of Reading, Pa., the 
American Casualty Companies are help- 
ing to celebrate the 200th anniversary 
of their home town throughout 1948. 
Harold G. Evans, president of the com- 
pany, is serving as a member of the 
bicentennial committee and has been 
extremely active: in planning the city’s 
year-long birthday party. 

Climax of the celebration was the two 
million dollar Industrial Exposition at 
the Reading Fair Grounds from August 
14 to September 6. 

Starting on August 14, when Governor 
Duff of Pennsy!vania officially opened 
the exposition, there was a full schedule 
of entertainment, community interest 
programs and other outstanding attrac- 
tions. 

Two hundred years ago Reading, Pa., 
was founded by Thomas and Richard 
Penn, sons of William Penn. The city 
is named after their ancestral home, 
Reading, England. 


Lord Mayor of Reading, England, 
Participated 


In planning the bicentennial festivi- 
ties, city officials invited H. V. Kersley, 
the Lord Mavor of Reading, England, 
to participate in the celebration. Mayor 
Kersley took part in many of the cere- 
monies, luncheons and dinners. 

As one of the leading business enter- 
prises in the city, the American Casu- 
alty Companies participated ‘in the In- 
dustrial Exposition with a booth, a 
photograph of which is shown on this 
page. 

Rather 


than publicize insurance the 





Circuit Court held that the act did af- 
fect the rights between the parties but 
recognized that the question involved 
was a matter of the superiority of the 
equities of the parties and found the 
loan not having been diverted from the 


purpose of the contract, the bank’s 
equity was superior. 
“We do not believe that the statute 


affects the question of the equities of 
the bank and the surety because the 
right of subrogation is not necessarily 
dependent upon the contingent assign- 
ment. As pointed out in the earlier 
Supreme Court cases, it arises out of 
the contract and bond obligation of 
which the assignee has had notice.” 

Mr. McKelvy said a somewhat dif- 
ferent problem arises with reference to 
public construction contracts other than 


(Continued on Page 45) 


American Casualty Companies chose to 
honor the hosiery mills of their com- 


munity in the exhibit, featuring the 
trade marks of the mills. 
For many years, Reading and _sur- 


rounding Berks County have been cele- 
brated as the hosiery manufacturing 
center of the world. Not only does it 
have the largest concentration of large 
and small stocking mills, but the com- 
munity is the home of the biggest 
hosiery mill in the United States. 


Has 700 Different Manufacturing 
Enterprises 


Although the hosiery mills were hon- 
ored in its exhibit, American Casualty’s 
officials point out that Reading is by no 
means a one-industry community. More 
than 700 different manufacturing enter- 


prises contribute to the progress and 
prosperity of the city and county. 
Reading got its start as a leading 
manufacturing and business center when 
the Reading Railroad started its ex- 
istence 110 years ago, and chose the 
town as its headquarters. Both the 


Reading and the Pennsylvania Railroads 
had outstanding exhibits at the exposi- 
tion, featuring the newest «designs in 
railroad trains. 

Civic, fraternal, firemen, veterans and 
Army groups participated in demonstra- 
tions, exhibitions, shows and parades 
throughout the three-week exposition. 

Leading stars of stage, screen, radio 
and television also took part in the 
many stage shows. Among the head- 
liners were Sammy Kaye, Olsen and 
Johnson, Frances Langford, George 
Jessel, Dick Haymes, Eddie Cantor and 
Claude Rains, to mention just a few. 
A water follies show provided another 
feature attraction. 

Although the exposition at the Fair 
Grounds ended on September 6, bicen- 
tennial ceremonies will continue until 
the end of 1948. 

The city will welcome the Pennsyl- 
vania State Firemen during Fire Pre- 
vention Week, October 3 to 9. On Octo- 
ber 7 the state fire fighters will put on 
a six-hour parade, with more than 
seventy bands and marching units par- 
ticipating. 

The American Casualty Companies 
extend a hearty invitation to members 
of the insurance fraternity to visit 
Reading before its bicentennial year is 
completed. There is much of interest in 
this beautiful Pennsylvania country, 
with more than eighty points of his- 
torical interest in Berks County alone. 


Orr Opposes Proposed 
Aviation Liability Bj 
APPEARS ON ABA PROGRAM 


Sees No Public Demand for Drastic 
Aviation Liability Legislation; 
Would Cause Confusion 

Vigorous opposition to the uniform 
aviation liability bill proposed for pres- 
entation to the states by the committee 
on uniform aeronautical code of the 
Commission on Uniform State Lays 
was voiced by George W. Orr, director 
of claims, United States Aircraft Insur- 
ance Group, in his paper before the 
round table of the committee on ayia. 
tion insurance law at the annual meet. 
ing of the Section of Insurance Law of 
the American Bar Association at Seattle 
last week. 

Mr. Orr expressed the opinion that 
passage of such bills by a few states 
the best that can be expected, would 
cause confusion and conflict where there 
is now no reason for confusion and that 
it would radically change the law ap. 
plicable to tort as now established. 

As an operator of air lines, charter 
planes, airports and flying schools, as 
well as in his present connection, Mr 
Orr said he has been intimately asso- 
ciated with aviation for more than 
twenty years and, he added: “TI have 
found no substantial evidence that pub- 
lic policy or the interests of any class 
demand such legislation.” 

Comes From Theoretical Lawyers 

Mr. Orr said it is his considered opin- 
ion that the demand for drastic avia- 
tion liability legislation comes fron 
theoretical lawyers who apparently be- 
lieve they can write better law “than 
that developed by our established ju- 
dicial system or by plaintiff's lawyers 
who either do not have the knowledge 
or energy to prepare their cases.” 

The speaker denied claims made that 
since the Warsaw Convention was re- 
ported to be operating satisfactorily < 
similar law would be satisfactory in the 
several states. He said that in the first 
place, the Warsaw Convention and the 
prceposed act are very different laws; 
the similarity is principally that com- 
mon law rules of negligence are super- 
seded by arbitrary statutory rules. The 
Warsaw Convention, he continued, is 
designed to simplify and facilitate the 
collection of damages for injury and loss 
occurring in international travel, where 
conflict of laws, delays ard _ expense 
would be encountered. 

“T have seen instances in which some 
passengers in a foreign accident—those 
to whom the Warsaw Convention did 
not apply—could get no legal remedy 
whatever, because of the laws of the 
country of accident—whereas other pas 
sengers involved in that same accident 
—and to whom the convention did apply 
—had no difficulty in getting prompt 
adjustment of their claims within the 
limits of the convention,” he declared. 


Sees No Conflict of Laws 


“The same situation is not true 0! 
accidents occurring within the United 
States. In the hundreds of airline pas- 
senger death and injury claims handled 
by the writer in the U. S. A. there has 
been no conflict of laws. Since the ap- 
plicable law is available to any lawyer 
having access to a law library and more 
is done for the airline claimant as t 
free investigation than in any industry 
I know, there should not be a greater 
burden of expense and delay than in any 
other industry. It is therefore quite 
irrelevant to say that because the Wat 
saw Convention is desirable for inter- 





national travel, where often different 
conditions are encountered, a similat 
law would be desirable for national 


travel.” 

Mr. Orr said those who favor the pro 
posed act are laboring under misappre- 
hension and that the conclusion, base 
on misinformation, that public policy de- 
mands the relief the proposed act claims 
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GEORGE W. ORR 


to offer should be discredited. “Setting 
the lines apart from their competi- 
tors—trains, buses, etc.—for different 





standards of 


liability appears uncalled 
for, unsound and unjustifiable, in any 
event,” he said. “But to do so on the 
basis stated in the ‘policy’ of the sub- 
ject act seems inexcusable. 

“The writer has claimed on various 
occasions that special legislation is not 








needed in connection with aviation lia- 
bility. The airlines and other flyers are 
perfectly agreeable to proper and neces- 
sary regulation. They already have this 
as to uniform safety and economic regu- 
lation under the Civil Aeronautics Act 
of 1938, as amended. -But it is not 


needed with respect to liability as there 





is no industry, the writer believes, in 
which the plaintiff’s lawyer has more 
help than in aviation.” 

Mr. Orr stated that the amount of 
evidence available tn airline crashes 1s 


limited only by the zeal and in- 
gence of the lawyer but some law- 
1 lo not want both parties to have 
a fair trial as provided by law; they 
nt liability arbitrarily imposed on the 
airline, or at least presumed against 
the airline. 

Referring to the frequently used argu- 
ment that the airplane is inherently in- 
terstate in character and_ therefore 
should have uniform regulation, Mr. Orr 
said: 








Would Cause Confusion 


“While there is somewhat different 
law in the different U. S. A. jurisdic- 
tions, there has been no conflict, and 
the applicable law is conveniently avail- 
able to anyone with access to a law 
library anywhere in the United States. 
It is well established that the applicable 
law is that of the place where the ‘force 
impinged’ causing the injury, the Jer 
loci delictus. To set the airplane apart 
for a different standard of liability from 
competing forms of surface transporta- 
tion is not only a grave injustice to the 
new and struggling aviation industry but 
passage of a radically different law by a 
few states will not promote uniformity 
but will cause confusion. No one seri- 
ously believes that any ‘uniform’ act will 
be enacted by all—or anywhere near all 
—the states. States have very different 
ideas. New York, like several other 
States, has a constitutional prohibition 
against limiting the sum recoverable as 
damages for wrongful death, whereas a 
State next door, Connecticut, like many 
other states chooses to limit such re- 
covery. Of course, the mere fact that 
an airplane crosses state boundaries 
faster does not make it any more inter- 
state in character than the railroads, 
busses, truck lines, etc.” 

Mr. Orr said the most optimistic pro- 
ponents of the proposed bill will not 
claim that uniform adoption by all the 
States is in the realm of even the re- 
motest possibility; nothing more than 


Subrogation Rights 
(Continued from Page 44) 


Federal: that is, those of states and 
municipalities. Generally, he said, the 
statutory requirements with reference to 
such contracts conform to those found 
in Washington requiring a bond for 
payment generally of labor and ma- 
terials and requiring certain percentages 
to be retained for the payment of such 
claims. The Washington statute, he 
said, expressly exempts loans to the 
contractor; this required retained per- 
centage is recognized by the courts and 
generally designated by statute as a 
trust fund for the benefit of labor and 
materialmen and the surety’s right to 
this fund arises by subrogation to the 





limited or varied acceptance of this 
highly controversial act can reasonably 
be anticipated. 

“With this conclusian practically ines- 
capable,” he said, “any experienced law- 
yer must realize that confusion and con- 
flict is inevitable if the proposed act or 
any act radically departing from our es- 
tablished rules relating to tort is passed 
by a few states. Instead of promoting 
harmony and uniformity it is the 
writer’s opinion that discord and conflict 
would result.” 


claim of labor and materialmen that it 
is called upon to pay. 

Washington, he said, holds that the 
bank assignment, properly executed and 
delivered before default, is superior to 
the surety to any other funds undis- 
tributed at the time of default; how- 
ever, there is substantial authority for 
the rule that the equity of the surety 
is superior to the bank assignment to 
any undistributed funds at the time of 
default, regardless of whether or not 
the funds borrowed are used for the 
purpose of paying labor and material- 
men. 

Saying there has been some confusion 
in the decisions as to whether or not 
the right of subrogation of the surety 
on this type of contract goes beyond 
the retained percentages, Mr. McKelvy 
presented the following conclusions 
which he said perhaps should be meas- 
ured by their merits rather than by the 
history of the conflicting cases: 

“That the surety has, by right of sub- 
rogation, a superior claim to that of 
assignee to funds retained for the pur- 
pose for which the bond is given, i.e., 
required retained amounts, and that it 
can follow those funds into the hands of 
the assignee paid even prior to default: 

“That there is a strong possibility that 
the court will give the surety priority 
to all funds undistributed at the time 
of default and that the surety may, un- 


der certain circumstances, follow such 
funds into the hands of the assignee if 
paid to the assignee with knowledge on 
its part of the default or under circum- 
stances where the asignee should be 
held to have had such knowledge. 
Right Based on Subrogation 

“That this superior right of the surety 
is based on subrogation rather than the 
theory of its equitable lien derived from 
a contingent assignment in the applica- 
tion of the bond. 

“That the financing assignee has no 
right of subrogation to the labor and 
materialmen, although the money loaned 
was used for that purpose; however 
there is authority to the contrary. 

“That the assignee can obtain such 
subrogation rights by taking assign- 
ments from such creditors. 

“That there is no indication that the 





courts generally will recognize a su- 
perior right by way of subrogation or 
otherwise to funds, other than required 
retained percentages, paid the assignee 
prior to default or notice of default and 
obtained by the assignee in good faith 

“That each case must depend upon 
the particular facts warranting a con- 


clusion of the application of these prin- 
ciples and that a very important con- 
sideration is the provision as to the re- 
tention of funds whether it is required 
or optional and whether, if optional, the 
option has been exercised.” 
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Society to Give Course 
In Compensation Claims 


KALTMAN NAMED INSTRUCTOR 





Course to Be Devoted to Claim In- 
vestigation, Adjustments and In- 
terpretations Under Law 





For the first time, a course devoted 
exclusively to instruction in claim in- 
vestigation, adjustments and interpreta- 
tions under the workmen’s compensa- 
tion law will be given this fall by the 
School of Insurance of the Insurance 
Society of New York. 

Samuel Kaltman, recognized authority 
on compensation, and attorney for the 
New York City claim department of 
the Aetna Life Affiliated Cos., will be 
instructor, A two-hour session will be 
held once a week for two semesters, 
from 5:30 p.m. to 7:30 p.m., at a place 
and opening date to be announced with- 
in a few days. Registration is expected 
to be heavy, and prospective students 
are advised to register immediately if 
they hope for a place in class. 


Will Study Compensation History 


The historical development of com- 
pensation will be considered at the be- 
ginning of the course. Mr. Kaltman 
will then take up the defects under the 
old employers’ liability system; the in- 
surance policy contract; the administra- 
tive procedure which is necessary from 
both a company and _ governmental 
agency standpoint; the provisions of the 
workmen’s compensation law and their 
interpretation; occupational diseases; 
employer and employe relationships; 
casual relationships, and the all-im- 
portant subject—“arising out of and in 
the course of employment.” 

The work given will dove-tail with 
that of all other courses that have to 
do with any phase of the compensation 
policy. The subject of compensation 
claims has a value of four points towards 
the completion of the thirty-point course 
in casualty claims adjusting as set up 
by the School of Insurance in its new 
arrangement of subjects into courses 
for which certificates of completion will 
be awarded. The other required subjects 
in the complete course are principles 
(two points), liability claims (four 
points), material damage claims (four 
points), and medical jurisprudence I 
(four points). The remaining twelve 
points are made up by electives. 


Has Conducted Many Courses 


Mr. Kaltman has conducted many 
courses for the Aetna Cos. in New 
York and in Hartford. In addition, he 
has given lectures on industrial der- 
matoses for the College of Medicine of 
New York University, and has lectured 
on the legal aspects of, occupational 
diseases for the Long Island College 
of Medicine. 

Born and educated in New York City, 
Mr. Kaltman attended New York Law 
School of the College of the City of 
New York. He entered the employ of 
the state of New York in 1916, and 
spent three years in the compensation 
department. Since 1919 he has been with 
the Aetna. 

Mr. Kaltman served as president of the 
New York Claim Association in 1931- 
1934, and is the only member of the 
association to have held the office of 
president for four years. He is a mem- 
ber of the medical and claims committee 
of the Compensation Insurance Rating 
Board since 1935, and a member of 
some of the committees of the Associa- 
tion of Casualty & Surety Companies. 

Mr. Kaltman is a member of Empire 
City Lodge No. 206, F. and A. M., and 
served as District Deputy Grand Master 
in 1929 and 1930. He has been active 
for the past eleven years as a member 
of the committee on restorations of the 
Grand Lodge, and is at present secretary 
of the board of directors of the Masonic 
Foundation for Medical Research and 
Human Welfare. 





LYTLE W. GOSLING SUCCUMBS 





Senior Partner in General Agency of 
Aetna C. & S. at San Antonio; 
Active in Organizations 


Lytle W. Gosling, senior partner of 
Lytle W. Gosling & Co., general agency 
for the Aetna Casualty & Surety Co. in 
San Antonio, Tex., died September 3 at 
the age of 67. 

Active in insurance association work, 
Mr. Gosling was a past vice president 
of the Texas Association of Insurance 
Agents. At the time of his death, he 
also was a director of the Frost Na- 
tional Bank, with which he was affili- 
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Win FARM INCOMES the highest in many 
years, the farmer is a target for liability claims 
often involving expensive and long-drawn-out law 
suits. You can save him loss and expense from such 
claims by selling him our Farmers Comprehensive 


Designed especially for him, this policy is just 
what every farmer really needs. As it offers him the 
highly popular Comprehensive Personal Liability 
coverages and extra optional protection, such as 
Custom Farming and Animal Collision coverages, 
you can easily convince the farmer that this pro- 
tection is important to him and his family. And 
your client will be agreeably surprised at its low 
cost in relation to the possible losses he might 
suffer, not only at busy harvesting times, but 


Increase your own income by selling our 
Comprehensive Liability Policy. Write our 
Agency and Production Department for 
complete information and a copy of our 
special rater for this line. 


AMERICAN SURETY GROUP 


AMERICAN SURETY COMPANY 
NEW YORK CASUALTY COMPANY 
SURETY FIRE INSURANCE COMPANY 


Automobile e 


C. P. DANIEL N. Y. VISITOR 

Carl P. Daniel, president of Daniel 
& Henry, Inc., St. Louis agency, was 
a visitor in New York City this week. 
Mr. Daniel is now chairman of the ex- 
ecutive committee, National Association 
of Casualty & Surety Agents, having 
served for several years as its president. 





ated before entering the insurance busi- 
ness. 

He was a member of all Masonic or- 
ders, the Independent Order of Odd 


Fellows and the Elks, and president of 
the Student Loan 
San Antonio Rotary 
is his wife. 


Foundation of the 
Club. Surviving 


New York 5, N. Y. 


Inland Marine 





Compensation Rates 
Named in Mississippi 

LAW EFFECTIVE IN JANUARY 

Rates Down 7% to 19% From Present 


Employers’ Liability Rates; Ar- 
kansas Statute Used as Basis 








Rates ranging from 7% to 19% below 
present employers’ liability insurance in 
Mississippi have been proposed under 
the state’s new workmen’s compensa- 
tion law, it was revealed at a hearing 
conducted September 10 by the Missis. 
sippi State Insurance Commission. Mis- 
sissippi is the last state in the country 
to enact a compensation law. 

Rates embodying such reductions have 
been filed with the commission by the 
National Council on Compensation In- 
surance, which was recently licensed by 
the commission as a rating agency in 
Mississippi. 

The hearing was called by the com- 
mission after a group of employers who 
will be subject to the workmen’s com- 
pensation statute when it becomes effec- 
tive in January made an appeal to the 
commission to establish a “schedule rat- 
ing” plan of compensation insurance, 

Commission Secretary W. F. Laugh- 
lin said that the list of rates filed by 
the National Council was not based on 
the schedule plan that now largely gov- 
erns liability insurance in the state. He 
explained the plan submitted by the 
council is an experience rating plan 
which gives the employers credit for the 
record which they have had previously 
on liability risks. 

“Taking all glassifications,” he said, 
“they [the proposed rates] average 7% 
under the present $5,000 to $10,000 lia- 
bility rates and 19% under the $10,000 
to $20,000 liability rates.” 

The proposed rates also contain a 
retrospective rating plan, Laughlin said, 
which would give the employer credit 
towards his premium rates at the time 
any safety devices are installed. 

Mr. Laughlin said that the National 
Council, in preparing the proposed Mis- 
sissippi rates had taken the Arkansas 
compensation statute as a basis, and had 
given Mississippi credit for experience 
under the other state’s law. 

He also explained that the council 
“for the first time in any state, has 
given employers credit for the experi- 
ence they have had under liability in- 
surance.” 


FOSTER’S FIDELITY BOND TALK 





F. & D. Vice President Emphasizes 
Training of Younger Men in Pro- 
duction Techniques; N. Y. Speaker 


Recent large-scale employe defalca- 
tions and the greater emphasis placed on 
thorough training of younger personnel 
in production techniques were singled out 
as important factors in the increased 
production of fidelity bond business by 
Edgar F. Foster, vice president in charge 
of the fidelity department, Fidelity & 
Deposit, who was guest speaker at the 
September 9 luncheon meeting of the 
Surety Underwriters Association of the 
City of New York. 

The meeting, which marked the open- 
ing of the association’s fall season, was 
held at the Lawyers Club with about 
seventy members attending. Presiding 
officer was Putnam L. Crafts, Home In- 
demnity, president of the association. _ 

The future of the fidelity bond busi- 
ness, Mr. Foster declared, lies chiefly 
in the development of younger men who 
will bear the brunt of production. Prac- 
tical traing in actual case work was 
urged as a means of cultivating the tal- 
ent of such trainees, with personal con- 
tact maintained after they get out into 
the field on their own. Since the pro- 
duction force is assuming greater impor- 
tance with the increasing trend of em- 
ployers to seek adquate fidelity bond 
coverage, Mr. Foster said, the necessity 
of giving future producers a maximum 
mene of training cannot be overempha- 
sized. 








wm 


 eeierecie wi TS 

























September 17, 1948 





Caruattsro 


1d “RURAL. 


Page 47 














: Our Le 
° 99 
est in “ur ane 








A chap we like 
Is Syl. J. Walker, 
We start to speak — 
But, he’s the talker. 
“Sh a 


We are not one who admires radio 
programs, but it seems to us that a new 
comedian—one Phil Leeds—has a new 
and nonsensical brand of humor. It's a 
monologue sort of narrative, and a re- 
cent one ran like this: “It was Tuesday, 
a good day to get murdered. I’m sitting 
at my desk with my head in the middle 
drawer. It’s cooler there. The door opens 
and this blonde job walks in. She’s got 
the kind of figure that would make men 
and she often does. I can see she’s in 
desperate trouble. She says: ‘I’m in 
desperate trouble.’ 

“We go back to her house. Her husband 
is waiting for her in the study. He’s 
hanging from the chandelier with two 
bullets in his head and a knife in his 
back. I could tell at a glance he’s not 
feeling well. I take another slug from 
the bottle, but I don’t show my hand, 





—_—_— 


MAIL ORDER COS. INDICTED 





Conspiracy and Mail Fraud Charged 
Before Federal Court at Chicago 
Against Westminster and Arcadia 
Indictments charging conspiracy and 

mail fraud by operators of the West- 

minster Life Insurance Co. and the Ar- 
cadia National Insurance Co., mail order 
accident and health writers, were re- 
turned this week before Federal Judge 

Walter J. LaBuy at Chicago. 

District Attorney Otto Kerner, Jr., 
stated that grand jury evidence showed 
that both companies had policyholders 
in nearly all states and many small 
towns. He said that thirty-five grand 
jury witnesses testified that the adver- 
tising mailed by these companies led 
policyholders to believe they would re- 
ceive substantial benefits if they were 
disabled but that many who filed death 
clams received nothing and some re- 
ceived as little as $8.23. 

The Westminster indictment includes 
twenty-five counts and the Arcadia lists 
eighteen. The Westminster was rein- 
sured in the Bankers Life & Casualty 
Co., Chicago, in 1947. 





COMSTOCK JOINS PREFERRED 
W. P. Comstock has joined the Pre- 
ferred Accident as statistician and will 
have full charge of all statistical work 
of the company. He has had a long 
career in this field with casualty com- 
panies, notably the London Guarantee 
& Accident and Continental Casualty. 
He served both companies as _ statisti- 
cian. Mr. Comstock has also been a 
teacher of mathematics. 





BROWN CONDUCTS LECTURES 

F. Stuart Brown, executive assistant, 
Bankers Indemnity Insurance Co., casu- 
alty affiliate of the American Insurance 
Group, conducted the lectures on “Anal- 
ysis of Agency Expense,” and “Analysis 
of Financial Statements,” September 17, 
at the conference in Advanced Agency 
St cae at the University of Mary- 
and. 


Matthai Speaks 
(Continued from Page 42) 


planning. Mr. Matthai spoke of the 
close association of the insurance busi- 
ness—fire, life and casualty—with the 
civilian defense program. He recalled how 
the fire and casualty companies in World 
War II joined with the Government in 
organizing and successfully operating 
the War Damage Corporation, and said 
that with the threat of a third World 
War, the entire subject of civilian de- 
fense is receiving earnest study. 


not yet. I turn to the blonde. ‘What’s 
the matter with him?’ ‘Bad cold, she 
says and let’s me have it with a monkey 
wrench behind the ear. I push her face 
through the window just before she 
picks up a sledgehammer. The next 
thing I know—we’re engaged.” (P. S. 
If an _ occasional-listener-but-constant- 
knocker-of-radio like us likes this sort 


of nonsense, then you know what’s 
wrong with radio). 
* = :% 

La Rochefoucauld said: “Why must we 
have enough memory to recall to the 
tiniest detail what has happened to us, 
and: not have enough memory to re- 
member how many times we have told it 
to the same person?” 

aa * * 

We like the remarks of a Democratic 
delegate from Missouri who, in talking 
about the Philadelphia convention, said: 
“This convention reminds me of a 
funeral we had back home. The man 


we were laying to rest was a ne’er-do- 
well, and nobody came to the grave to 
say anything nice about him. Just as 
they were getting ready to lower the 
body, the town barber stepped up and 
said: ‘I notice no one has said a good 
word about this man. Before he is 
covered, I want to say one thing. He 
was an easy man to shave.’” 
* * * 


It was Poor Richard, who, in 1739 
said: “Blessed is he who expects noth- 
ing, for he shall never be disappointed.” 


—MERVIN L. LANE 








This Wan Cant Stop Dishonesty 


BUT he ean stop 
dishonesty Zosses/ 


WHY? Because he is a trained 


Insurance Agent who can build a 
bonding program to protect your 
company from having to make up 
heavy losses due to embezzlement 
orany form of employe dishonesty. 
The current high rate of such losses 
makes it more imperative than ever 
for you to bring your bonding pro- 
There 


USF&G agent in your community 


gram up-to-date. is a 





who will be glad to analyze your 
bonding program, without obliga- 


tions. Consult him today! 


@ Your cash may be stolen 


Esper: 8 
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s An employe may abscond 





“Consult your Insurance 
Agent or Broker 





U.S. F.& G. 


United States Fidelity & Guaranty Co., Baltimore 3, Md. 
Fidelity & Guaranty Insurance Corp., Baltimore 3, Md. 
Fidelity Insurance Co. of Canada, Toronto 





as you would your 
Doctor or Lawyer.” 
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Security Mutual Life 
Enters Non-Can. Field 


DETAILS GIVEN aT CONVENTION 


Delegates to Chetan a Meet- 
ing Told About “New Look” in 
Company’s A. & H. Policies 


Mutual 


announced to nearly 250 


The Security Life of Bing- 
Bo Me 


home 


hamton, 


agents and office men attending 


its convention September 15-17 at Cha 
Hotel, that the 
the non-cancellable 


teau Frontenac Quebec, 
is entering 
field, effective immediately, 
egular A. & H. 
that in some in- 
result 
will be the 


company 
disability 
and that its r policies 


have been revised so 


stances lower rates will and in 


others increased benefits 
revision. 

In keeping with its convention theme 
f “The New Look,” H. B. Wickes, vice 
president of the company, told those at- 
that the complete working kit 


result of the 


tending 
will now include 
The first 
is a two-year coverage policy for single 


of the Security Mutual 


two non-cancellable policies. 


disabilitiies and provides for a five-year 
The other 
coverage 
aggregate. 


aggregate disability income. 


is a five-year single disability 
allowing ten years in 

These non-cancellable policies will be 
guaranteed renewable until age 60, and 
are participating. probaby 
will be payable at the end of the second 
said Mr. Wickes. 


Dividends 


policy year, 
Designed to Cover Long Disabilities 


In describing the company’s “new” 
attitude on its A. & H. operations Vice 
President Wickes explained: “We as 
a company firmly believe that the loss 
of income and extra expenses due to 
temporary illness and hospital, surgical 
and medical bills can best be covered 
by our excellent series of regular can- 
cellable accident and health policies, and 
that the newer non-cancellable policies 
should be designed to cover long dis- 
abilities. 

“In preparing for this we decided to 
issue two types of policies, which give 
coverage up to two years and up to five 


years, respectively, for any one contin- 
uous disability caused by accident or 
illness. 


“Recognizing that protection may be 
necessary for more than one claim for 
one continuous disability, we have made 
provision for this by allowing a claim 
period (or aggregate limit) of five years 
for the two-year policy and ten years 
for the five-year policy.” 

After showing various combinations of 
disabilities and certain recurrent cover- 
ages which would allow the insured to 
receive total disability payments up to 
$12,000 for the two year-five policy; and 
$24,000 for the five year-ten policy (both 
based on monthly income of $200), Mr. 
Wickes then pointed to limb and eye 
loss features of the contracts which pro- 
vide for payment equal to one full dis- 
ability, no matter whether or not the 
disability continues for the full period. 

“There is a tremendous field for this 
business and only a few companies are 
catering to it,’ Mr. Wickes said. Thus, 
Security Mutual representatives have a 
grand opportunity to render a service 
to that class of our citizens who desire 
and are in real need of permanent in- 
come protection.” 


Rate Book To Be Ready Early in 
October 


Extensive preparation went into the 





RUSSELL 


FREDERICK D. 


completion of “The New Look” for Se- 
curity Mutual and each qualified man 
received at the convention a special kit 
including a series of policies, excerpts 
from a new rate book which the com- 
pany has in preparation, plus various 
circulars and combined application-sell- 
ing-piece folders. The rate book will be 
in the agents’ hands by the first part 
of October, but meanwhile agents will 
be able to sell these new contracts 
through use of the combined applica- 
tion-sales-pieces which includes full in- 
formation and rates for all coverages. 
Actual convention program included 
participation by General Agents A. 
Jonas Berg, Poughkeepsie; Henry Le- 
vine of New York; J. Harold Kay, 
Newark: Harold D. Farber, Buffalo; 
David T. Hersch, New York; and A. 
Stewart Payne of Binghamton. 
Selected from the field underwriters 
for short talks on “My Most Interest- 
ing Sale,” were Joseph B. Kirschner, 
Albert A. Boklan, and Matthew Jaffe, 
all of New York City. Also, Paul Roth- 
krug of Poughkeepsie; Gordon T. Ket- 


chum, Syracuse; Edwin O. Walker, 
Philadelphia, and Harry C. Rubin of 
Milwaukee. 


The second full morning session was 
devoted entirely to a panel discussion on 
“Our New Accident and Health Con- 
tracts.” Participants included President 
Frederick D. Russell, Vice President 
Wickes, Edward A. Hauschild, assistant 
secretary; Franklin D. Scudder, agency 
supervisor, and Norman T. Carson and 
William H. Fissell, both assistant su- 
perintendents of agencies. 

It was brought out during this dis- 
cussion that the company’s regular kit 
of A. & H. policies will include the 
modern accident and health policy, a 
non-occupational, modern accident, 
standard accident, security health, acci- 
dent medical expense, and accident med- 
ical expense and income policies. In 
addition, the company offers the Secur- 
ity franchise policies which are written 
on units of five or more employes and 
may be payable monthly. 


Adopts Accidental BI Clause 


Besides revisions in rates and certain 
coverages, the company announced at 
the convention that all A. & H. policies 
would include the accidental bodily in- 
jury clause instead of the accidental 
means clause; that there would be no 
pro-rating of benefits following change 
to a more hazardous occupation; that 
a thirty-one-day grace period would be 
allowed for payment of all premiums 
except the first; that the policies would 
be incontestable as to statements in the 
application after they were in force for 
three years; that disability could begin 
as late as thirty days following acci- 
dent, and that the policies included a 


(Continued on Page 50) 
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Raymond A. Payne Dies 
Suddenly at Hartford 


A LEADER IN CIVIC AFFAIRS 
Accident Department Secretary of 
Travelers Was Prominent in Bureau 


of A. & H. Underwriters 


Raymond A. Payne, 51, secretary of 
the accident department of the Travel- 
ers Insurance Co., and one of the most 
widely known and popular figures in 
insurance circles, died suddenly Wednes- 
dey night, September 8 

Mr. Payne was attending a picnic 
with a group of his business associates 
in Hartland, when he was taken ill. He 
died a few hours later. 

Mr. Payne became associated with 
the Travelers in Springfield, Mass.,. in 
1919 as an agent. Prior to that time he 
had been in the home office of the 
Massachusetts Mutual Life Insurance 


0. 

In May, 1920, he joined the salaried 
staff of the Travelers, and attended the 
cashiers’ training school. After service 
in the Hartford branch office, he joined 
the accident department as an assistant 


underwriter in March, 1921. He was 
made an underwriter in January, 1929, 
assistant secretary in January, 1940 and 


secretary in March, 1946, 
Leader in A. & H. Bureau 

Mr. Payne was prominent in both in- 
surance and civic affairs. He was one 
of the leaders in the Bureau of Accident 
& Health Underwriters and at the time 
of his death, was chairman of its In- 
surance Departments committee. He was 
scheduled to lead a_ discussion on 
“Policy Drafting Requirements of the 
Immediate Future” at the annual meet- 
ing of the bureau at Virginia Beach, 
October 11-13. He was a member of a 
number of industry committees. 

Mr. Payne also was a member of the 
West Hartford Town Zoning Commis- 
sion which he had served as chairman. 
He was a Mason and Shriner and a 
— of the West Hartford Exchange 

u 

Mr. Payne was born in Springfield, 
Mass., September 22, 1896. During World 
War I he served with the United States 
Navy. 

He is survived by his wife, the former 
Edith Symington of Springfield, Mass., 
and two daughters, Mrs. Robert W. 
Voorhies of Hartford and Miss Janice 
Payne. 

LeRoy Templeman’s Tribute 

F. LeRoy Templeman. who heads the 
A. & H. department of Maryland Casu- 
alty and who is the oldest member of the 
governing committee of the Bureau of 
Accident & Health Underwriters in point 
of continuous service, paid the following 
tribute to Mr. Payne: 

“Ray Payne’s passing is most regret- 
table and the entire industry of accident 
and health insurance will greatly miss 
him, ; 

“He had a most likeable personality; 
furthermore, through his understé anding 
of the men with whom he came in con- 
tact and of the business he was devoted 
to, he was able to do much for accident 
and health i insurance. I have particularly 
in mind his work in the revision of the 
Standard Provisions, in which he was a 
leading figure. What he has done in this 
connection will be of great value to the 
industry, and much credit is due him for 
the results which have been obtained. 

“It is most unfortunate that we will no 


RAYMOND A. PAYNE 


longer have Rav Payne with us to con- 
tinue the work in which he was so much 
interested.” 





COMPLETE PURDUE COURSE 


Forty Students in Class; Gregory and 
Stumpf at Banquet; Breidenbaugh 
and Jones Instructors 
The second largest neniee of the Pur- 
due Accident & Health Sales Course, 
sponsored by the National Association 
of Accident & Health Underwriters, cli- 
maxed its activities on Thursday eve- 
ning, September 2, with a graduation 
banquet. Gathering at the school that 
night to honor the forty graduates, in- 
structed by O. J. Breidenbaugh and W. 
J._A. Jones of the National Association 
staff, were several of the outstanding 

leaders in the industry. 

Among those present were President 
E. F. Gregory and First Vice President 
Charles B. Stumpf of the National Asso- 
ciation, along with officials of several 
companies which had representation in 
the class. 

The forty members of this class, rep- 
resenting eighteen companies from four- 


teen states and Canada, provided one 
of the most stimulating sessions ever 
conducted. The fact that the average 
experience of the group amounted to 
but ten months, and the average age 
of the enrollees was only thirty-two, 


clearly indicated that the many compa- 
nies are conscious of the proven value 
in this course for building strength and 
vigor in their new representatives. This 
is an encouraging sign from the asso- 
ciation’s point of view, and as a result, 
every attempt will be made during the 
forthcoming year to offer the sales 
course in additional sessions and in other 
areas of the country wherever sufficient 
interest warrants, 


PUTNAM SPEAKS IN DETROIT 


Earl Putnam, founder and _ president 
of the Canada Health & Accident As- 
surance Corp., W aterloo, Ontario, was 
speaker at the meeting of the Detroit 
Accident & Health Club, September 14. 
His subject was: “The Common Denom- 
inator of Success.” The Canada H. & A,, 
organized in 1946, was chartered by a 
special act of Parliament, the first such 
Royal Charter since 1923. 
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Discusses Federal 
Cash Sickness Plans 


A. & H. COMMITTEE REPORTS 
Says U. S. Chamber Opposes Wagner 
Bill But Has Stated No Specific 
Policy on Taft Bill 
Activities of the accident and health 
committee of the Chamber of Commerce 
of the United States in connection with 
Federal legislation were outlined in the 
report of the committee delivered before 
the meeting of the insurance committee 
of the chamber at the Waldorf-Astoria 
Hotel, New York City, September 9. 
R. A. Hohaus, actuary, Metropolitan 
Life Insurance Co., is chairman of the 

A. & H. committee. 
Federal legislative activities, said the 
report, have been directed principally at 


consideration of the two bills dealing 
with governmental insurance schemes: 
the Wagner-Murray-Dingell bill (5S. 


1320) which contemplates a plan of na- 
tional compulsory health insurance and 
the Taft bill (S. 545) which has as its 
main feature an initial Federal appro- 
priation of $200,000,000 for grants to 
states to assist them in providing free 
medical care to those not able to pur- 
chase it by their own means. 


Reached No Decision 

After extensive hearings before a 
subcommittee of the Senate committee 
on labor and education, the report said, 
the committee reached no decision but 
a resolution was passed in Congress 
appropriating $10,000 for a subcommittee 
to continue the study of medical care 
problems. Neither the chamber nor the 
insurance companies presented any tes- 
tiiony at these hearings, the report 
said. It added that while there is a 
definite chamber policy in opposition to 
S. 1320, there is no specific policy with 
regard to the principles involved in S. 
545 and the matter was considered at 
great length by a joint subcommittee ot 
the A. & H. committee and the cham- 
ber’s social security committee. 

Mr. Hohaus served as chairman of the 
joint subcommittee and the other mem- 
bers were: J. Dewey Dorsett, general 
manager, Association of Casualty & 
Surety Cos.; the late Harold R. Gor- 
don, general manager, Health & Acci- 
dent Underwriters Conference; Leslie 
P. Hemry, vice president, American Mu- 
tual Liability Insurance Co.; J. W. 
Myers, Standard Oil Co. of New Jersey; 
Professor Frank P. deVyver, Duke Uni- 
versity. 

The deliberations of this subcommittee 
culminated in a recommendation which 
has since been incorporated as a policy 
declaration of the chamber, the report 
said, to the effect that the whole sub- 
ject of governmental responsibility for 
medical care is most complex and re- 
quires much more careful study by all 
parties affected before any sound policy 
can be formulated. 


National Health Assembly 

The report spoke of the National 
Health Assembly held in Washington in 
May which was attended by about 800 
persons, about half of them profession- 
als in the medical, hospital and health 
fields, with considerable representation 
of organized labor and from a group 
which has long been interested in pro- 
moting national compulsory health in- 
surance. It continued: 

“it was the hope of the subcommittee 
that the National Health Assembly 
might feel the need felt by the subcom- 
mittee for making a definitive study as 
to the proper fields of activities for 
various agencies of the Federal, state 
and local governments in the field of 
medical care as well as the role of non- 
governmental agencies. While it is still 
too early to appraise satisfactorily the 
accomplishments of the assembly, it is 
unlikely that the hopes of the subcom- 
mittee will be realized.” 

Of the study released by the Brook- 
ings Institution, the report said that “in 


a broad way, it coincided with the views 
of the joint subcommittee in pointing to 
the need for more study of the broad 
and complex problems involved and to 
the desirability of encouraging volun- 
tary efforts. It strongly urged against 
the inauguration of any national com- 
pulsory health insurance plan at this 
time.” 
Already in Field 

Also bearing on this question, the re- 
port continued, is the work under the 
leadership of former President Hoover 
regarding the activities of the executive 
branch of the Federal government. “The 
Federal Government through various 
agencies, notably the Army and Navy, 
the Veterans Administration and the 
Public Health Service,” says the report, 
“is already engaged in the me‘ical care 
field to a much greater extent than is 
commonly realized. 

“The problem incidental to the proper 
areas of such activities, overlapping of 
responsibilities as between various gov- 
ernmental and private agencies and the 
implications of these activities, will likely 
be given extensive study and it may 
develop thet much helpful material will 
result which will be of assistance in 
formulating broader policy regarding 
health and medical care matters.” 


With respect to the Crosser amend- 
ment to the Rai'road Retirement Act 
and the Railroad Unemployment Act, 


providing for cash sickness benefits for 
railroad employes effective as of July 1, 
1947, the report said, the chamber, in- 
surance companies and railroads made 
strong efforts to have this cash sickness 
benefits legislation repealed before the 
benefits became effective, but these ef- 
forts were not effective. 

Agree on Benefits 
before adjournment of 
Congress, it 


Shortly 
Eightieth 


the 
continued, an 
agreement was reached he ween the 
railroad brotherhoods and the compa- 
nes on an act which incressed retire- 
ment benefits under the act and at the 
same time reduced the unemp'oyment 


AMA PERSONNEL MEETING 

The personnel committee of the 
American Management Association will 
hold a conference on labor-management 
cooperation on wages, employe-incen- 
tives for production and community and 
union relations, at the Hotel Pennsyl- 
vania, New York City. September 23-24. 


ERNST ELECTED AT ST. PAUL 

Carl A. Ernst, manager at St. Paul 
for the North American Life & Cas- 
ualty Co., has been elected president 
of the Minnesota State Association of 
Accident & Health Underwriters. 





tax levied upon the railroads on a slid- 
ing scale basis, depending on the size of 
the funds. “These changes,” the com- 
mittee reported, “further aggravate the 
anomalous situation which exists with 
regard to the social security benefits 
provided through the Federal Govern- 
thent for this group of workers as com- 
pared with what is available to other 
persons.” 

The only state legislation treated in 
the report was the New Jersey tempo- 
rary disability benefits program, pro- 
viding for a competitive state fund and 
subject to merit rating which gives the 
employer a direct financial interest in 
the plan. 

The committee again directed a sur- 
vey of voluntary insurance in force in 
the United States during 1947 along the 
lines of similar surveys made during the 
tw) preceding years except that the 
1947 study was expanded to include pri- 
vate hospitalization and medical care 
coverage as well as cash sickness and 
accident benefits. 

The committee expressed the opinion 
that development of this survey has met 
a great need for which there have been 
requests from numerous quarters in the 
past and that the chamber can take 
considerable pride in the successful ac- 
complishment of a task which involved 
many complications which had not been 
satisfactorily solved before. 








SSE EE ARE 











SEABOARD SURETY COMPANY 


79 MAIDEN LANE, NEW YORK 


WhHitehall 3-1484 


WwW 








FIDELITY, SURETY and 
FORGERY BONDS 





O’Connor Makes Speeches 
In Pacific Northwest 


E. H. O’Connor, managing director In 
. e ’ 4 
surance Economics Society of America 
has left Chicago for the Pacific Coss 
where he will make a series of speeches 
in Oregon and Washington. He re 
to address the Oregon State Medica| 
Society at its annual meeting at Med. 
ford, September 17. Following is yy 
O’Connor’s speaking schedule in W. 
ington: 
_ September 21, Washington Associa- 
tion of Insurance Agents, Bellingham: 
September 23, Seattle Junior Chamber 
of Commerce, Seattle Accident & Health 
Underwriters Association and King 
County Insurance Association; Septem. 
ber 24, Tacoma Chamber of Commerce 
Pierce County Association of Insurance 
Agents and Tacoma Life Underwriters 
Association; September 27, Yakima 
Chamber of Commerce and Yakima 
ong 4 Insurance Association: Septem- 
ber 28, Spokane Insurance Association, 
Gulf Insurance Co.. Dallas, Tex.. has 
opened a service office at San Diego 
Cal. in charge of Mahel Homewood. 


In Non-Can Field 


(Continued from Page 48) 


ash- 





clause permitting the company to can- 
cel only at the end of the premium- 
paying period instead of at any time 
during the year. 

Provisions are made for optional 
coverage for surgical benefits up to 
$200; hospital benefits up to $10 a day: 
nurse service benefits at $5 a day; ac- 


cidental death, and accident medical 
expense. 

Hospital insurance, both for indi- 
viduals and for families also includes 


many special features. In connection 
with a claim, six hours’ hospital resi- 
dence will be acceptable and the policy 
provides for “out patient” treatment up 
to three times the daily hospital bene- 
fit. Hospital policies will also pay a 
full seventy days, with provisions for 
a yearly addition of five days until the 
total equals 100. Miscellaneous benefits 
are provided for up to seven times the 
daily benefit. Maternity payments are 
made at ten times the daily benefit up 
to a maximum of $75. Surgical benefits 
up to $200 and nurse service at $5 may 
be added to hospital contracts. 


President Russell’s Address 


In closing the convention, President 
Russell gave those present a “Look to 
the Future,” after he summed up prog- 
ress of the company during the past 


few years and forecast a _ continued 
growth and expansion in the years 
ahead. He stated that the “rate of 
future growth of our company is de- 
pendent upon the economic future of 
our country.” 

Mr. Russell said in part: “Early in 


March all of us at Security Mutual were 
thrilled by the announcement that our 
company had reached the 200-million 
mark in life insurance in force. Just 
two years earlier it had passed the 150 
million mark, and four years prior to 
that the 100 million. In other words it 
took us just one-half as long to gain 
the last fifty million than the preceding 
fifty. That record speaks for itself. It 
attests to the remarkable work which 
has been done by you, the producing 
agents, not only in writing and placing 
new business of good quality, but also 
to the high persistency of your busi- 
ness.” d 

Georges Lafrance, Superintendent 0! 
Insurance, Province of Quebec, an¢ 
Mrs. Lafrance were among the guests. 
F. Leon Mable, Security’s superintend- 
ent of agencies, who has been ill since 
last May, was unable to attend and in 
his place Messrs. Carson and Fissell 
presided. 
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...and BASIC to the insurance 


industry is Reinsurance 


GENERAL REINSURANCE GROUP 


Largest American multiple line market 
dealing exclusively in Reinsurance 
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